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Genuine Detroit Lubricators 
For Every Purpose 


“GENUINE DETROIT” Lubricators are made in a 
sufficient variety of styles and kinds to properly lubricate 
the valves and cylinders of all types of steam engines, steam 
pumps, gas engines, air compressors, etc. 


They are scientifically designed, each for its purpose, and 
great care is given to all the details of manufacture in order 
to insure a uniformly high quality. 


Everything possible is done to maintain and increase 
their reputation for excellency. 


Engineering Service Department 


The Detroit Lubricator Company maintains an Engineer- 
ing Department that is at the service of users of lubricat- 
ing devices. If users are not sure as to the exact style and 
size of lubricator their machines need—if they are in doubt 
about the proper method of installation and operation—if 
they need help of any kind, they can write us and our Serv- 
ice Department will be glad to help them. 





DETROIT LUBRICATOR (OMPANY. 


DETROIT, U. S. A. 
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HE Columbian line of vises, which in- Columbian line are able to meet every vise 

cludes a vise for every purpose, not demand from the trade. The many exclu- 
only gives you these three qualities which sive patented features found in Columbian 
every mechanic looks for but gives you a Vises have made them popular with me- 
full range of sizes. Distributors of the chanics everywhere. 


THE COLUMBIAN VISE & MFG. CO. 
CLEVELAND, OHIO 


COMMBIAN VISES 


Trade Mark Reg. U. S. Pat. Off. 
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HE fact that practically all of America’s leading distributors Ra 

sell CAPITAL ‘Red Cap’ Industrial Brooms and Brushes x 
proves that there is real profit in their sale. The added fact that 
most of these distributors handle the CAPITAL Lines exclusively is 
certain proof of CAPITAL superiority in quality, service and 


salability. 


If your industrial broom and brush business is not what you 
think it should be, we invite you cordially to write us. The facts 
about the CAPITAL Lines and our sales-building cooperation pro- 
gram will interest you, and will enable you to make your 1928 sales 
of brooms and brushes the best in your history. 





The Indianapolis Brush & Broom Mfg. Co. | 


Established 1890 
126 N. Brush Street Indianapolis, Indiana 


) 
CAPITAL For all Trade Uses 


This Celebrated Line Recognizes 
American Swiss Superiority! 
Where precision filing counts—where reputation for pre- 
cise workmanship is necessary to hold a leadership in a 


highly competitive field, American Swiss Files of precision 
do play their part. 





































The Stromberg-Carlson Company have used American 
Swiss Files for almost six years and state they “have 
found them to be most satisfactory —superior to any other 
so called Swiss Pattern Files manufactured in this country 
and equal to the imported fle.” 

American Swiss Files are a precision product fashioned to 
exact dimensions. A specially developed heat treat- 
ment gives them longer life with increased pro- 
ductiveness. 

Write for catalog listing 2400 different sizes, shapes 


and cuts. 


American Swiss File & Tool Co. 
410-416 Trumbull St., Elizabeth, N. J. 


American Swiss Files 
“files of precision”’ 


grade hand tools for 
mechanics. 


SEND FOR TOOL CATALOG. 


When writing t \dvertisers please mention Mini Supprirs 
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Every Walworth 
BRASS VALVE 


is individually 
tested before it 


ogg Rage ge leaves the factory 


Working Sleam Pressure 



































| 4 ~s Ry S | . ‘ - 
Globe Valve (Be ne ikl Angle Valve 


F we were satisfied with being fairly sure about 
our brass valves, we wouldn't bother to test 
every one of them. We know how good the ma- 
terials are and how skilfully the valves are made 
and we check them up pretty carefully in the 


process of manufacture. 
































But that’s not quite enough for Walworth. 





We have made it a rule to give every Walworth 





, ae . 
Brass Valve an individual test for leaklessness in 

We have one of these valves thal : 

was opened and closed 18,273,706 order to satisfy ourselves that when they are 

limes in 1) years service and re- 


Siege installed they will satisfy you. 
ground only 5 times. : ile 


WALWORTH 


Walworth Company, General Sales Offices: 51 Kast 42nd St.. New York 
Plants at Boston, Mass.: Kewanee, IIl.; Greensburg, Pa.. and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth Co., Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 
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‘*‘TOLEDO”’—A PIPE 
CUTTER THAT CUTS 


Your customers need no longer squeeze, chew, 
or saw 2 to 4 inch pipe when they wish to cut 


dines The “‘TO- 
LEDO”’ No. 
40 Automatic Pipe Cutter has in the few months it has been on the 
market clearly demonstrated its remarkable efficiency to hundreds of 
contractors. This simple, yet wonderfully efficient, tool cuts off 2 to 4 
inch pipe easily, quickly, leaves no burr and the knives are fed 
automatically. 

It’s a tool that your salesmen should recommend to their customers 


where large pipe must be cut. Its net price is but $60.00 f. o. b. 
Toledo. 


THE TOLEDO PIPE THREADING 
MACHINE CO. Toledo, Ohio 








SUDDEN STRAINS CALL 





FOR HOYT BABBITT 


In sawmills, where sudden strains put babbitt metal to 
the acid test, Hoyt’s Faultless ‘‘A’’ Babbitt has proven 
economical and enduring, wherever quality as fine as in 
Genuine ‘‘A”’ is not necessary. That is why Faultless 
‘*A” is so heartily recommended for similar machinery 
where sudden strain on the bearings is a factor. 





Hoyt’s Great Eight includes a Babbitt Metal for every 
purpose, made especially for that particular type of work. 
Send for your copy of ‘‘ Babbitt Metal Data ’’, a booklet 
which contains a wealth of valuable information. It is 
yours for the asking. 


HOYT’S GREAT EIGHT 


Genuine ‘‘A’’ Babbitt Oil Engine Babbitt 
Eagle ‘‘A’’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 


Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL COQO., St. Louis 





























NEW YORK CHICAGO DETROIT 
Address ae a Enea 
~ (8 eo. anemammaem 
Department I Faultless ‘‘ A*’ Babbitt is especially valuable in woodworking < 
machinery where the bearings are subject to sudden and in \ _— FSN \ b SME. \ = SS 
termittent strain. 





You men who plan, build, use or pay for machines of any 
kind, remember this: It costs more to replace a poor bearing 
han to buy the best one 


























ever produced. AND 
> ANTI-FRICTION BEARINGS ARE THE 
HIGHEST PRICED IN THE WORLD. 


Rough Grinding Steel Balls For The 


February, 1928 


Highest Priced Bearing in the World 


ROM raw materials to finished steel, 

=S¢ controls every operation. And 
next we come to the initial stages of man- 
ufacture which mark the birth of the 
world renowned S&F Anti-Friction 
Bearing. First we have the making of 
steel balls 


When it is considered that the area of 
contact between a ball and the raceways 
is small and that pressures are often in 
excess of 200,000 pounds per square inch, 
it becomes evident that impurities and 
mechanical defects in the steel must be 
kept ata minimum. Extensive metallur- 


gical tests insure uniform quality of steel 
which goes into every bearing. 

The balls are made by either cold or 
hot pressing depending on the size. After 
annealing, the balls are placed in rough 
grinding machines as shown. These re- 
move the coarser outside surfaces leaving 
a clean surface. 

At every stage in these processes rigid 
inspection control is maintained. And all 
this careful guarding of quality is toward 
one objective—that every ball bearing 
with the mark 02 will give to the user 
the highest degree of trouble-free service. 


SKF INDUSTRIES, INCORPORATED, 40 East 34th Street, New York, N. Y. 
FOR_NEAREST SKF DISTRIBUTOR SEE THOMAS REGISTER 


Ball Bearings ~ Roller Bearings 
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Twin Hook Ball Bearing Spur-Geared 


- Chain Blocks 
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Simultaneous 

5 3 operation of 

op 8 two load hooks 
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Using but the one hand chain, 
the operator easily does difficult 
lifting jobs with the Yale Twin 
Hook Ball Bearing Spur-Geared 
Block. It is ideal for use in lift- 
ing removable bodies from motor 
trucks, platforms, tanks, vats, 
drying racks and other long 
pieces where evenness and bal- 
ance are essential. It has double 
the suspension strength of the 
Yale Ball Bearing Chain Block. 


This twin hook adaptation of 
the Yale Ball Bearing Spur- 
Geared Block has the same full 
rated strength of other Yale 
Chain blocks, being made part 
by part, in Yale’s own plant, and 
possessing the greatest known 
efficiency in hand hoisting ma- 


J 


Cut-open view of 
Yale Ball Bearing 
Spur-Geared 
Chain Block 








YALE MAKES 
Yale Ball Bearing Spur- 
Geared Chain Blocks, 
Yale Screw-Geared Chain 
Blocks, Yale Differential 
Chain Blocks, Yale Roller 
Bearing Trolleys and 
Cranes, Electric Chain 
Hoists, Electric Industrial 2 
ce a chines. 


Factory Locking 
Equipment—To acquire 

locking control, security S E N D 
and convenience through- 
out the factory, use Yale ay : 
Master Keyed Locks. describing the operation of the above and 


other Yale Chain blocks. Send for it. 


Yale has issued attractive illustrated literature 




















The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 


Hoisting Conveying Systems 


YALE MARKED 1S YALE MADE 
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In cartons and kegs 
for quick delivery 


A full list of sizes in S.A.E. and 
U.S.S. threads (new fine and coarse 
American Standard) and a stock 
of twenty million cap screws to 
draw upon from any one of seven 
convenient centers of supply. That 
is the kind of dependable service 
your customers can rely on and 
the kind on which you can make a 
profit. 



















Cleveland Cap Screws have a 


Guarantee Your definite standard of merit, and we 


jealously guard their good name at 
every stage of production. Ask for 


Production a sample — and price quotations. 
Efficiency ! The CLEVELAND CAP SCREW COMPANY 


2925 E. 79th Street Cleveland, Ohio 


Pulleys that slip are inefficient and ex- 
pensive to run. They waste time, and 
power, and money. They should not be Warehouses at 


tolerated by any progressive manufac- St. Paul 


New York 
turer. Detroit 
REEVES Wood Split Pulleys GRIP the Chicago 
belt—they cannot slip like cast iron or eae tt 


steel. They guard against power waste and 
increase production efficiency. 


REEVES Wood Split Pulleys are stronger, 
lighter, run truer, last longer and they 


(Norristown) 





transmit more power! They are ever- 
lastingly on the job! Cost less to buy and 
to run! 

What kind of pulleys do you sell? Pulleys 
that increase production efficiency like the 
REEVES? Write today for the facts about 
the REEVES line which has been such a big 
money-maker for distributors since 1887. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 





Produced by the Kaufman method 
patented), Cleveland Cap Screws offer 
very definite superiorities. Uniformity of 
product is insured in a plant devoted 
exclusively to the making of just one 
thing —good cap screws. 


UR catalog M-35 cive 
full information about 
the constr ¢ 


truction of 

ery pulley in the REEVES 
e. Send for it and find out 
hundreds of dealers and 
thousands of users have found 

that REEVES Pulleys are the 
finest the ean bu at an 
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PROFITS = 


RE not built arourd one single order 






but are acquired in a_ continued 
stream through the repeat orders the first 
order brings back. 


T. B. Wood Sons Company Line of U. G. 
Power Transmission Appliances is built 
to make customers come back. And they 
continue to come back because these long 
wearing, economical power transmission 
machinery units have had built into them 
the quality resulting from 71 years’ ex- 
perience in the manufacture of Power 
Transmission Appliances. 


Such products and knowledge offer a 
profitable alliance for dealers of the 
better sort. 


 Chambersbur Pa. 


NEW ENGLAND BRANCH: SOUTHERN SRANCH: 


Cambridge, Mass. Greenville, SC. 





Makers of power transmission machinery since 1857 
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will be made with New Badger Tools 
because they are the most widely used 
tools in their line, and when your cus- 
tomer once uses a New Badger he will 
always 


specify it on future orders. 


ADVANCE CAR WRENCH 


It is safe and cannot injure the operator. Auto- 
matically adjusts itself to any size winding tap 
found on a hopper bottom car. 


Write for further information and prices 


ADVANCE CAR MOVER COMPANY 
APPLETON, WISCONSIN 
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car movers 
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PHOERS, MODEL ‘‘F*’ 
No.0 § 


MODEL *:0” 


Experienced Engineers 
Buy “Man-Size” 
Anderson Steam Traps 


OU can’t sell an experienced engineer 

a weak, flimsy, undersized steam trap. 
The well seasoned man doesn’t “fall” for 
90-day trial offers on traps that sell for 
one-third less. 


He knows that it takes a guaranteed 
“marvsize” trap to do a “man-size” job on 
the steam line. And surely giving steady, 
continuous drainage of condensation, 
thereby providing maximum heat to the 
system is a “manvsize” job. 


The experienced engineer is far sighted 
in figuring costs. One “man-size” trap 
may cost twice as much as an undersized 
trap. but he knows that it will outlive from 
three to six cheap traps and give 100% 
service. He is saved the trouble and costs 
of frequent replacements. 


“Man 


Sell your customers Anderson 
Size” Steam Traps! That’s giving them 
the best! Your buying judgment will be 
reflected in increased sales. 


Send for latest prices! 


The V. D. Anderson Co. 


1944 W. 96th St. Cleveland 
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Bull Frog barrows are not only 
well made but intelligently de- 


signed. 


barrows, carts, scrapers for every 


user. 


BULL 






Specialized models of 


Write for catalog. 


“If They Would Only 





Run Themselves—” 


HE contractor was complaining to the mill supply man 
that bucking wheelbarrows were slowing up his work 
program and making bolsheviks of his men. 

‘‘Any workman has a right to complain about an 
excessively heavy, hard running, hard dumping barrow,” 
the wholesaler replied. ‘‘This Bull Frog No. 64 will cure 
your headache. The hang and balance are perfect; the risers 
carry the load well forward over the wheel; the deep, seam- 
less tray with reinforced nose dumps easily and clears per- 
fectly. It’s light, but it’s strong; and it always runs smoothly 
because it’s so easy to grease. Take hold of the shaped 
handles and get the feel of it. This is THE contractor’s 
barrow.” 

And that is how one mill supply wholesaler built good 
will. 


The Toledo Wheelbarrow Company 
TOLEDO, OHIO 


Branch Office and Warehouse 
337 River Street, Chicago 


When writing to Advertisers please mention M Supriies 
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The Oldest Builders of Electric ) f ~ Drills and Grinders in the World 
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U.S. Heavy Duty 
‘Selective Speed 


14 Ball Bearing 
Buffer and Polisher 


Just the speed desired — anywhere from 

2,000 to 3,000 R. P. M. That’s what this 

machine provides. Each spindle operates 

independently of the other. And the belts 

are automatically kept in proper adjustment. 
Sold only through jobbers. 


Built regularly in single and double- 

spindle models, 3,5, 7!., 10, 15 H.P. 

Fully up to the high standards for 

which U.S. machines have been 
famous for 30 years 




















THE UNITED STATES ELECTRICAL TOOL COMPANY 
2498 West Sixth Street Cincinnati, Ohio, U.S.A. 





Portable Electric Drills 


Grinders-—Polishers 





Export Sales Representatives -WESTINGHOUSE ELECTRIC INTERNATIONAL CO.—150 Broadway, New York City 























THE “INSWELL”’ LINK 


Easy for Your 
Customers to 
Remember! 


Uw ERS never forget “Inswell” chain. 
The performance builds appreciation 
and the “swell” of extra material on the 
inside of the weld gives a mark of identi- 
fication they always remember. That makes 
reordering easier—more business coming 
direct to you. The “Inswell” patented pro- 
cess makes the chain 25% stronger at the 
weld. That’s another reason why “Inswell”’ 
distributors enjoy more repeat business. 





Yhe COLUMBUS MCKINNON CHAIN Co. 


General Sales Offices: Tonawanda, N.Y. + Factories: Tonawanda, N- Y.; Columbus, Ohio 
n Canada: McKinnon Columbus Chain Ltd., St. Catharines, Ontario 


MANUFACTURERS OF THE FAMOUS DREADNAUGHT TIRE CHAINS 


“INSWELL" 
\ ELECTRIC: WELD- 
CHAIN 


When writing to Advertisers please mention Min. Sup 














Widely advertised to and used by 
factories and builders. Saves $20.00 
over hand sawing in one day’s use. 


Model © has greater capacity for its easy portability 
than any other electric hand saw on the market. Weighs 
only 24 Ibs. but cuts up to 4). inches. Also used as a 
table saw. PERFECT SAFETY GUARD. 3, he p. 
Gi. EK. Universal Motor for A. CG. and D.C. 110 or 220 
volts. TL and S-inch diameter blades furnished. 


Model B has swivel base for bevel cuts up to 60°. Fur- 
nished with an I1l-inch diameter blade which is absolutely 
necessary to cut 2-inech lumber on a 30° angle or 3-inch 
ona 45° angle , he p. motor. 


Wodack Combination 
@ Lock Mortiser 
. and Router 






Z Cuts face plate and 
Se barrel in ONE 
OPERATION in’ an 
average time of less 
thanone minute a door 
“F counting time to put 
x on and take off 1, 
h. p. Gi. Kk. Universal 
Motor for A. ©. and 
D. €. 110 volts or 220 
volts 


Remove the Vlotor and have complete 
Router. Straight edge attachment. 
13°16 milling cutter: standard chuck. 

inch round shank bits. Saves times 
on all grooving, routing stair stringers. 
Sold separately if desired. © Unparal- 
leled low price 


ALL ATTACH TO LIGHT SOCKET 


Writ PODAY FOR DESCRIPTIVE LITERATURE AND 
ATTRACTIVE DEALER OFFER 


KF. L. Rogers & Co. 


23-27 South Jefferson St. 











Chicago. TM. 





OXY-ACETYLENE 
Welding and Cutting 
Equipment 


Hundreds of thousands of dollars are being 
saved in factories, foundries and metal work- 
ing plants through the use of Imperial 
Welding and Cutting equipment. 

Broken parts — from the smallest to the 
largest—are repaired at a fraction of the 
cost of new parts. Imperfect castings are 
saved from the scrap heap. Gates and risers 
are cut from castings at lower cost and 
greater speed than by any other method. 

And, more and more, the Imperial Oxy- 
Acetylene Welding Torch is being used in 
production operations, increasing output 
and reducing costs. Let our engineers sug- 
gest the type of Imperial Equipment that 
will save money for you. 


Save 2to5 Cents 
ol] 10) ol Koll werey 
of Acetylene 


The Imperial Acetylene 
Generator provides acon- 
stant supply of pure acet- 
ylene gas at asaving of 2 
to 5 cents per cubic foot 
Over gas compressed in 
cylinders. Approved by 
the Underwriters Labo- 
ratories. No weights, pul- 
leys or motors. Send for 
complete description. 


THE IMPERIAL BRASS MEG. Co. 
511 So. Racine Ave., Chicago 
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‘Seeing Is 


HEN RUSSELL, BURDSALL & WARD 
invented the new method of pro- 


ducing bolt threads by which the thread 1s 


Believing 


the thread protile onto a previously marked 


screen. The shadow of the thread profile 


on this screen shows its agreement with 


built up out of the steel, it was found that or deviation from the true standard. 


threads produced in this way were not oa 
Any Empire New Process Bolt measured in 


only stronger, 
: . this way 


owing to the working of 
: . checks unvaryingly with the 
the metal, but were unbelievably accurate. 
; standard. 
Also, that this accuracy was wvvarying even 


in mel/lion runs. 


To manv this statement must seem almost 


incredible. 


What this accuracy means to you can be 
demonstrated by checking the profile of a 


thread gauge of the same dimension with 


. . that of an Empire New Process Bolt. 
Fortunately there is a means of proving 
this fact by the simplest test of all—by Why not use bolts that are as accurate as 


actually seeing it. 


RUSSELL, BURDSALL & WARD S#uges — especially 
The screw thread BOLT & NUT COMPANY when they cost no 
Comparator projects ene eee presi egy ROCK FALIS. ILL more than ordinary 
abcamoflightacross  *“ ee 7 i. Loe Per — ae 6a 
OV ER 8 T EMS E LE STFREN G H 
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CAP SCREWS 


A complete Line of Steel Cap Screws 


U. S. S. or S. A. E. threads Hexagon, 
obbers- Fillister. Flat, Button or Square Head 


and made to satisfy your most exact- 


ing customers. HEAT-TREATED, and 
Sell out O packed to resist rust and handling. 


‘VERY industrial plant, hotel, hospital, office building, ete.. SET SCREWS 
in vour territory can use this remarkable ladder. You 
ean sell nearly ill of them, not when their old ladders give 
way, but NOW, to repla e the old tvpe with a ladder that 
gives accident insurance and extra convenience combined 





An equally Complete Line of Steel Set 
Screws. Accurate, well-finished and 
Folds compactly like an ordinary ladder but when opened CASE-HARDENED, and packed in the 


the platform provides broad, square, solid foot room, re same strong type of  rust-resisting 
side rails and top br ice the user's legs se hee a lop oer cartons as the Cap Screws above. Full 
serves aS a conventent shelf within easv reach for material , = 

ind tools. Safety is the strong point of th’s ladder, and this stock of cup and oval points in both 
is carried out in its construction. It is rigid as a rock, made square head and headless. 

ol airplane spruce Rungs at back make it possible for a 

helper to mount from the rear. Made in 9 sizes, from 3 to . : 

IS-foot platform heights. Built on 57 years experience by Also a Complete Line of Milled 


the world’s largest manufacturers of ladders and scaffolding 


ee Studs and a Big Stock of S. A. 
equipment Sold through distributors . x 
eet 7 E. and U. S. S. Semi Finished 
Use Covureon To SECURE DISTRIBUTOR’ S PROPOSITION 


and Castellated Nuts 
THE PATENT SCAFFOLDING CO. 


PHI! \DELPHIA PA. CHI AGO U1 NEW YORK, N.Y 


Lt. City Send Us Your Inquiries 


Gold Medal 
PLATFORM “The Cleveland 
= Step Ladders Wrought 






























aa, fo | Products Co. 
a Ba Cleveland, Ohio 
ea : U.S.A. 


ee ee 
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No Tarzan No Giant——not two men 
but just one ordinary shopman_ is 
needed to force a row of Clipper Belt 
Hooks cleanly and uniformly into both 
ends of a belt up to 8 inches in width in 
1! minutes if a Clipper No. 8 SPEED 
Lacer is used. 


It seems fantastic that by a simple 
turn of a crank a machine so small 
and so compact can develop a pres- 
sure of 15.900 pounds on a belt 
surface. It seems more fantastic 
that an ordinary man can turn a 
crank that develops such power. 
Yet this can be done —and is being 
done —all ever the country —every 
day. 


To join the ends of any belt up to8 
inches in width in |!) minutes, a 
speed unequalled by any other belt 
lacing device. is a featin itself. Yet 
it is just part of the every day work 


of the Clipper No. 8 SPEED Lacer. 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 
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FAIRBANKS! 


Valves - Hand Trucks - Wheelbarrows 
Drag Scrapers - Truck Casters 


—~ 
. 


RSET LTRS METS TT 
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cas 
Fig. Q2183—Grocery Fig. 01—Globe Fig. A646W—Mortar 
Get Acquainted With Them! 
The FAIRBANKS COMPANY 
BOSTON NEW YORK PITTSBURGH 
Distribution in All Principal Cities 
Factories: Binghamton, N. Y., and Rome, Ga. Write for Complete Catalogs 
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IRUC K CASTERS = 
beac 
__ 
: oe 
Whenever you have heavy duty caster — 
problems in your plant, this Bond Double Ball — 
Race Roller Bearing Wheel caster deserves serious ne 
consideration. In hundreds of plants it has —— 
proved its ability to carry heavy loads without — 
fear or failure. — 
The Bond Line of Truck Casters has a real Son 
message for you. — 
B : — 
ond Found & h C 
—_ 
ry Mac Ine VCO. & 
eas 
—— 
Manheim, Pa. Philadelphia Office: 617 Arch St. on 
New York Office: 256 Broadway Chicago Office: 39 S. Clinton St. 
When writing to Advertisers please mention Mtr Suppress 
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TRIMS 


TRIMO Pipe Wrench 
Has Strength To Spare 


The TRIMO Pipe Wrench has 
strength to stand up under harder 
strain than it will ever get in legiti- 
mate use. 


























Added to TRIMO’S ample 
strength are the famousTRIMO 
features. The nut guards keep 
the wrench from being knocked 
out of adjustment. Pressure 
of the thumb releases the 
mighty TRIMO grip. Rein- 
forcing lugs on the 
handle overlapping the 
frame prevent distortion. 
Every part of a TRIMO 
is replaceable including 
the insert jaw. 




















The famous TRIMO Pipe Cutter 
serves . a ong ora —_ wheel 
cutter, for the cutter wheels and 
rollers are interchangeable. The TRIMONT MFG. COMPANY 
TRIMO Pipe Cutters give longer ROXBURY (BOSTON), MASS. 

and better service than any tools 
of similar make. 





America’s Leading Wrench Makers 
for Nearly Forty Years 
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Sound Merchandising 


VS 
Profitless Prosperity 
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HICH promotes Progress—Volume 
at any cost’? Or Normal Sales with 

normal profits? 
In the distribution of our product we oper 
ate on the policy that the Mill Supplv Jobber 
is the logical channel of distribution for qual- 


GMB TR si 


ity merchandise from the factory to the con- 


sumer. 


A Distributor who is forced to meet com- 





TOE? 


petition from factories selling the consumer 


co 


direct, and even from branch stores operated 
by their own sources of supply, sometimes 
has difficulty in being thoroughly competitive. 
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fi. distributors who handle our Nation- 

ally known line are demonstrating, by 

their ability to meet competition, that 
our operating policy is sound and our values 
appreciated by the consumer. 

Within the past two years our jobbing 
family has been increased by the addition of 
several mill supply houses of the highest 
quality. We have numerous letters on file 
attesting their enthusiasm in the adoption of 
the B.W.H. line. 

We solicit the opportunity of presenting 
our proposition on Mechanical Rubber Goods 
to progressive mill supply distributors whose 
present connections do not offer them the 
advantages of the cooperation we have de- 
veloped as a definite part of our service to 
the trade. 


t 
¥ 
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\ builder of business 


banker of profits... 
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The Cincinnati Rubber Mfg. Co. 


Cincinnati -:- Ohio 




























The CHICAGO Line _ Ball Bearing Equipment 


Consider the advantages: 


Simplest possible construction. 

Fit present equipment. 

Lubricate but two or three times a year. 

Hot bearing impossible. 

No noise—no dirt. 

No dripping oil. 

Operate with reduced power and mainte- 
nance costs. 







Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


All Forms of Power Transmitting Appliances 


MAIN OFFICE: 
17 No. Desplaines St., 


FACTORY: 


Menomonee Falls, 





Wisconsin 





DAGGETT Ball Bearing Journal Chicago, Ill. 
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~ Have you a 


BETTER customer 


than the man who 
buys these tools ? 


The customer who buys Goodell- Pratt Tools usually 
knows a good article and is ready to pay its price. 

Because these tools stand up well in service, he is 
satisfied and comes back to buy again. 

Advertising — in American Machinist, Machinery, 
Automobile Trade Journal, Motor Service, Carpenter, 
. Popular Mechanics and Popular Science Monthly — 
a is telling tool users what they may expect of Goodell- 

Ey Pratt Tools—and is helping you sell them. 


More than a quarter-century of experience goes into 





The complete range of Goodell-Pratt automatic, hand, 
breast and electric drills is pictured and described in detail 
in our catalog. 


U 
No. 57, 














the manufacture of every tool that bears the Goodell- 
Pratt name, and makes it certain that the buyer will 
not be disappointed. 

No better line of tools is made. Catalog showing 
the complete range of machinists’, mechanics’ and 
carpenters’ tools will be mailed you on request. 

No. 678 — Ratchet 0 to % inch. Two-speed. Heavy 
on power; light in weight. Speeds changed by 
knurled dial. Frame and breast-plate of aluminum 
alloy, cutting down weight. Pinions enclosed. All 
mechanical features absolutely accurate. A sturdy 
comfortable drill of Goodell-Pratt quality. Length 


17% inches. Weight 4% pounds. List... $8.80 


GOODELL-PRATT COMPANY vtomiths, GREENFIELD, MASS. 


GOODELL PRATT 


1500 GOOD 
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<5 el = es 


No. §%4—0 to % inch. This is one of the most 
popular Goodell-Pratt hand-drills. Handle cap 
unscrews to hold drill points. 2-speeds. Rosewood 
knob and handle. Malleable iron frame. All steel 
chuck for round shank drill points 0 to 3%. 14% 
inches long. Weighs 24 pounds. List... $5.50 


TOOLS 
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A superlative belt 
plus our help in 
selling it 





Our plans for fall and win- 
ter business are complete. 
Never have we been in bet- 
ter position to assist the 
jobber in the sale of our 
product. 


A new direct-mail cam- 
paign will go to buyers in 
your territory. We will 
gladly explain it to you be- 
fore it is released. A chat 
with us incurs no obliga- 
tion. 


5B 
BELTIN 


TRADE MARM 





Tanners 
Belt Manufacturers 


Main Office and Factory 


42 FERRY{STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
SN “ee q 
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SELL 
GOULDS PUMPS 


he line is complete and includes 


CENTRIFUGAL :--:- ROTARY 

DIAPHRAGM: : DEEP WELL HEADS 

SINGLE AND DOUBLE -ACTING 
POWER PUMPS 


Fig. 1724 


GOULDS 


Automatic Oiling 


DEEP WELL HEAD 


One of the most satisfactory and _ service- 
able deep well pumping heads ever built. 
The gears operate in an oil bath and distribute 
the oil over the lower bearings while a cone 
distributor floods the upper bearings, walking 
beam and links. Positive and thorough lubri- 
cation of all wearing parts is thus assured. 
Elimination of side thrust on plunger rod, 
quiet operation, compactness and ease of re- 
pairing are the outstanding features of this 
deep well head. Engine or motor driven. 
Capacities 3 to 15 gallons per minute. 


Catalog M contains a complete de- 
scription of this and other Goulds 
pumps. Send for a copy, today. 


Goulds Pumps, Incorporated 
Seneca Falls, N. Y. 
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_ CORED and SOLID BARS 








PATENTED 























Piece Outside Inside Approx 
Number Diameter Diameter Length Weight 
A 1 12 214 
AX 1 12 I', 
B 1, 12 4 
BW 1 , 12 315 
BX 1, ( 12 21 
CX ; 12 51, 
( 1s 12 51, 
CA ne | 12 334 
D 13; 12 7 
DA 13, | 12 6 
DX 134 1 12 4'4 
DB 2 ( 12 10 
E 2 12 83, ; : ; 
_ : Vi 12 2M [N some of the largest industries Bunting Cored 
; bie : he and Solid Phosphor Bronze Bars are specified 
a 4, _ bi exclusively because of the splendid machineabil- 
= : 4 * es ity of the metal, its perfect structure, and the 
ro 4, 134 “ B resultant greater value of the part made from 
GB 23, 1 12 16! : 
cc 23, 1 12 15 it. 88 stock sizes listed on this page make it 
H 2%, 13, 12 12 
HA 28 2 12 101 easy for the wholesaler to meet every require- 
IX 3 1 12 23 
1A 1, 12 22 ment promptly. We will gladly tell you how 
1W 3 114 12 21 . ‘ a 
IB 1%, 12 18 you, too, can become a distributor of this na- 
2 12 1434 bh Cae oe : 
Ic 24, 12 MN tionally accepted anti-friction bearing metal. 
IF 31 Is 12 25 
IG 3 13, 12 22 THE BUNTING BRASS & BRONZE CO. 
j y fF 2 rene TOLEDO, OHIO 
3 4%, 4 : one BRANCHES AND WAREHOUSES AT 
“4 32 134 =" NEW YORK CHICAGO BOSTON 
JA 3 21 12 21 276 Lafayette St. 2015 S. Michigan Ave. 36 Oliver St. 
K 3 , 215 12 18 Canal 1374 Calumet 6859-6851 Hancock 0154 
“en 374 1% - PHILADELPHIA SAN FRANCISCO 
ty " a i 1330 Arch St. 198 Second St. 
KF 33, 214 12 26! Spruce 5296 Douglas 6245 
KB 3 2"; 12 23 EXPORT OFFICE 
Kc 4 1 1 4 12 43 Toledo, Ohio 
KH 4 ig Za SOLID BARS 
_ : : 2 4: 29 Outside Diameter Length Approx. Weight | Outside Diameter Length Approx. Weight 
LB 4ly 134 12 44 6 12 14 215 12 1814 
LE 41; 2 12 4114 12 18, 23% 12 22 
LC 4', 2'6 12 34', 8 12 2'4 3 12 27 
LD 4\4 3 12 26%4 | 12 3 31, 12 31 
M 44 314 12 21 1 12 33, 316 12 3534 
M¢ 415 11, 12 521 1M 12 5 33, 12 41 
MD 4'4 215 12 41 13, 12 515 4 12 465, 
MF 43, 234 12 43 1's 12 63, 414 12 53 
MA 5 3 12 47 13; 12 9 4k 12 59 
ME 5! 21% 12 70 2 12 12', 5 12 73 
MB 6 3 12 79 2'4 12 15 6 12 105 
When writing to Advertisers please mention Min. Suppitt 
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Buy Your Entire 


Line of VISES 
From Yost! 


OUR customer cannot ask for a vise that is not found in 

the Yost line. The 24 different styles of Yost Vises cover 

every purpose for which a vise can be used in any trade. 109 

sizes means that your customer can have exactly the size and 
style of vise he wants——and get Yost quality. 

There is a Yost vise for the Machinist, Toolmaker, Plumber, 
Steamfitter, Coachmaker, Woodworker, Patternmaker—for the 
Drill Press, Garage, Manual Training and Home Shop. 

If you have been selling vise specialties, try the Yost Com- 
plete Line. They’re easier bought and easier sold. 


Ask for the Yost Catalogue 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


Established 1908 
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“Slam on the load— 


| SHE’LL PULL IT!” 


Goodrich “1788 Highflex” pulls the heaviest loads with 





: , power to spare — because its unmatched flexibility gives 
7 ae ayaa almost perfect pulley-contact! 
No folds in the fabric. It is built on a new principle — without fold or seam— 
No seams to open up. ° : : 
No ply separation. no obstacle is opposed to free flexing as it passes over the 
No bootlegging ll ! 
ulleys! 
Made of extra-heavy 
belt duck — 50% less Bootlegging cannot occur; because, in the case of very 
stretch. . . ‘i . 
‘Thaeebnnid seen slight ply-separation at joint, entrapped air can escape 
ric — better — at the edges. 
age—tasteners won t pu % e . . 
out. While ideal for small-pulley, high-speed drives, “1788 
PP ge sacha atmos- Highflex” is an all-around heavy-duty belt. Its almost 
Longer life. negligible stretch eliminates take-ups and shut-downs. 
‘ SR Tap It’s the economical, trouble-free belt—and it deserves a 
Send for folder of valu- ‘ ° : 
able horse-power and test on your most difficult drives! 


pulley data. 


THE B. F. GOODRICH RUBBER COMPANY 
Established 1870 Akron, Ohio 


4 
odrich 
“1788 Highflex” Belt 
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Positively 
Unbreakable 





High - Speed - Edge 


HACK SAW 
BLADES 


It is true economy to use Marvel High-Speed- 
Edge Hack Saw Blades. 
two parts. The teeth in the cutting edge are 


They are made of 


machine cut in a strip of genuine high speed 
The back or body of the blade is of 
special heat treated steel of great toughness 
and strength. With the high speed steel 
cutting edge welded to the tough body by a 


steel. 


patented electrical process, this blade is clean 
cutting, long lasting and absolutely unbreak- 
able. Made in all practical sizes. 


Write for free descriptive folder 
showing sizes and prices 





ARMSTRONG - BLUM MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Ave. Chicago, Ill. 
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CHUCKS 


THEIR USES 


By 
E. J. SKINNER 








Enlarged and revised to cover Chucks from hand 


operated to “‘air operated”’ wrenchless Chucks. 
(Fifth Edition) 





Gers 


THEIR USES 





A Book of Information for Chuck Salesmen 


A history of chucks, and their development 


A full description in everyday language of the 
different types of standard chucks 


Suggestions for the proper care of chucks 
Best method of fitting chucks to lathes 
Suggestions for general shop practice. 


We have manufactured Chucks for forty years, 
and during this time have naturally acquired much 
data and information not in the possession of chuck 
users generally. We felt that this information, 
placed for ready reference in the hands of those 
interested in Chucks, would help them to secure 
the fullest measure of service from their chucks. 
Therefore, we have published a conveniently sized 
hand-book entitled, ‘“Chucks and Their Uses.”’ 


Valuable to Vocational Directors and Students 


Ask for a copy of the Fifth Edition 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN., U.S.A, 
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Chisholm-Moore manu- 
factures a complete line 
of overhead material- 
handling equipment. 
Below are a few C-M 
Products. The catalog 
describes them all. Write 
for it. 


Electric Hoist 


¥ &.___ sw 


Double I-Beam 
Crane 


Matchless Trolley 


Low Head-room 
Hoist 
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It’s the 50% Less Friction 


that makes it possible 
to lift the load with 
18% Less Effort witha 
Model K Cyclone Hoist 


N the new C-M high speed 

hoist —the Model K Cyclone 

— friction has been reduced to 
a minimum by the introduction of 
anti-friction bearings at every rotat- 
ing point—a total of eight Ball Bear- 
ings and four Roller Bearings—all 
specially designed for the purpose 
and self-retaining. It is because of 
this exclusive construction feature 
that there is 50% less friction in the 
Model K than in other high speed 
hoists. 


The result—better work, more 
work, faster work and LOWER 
MAINTENANCE COSTS. 


And because of the use of new 
alloy steels and metals— much 
stronger than those formerly used— 
and the scientific shaping and redis- 
tribution of these materials,this hoist 
is easy to handle and move because 
of its exceptionally light weight. 
Each hoist is individually tested to 
75% overload before shipment. 


How the manyexclusive construc- 
tion features of these hoists have 
reduced friction and weight to such 
a remarkable extent is illustrated in 
literature which will be gladly sent 
on request. 


THE CHISHOLM-MOORE MANUFACTURING CO. 
5028 Lakeside Avenue, Cleveland, Ohio 
Branches: New York Philadelphia Chicago Pittsburgh 
Agencies in all principal cities for prompt service 








ELECTRIC HOISTS 








The Model K Cyclone— 
the hoist that requires 18% 
less effort to lift the load. 





¢ 

of _. The Chisholm- 
@ Moore Mfg. Co. 
o 5028 Lakeside Ave. 

@ Cleveland, Ohio 
¢ Gentlemen: Please send 

@ information on: 

¢ [|The Model K Cyclone. 


¢ 


[| Increasing plant efficiency 


” through Overhead Material- 


o Handling. 


¢ 
o Individual - __-__- 
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Mechanics 
Want Well-Made 


Hammers—Give 


Them Cheneys 


HENEY Hammers are made from carefully 

selected materials—perfectly tempered tool- 
steel for the heads, clear second-growth hickory for 
the handles—fashioned into tools that are good 
for plenty of real work for plenty of years. 


Men who use tools all the time and know them 
your best hammer customers—appreciate the 
fine material features of Cheney Hammers. They 
appreciate more the fact that Cheneys are ham- 
mers they really enjoy getting their hands on— 
and working with. That’s why there’s never a 
shortage of Cheney Hammer customers. 


a h 


The ( 
Cheney 2, 
Nailer SSB 


Hammer users are more than keen 
about this nail-holding hammer 
that allows for one-hand nailing 
high above their two-hand reach. 
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Imagine a_ hollou creu 
and wrench each with six 
key seats and equipped 
with keys Great holding 
power! Certainly a screu 
like this would respond to 

pressure on the wrench 

ail dit 

/ % 
, aa. 3 
> | 


The Bristo dovetailed flute 
design is similar but goes 
a step farther; the inter- 
locking dovetails tend to 
contract the screw, and 
eliminate any resistance 
which might develop from 
expansion when great pres- 
sure is applied You 
can't beat this for gripping 
action 










Bristo set screws 
9 
won't shake loose 


It pays to use a set screw that 
does not shake loose in the 
moving parts of a machine. 
Why waste time and stop pro- 
duction to tighten up or replace 
set screws that do not hold, 
when Bristos hold their set 
indefinitely ? 


The great holding capacity of 
Bristo set screws is due princi- 
pally to the unique socket de- 
signed to take the pressure 
needed for tight setting; and 
once set, the accuracy of Bristo 
threads aid in the holding. 


A good grip on the screw is 
needed to set it tightly. Com- 
pare the diagram at the left and 
you will see the gripping action 
of the interlocking Bristo dove- 
tails is even greater than the 
holding power of six keys. 


Think of the saving in your 
shop. Think of the increased 
dependability of your product, 
equipped with Bristo set screws. 
Bristos cost no more than other 
hollow safety set screws which 
cannot equal Bristo capacity for 
holding. 


Let us send you sample screws 
to examine and test. 


Cl'p and send to The Bri:tol Co., Waterbury, Conn. 


We have 


prospects 


customers who are good 


Please 
your 


send us copies of 
28-pace Bulletin 819-H. 


Name 


Firm 


Addre 


for Bristo Set Screws. 


SCREWS | 
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|| what be kvows about wrenebes 


‘““W & B”’ Screw Wrench has an ac- 
curately threaded, solid steel screw. 


They'll insist that for general serv- 














MACHINISTS’ 
KNIFE HANDLE 
With Wood 
Handle Sides 


wef -_ we Fs 


ERO 


=} 
a 


A= any man who uses wrenches 
day in and day out, year after 
year —most of such men have become 











good judges of real wrench value. 
They'll tell you ‘“‘W & B” Screw 
Wrenches are superior. They'll speak 
of sturdy construction—head and bar 
drop-forged in one piece from selected 
steel and case - hardened. They'll 
praise their easy adjustment—every 


ice and ability no screw wrench made 
can beat Williams’ ‘‘W & B’’ —and 
when these men need a wrench that’s 
what they buy every time. Some deal- 
er is making handsome profits. Is it 
you? If not, get busy now. Send for 
literature. 


J. H. WILLIAMS & CO. 


“The Wrench People” 








BUFFALO 


Chicago 


M 


OLs 





SCREW WRENCHES 
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Jhis coupon brings 
a free sample 


of Kester Solder to prove these 
“sales points” 


HERE is but little sales effort neces- 

sary in making a Kester customer. Any 
one of the following features of Kester 
Solder are sufficient to make a quick sale, 
a clean profit and repeat business: 


1, Kester Solder needs no separate flux— 
it carries its own scientific flux in tiny 
sockets within itself. 

2. It requires only heat—a touch of Kester 
and a touch of heat makes any job com- 
plete. 


3. It saves one-third of soldering time. 


4. Eliminates the uncertain operation of 
separate fluxing. 


5. Genuine solder made of pure virgin tin 
and lead. 


6. Handy packages, one, five, ten and twenty 
pound spools. 


To prove to yourself that Kester salespoints are 
facts that have built a substantial and profitable 
business for our dealers, we will send you a test 
sample free. Send the coupon today. 


Ti A 
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CHI 
4215 Wrightwood Avenue 


Originators and world’s largest manufacturers 
of Self-Fluxing Solder 


YOUR JOBBER CAN SUPPLY YOU 


Chicago, U.S. A. 
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DEMAND 


What we offer the Cealer in Hol- 
low Screws is the built-up sale of 
the best known article—not just 
something that ought to sell. 


The extra strength of the cold- 
drawn screw is familiar fact to the 
men in shops. The srgecial heat- 
treatment, the unbreakable quality, 
date far back in factory experience. 


But the sale that has grown from 
these things—from the years of 
promotion and service—is an asset 
the Dealer can annex to himself in 
a day. 


Practically speaking you will take 
over sales, rather than _ stock. 
You'll take over a Reputation 
with a following. 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 
R. E. Gregory 
816 Mulford St. 
Evanston, Ill. 


W. C. Stauble 
3360 Pasadena Ave. 
Detroit, Mich. 


W. J. McRae 
320 Market St. 


San Francisco, Cal. 
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Butterfield “IDEAL” 
Reamers will not chatter nor catch on oil grooves or keyways, and when handled as any high class tool should be, 
will give perfect service for a long period of time. 


OBBERS-You Can Stake 


Your Reputation on Butterfield “Ideal” 


EXPANSION REAMERS 


Butterfield “IDEAL” Expansion Piston Pin Reamers were designed with extra long front and rear pilots to fill 
the often expressed desire of repair men for a reamer of the expansion type with spiral flutes that would accurately 
and smoothly ream both sides of a piston at one operation and keep the alignment perfect. 








SIZES AND PRICES 


“IDEAL” Expansion Reamers 
WITH PILOTS 2 INCHES LONG 
i FOR PISTON PINS 








Flute Over All 
Length Length 
Inches Inches 


32d and 64th sizes not listed take next higher list 


SETS OF “IDEAL” 


Expansion Piston Pin Reamers 
With Pilots 2 inches long 





<, 668, 1116, .740, 


5<, 668, 1216, .740, *4 








Set No. 1-B 
4, 890, ¢ 
Price, $75.15 


Set No. 2-B 
D4, .668, 11 16, 740, “45 .850, %, 1 
$Price, 99.70 


Set No. 3-B 
116, 850, 7 


1832, 1's 
Price, $122.50 
Set Ne. 4-B 
‘<<, 668, . 5%, ; 16, .850, ¢ 
in ne : i 


Price, $147.05 


Sizes to °< inch 
Sizes 1igtol inch 
Sizes 1 46 to 1'4 inch 
Sizes 1%6to2 inch 
Sizes 2 14 to 2% inch 


Ny 


Rite Limits 


®> 


15 





.008 
012 
.016 
.020 
024 


Do NOT expand Reamers over these limits. 














steady sale and the satisfaction they give tool users. 


Prompt deliveries from our five stores. 


: BUTTERFIELD & CO. wise 


UNION TWIST DRILL CO. 








When writing 


Derby Line, Vt., U.S.A. 


STORES: 62 Reade St., New York; 11 S. Clinton St., 
67 Adelaide St., 


o Advertisers 
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Rock Island, Quebec 


Chicago; 406 E. Woodbridge St., 
Toronto; 131 St. Paul St., West, Montreal. 


Ask for a copy of Butterfield Catalog 19, which illustrates and describes the full line of Butterfield Taps, Dies, Screw 
Plates and Reamers. Many supply houses number Butterfield Tools among their preferred lines because of their 


Detroit; 
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Standard Electric Drills, Polishing, Grinding and Bu 





3-5-7!5-10 and 15 
nH. P. G. J 10) 
Motors. 3. K. | 
Ball Bearings 





40° Motors. S. K 
PF. Ball Bearing 


sways THE STANDARD ELECTRICAL TOOL CO., Cincinnati, Ohio 0°"; 


Late Catalog 


¢-in capacity Motor s N 
Universal Mot Ball Bearing 














Acid Dips and 
Scratch Brush 
Displaced . 


Satin Finishes Lezman Bros. 
Cheaper and Patended 


“oe SA D 
Castings Cleaned and 


given a Better Looking 


Appearance. B i A ST 










with continuous feed of sand does this 
work at a fraction of the former cost. 
No experienced labor necessary and a 
uniform finish produced—no danger of 
spoiling the work 


LARGE AND SMALL OUTFITS 


for the small shop or large factory 





Used on all kinds of work—on articles of metal, glass, wood, fibre, bakelite, cellu- 
loid and all compositions 


Low Labor Cost—No upkeep and small first cost 


LEIMAN BROS? 


Makers of good Machinery for 35 Years 
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The capture of the wild 
boar of Erymanthus— 
Hercules fourth labor 


DERCKRERERORGRGREKERORE REPRE GHRERGRERGR ERE EPG OOP ERORE PEPE OREO EERIE REPLI DOSS 


Hercules Is Famous for Strength and Endurance 


That famous old historian of mythology, 
Diodorus, tells the story of the capture 
of the terrible wild boar of Erymanthus 
—Hercules’ fourth great labor. This task 
Hercules performed without using any 
weapon whatever. Meeting the tusked 
and hairy creature at the mouth of its 


own den, instead of battling as the 
boar expected, Hercules began shouting 
and calling at the top of his voice. This 
pandemonium of sound so confused the 
beast that it dashed headlong into a 
snow drift where Hercules easily caught 
and bound it securely with a wild grape vine. 
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Sound Value 


HE manufacturer who uses twist 
drills, reamers or milling cutters is, 
above everything else, seeking for that 


quality which will give consistent and 
uniform results. 


Such results can only be obtained in tools 
which are the product of an organization 
trained in the idea that every individual 
tool is a fine production instrument. 


The dominant thoughtin the Whitman 
Barnes-Detroit organization is to make 
every one of the thousands of drills, ream- 
ers and cutters that are turned out each 
day, a tool which represents the intelli- 
gent use of modern facilities and the will 
to make a better tool. 


How well that object is accomplished is 
attested by an ever growing list of satis- 
fied customers who have found a sound 
and dependable value in W-B-D tools. 


WHITMAN BARNES- 
DETROIT CORPORATION 








Manufacturers of Canadian Factory 
TWIST DRILLS - REAMERS - CUTTERS CANADIAN DETROIT TWIST DRILL 
END MILLS : COUNTER BORES- ETC. ~ CO.LTD,WALKERVILLE ONTARIO 


NewYork DETROIT ~~~ Chicago 
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Your Morning Bath—we have a share in making The Peas Served With Your Dinner were sorted 
it convenient and comfortable; Diamond Sand on a Diamond White Canner Belt—and packed 


Blast Hose is used by one of the country’s largest in a can tested with a Diamond Tester Rubber. 
manufacturers of bath room fixtures. 
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Your Dish of Cereal—whether corn flakes or ' ‘ 

rolled oats—was produced with the help of The Movie » ou See in the Evening us reproduced 

Diamond Rubber Beliine froma film in the manufacture of which Diamond 
bad Belts play an essential part. 








ATIONALLY known manu- 
facturers of products used 

in every American home are 
finding Diamond Rubber Prod- 


\ = ae. ucts reliable and satisfactory. 
i AWG Nea Such national recognition jus- 
A= ees ae 3 ’ 
ie sy 4-/ tifies the confidence of every 


Your After-Breakfast Smoke was started by a jobber and dealer in mill sup- 
match manufactured with the aid of Diamond plies. 


Transmission Belt. 


THE DIAMOND RUBBEk COMPANY, Inc., Akron, Ohio 


Atlanta Boston Kansas City New York Philadelphia 
Chicago Dallas Los Angeles Seattle San Francisco 


Diamond 


Rubber Belting @ ‘Hose - Packing 


“TESTED FOR A THIRD OF A CENTURY” 
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ARMSTRONG 
QUALITY TOOLS 





It’s an ARMSTRONG and 
He can DEPEND on it 


Most shop foremen and superintendents are 
already acquainted with the superiority of 
ARMSTRONG Lathe Dogs. Those who are 
not are rapidly learning that these Quality Tools 
assure better work and greater production 


Pushing this Line means extra dollars to you 


The Demand for 
ARMSTRONG TOOLS 
is Growing Every Day 


When a skilled machinist sees the ARMSTRONG 
Trade Mark on a tool, he KNOWS it is the finest 
that can be made. ARMSTRONG Tools mean 
Quality Materials, Superior Design and Excellent 
Workmanship—everything possible that is needed 
to give 100% Service and Satisfaction 

Pushing the Line of Recognized Quality 

Means More and Better Sales 
‘‘Armstrong”’ ‘‘Armstrong Bros.”’ 
Tool Holders Solid Stocks and Dies 
Lathe Dogs Adjustable Stocks and 
Clamps Dies 
Ratchet Drills Pipe Cutters 
Drop Forged Wrenches Pipe Vises 
Pipe Wrenches 


( B-2 which shows the full 


Write for atalog 
ARMSTRONG Line, wit 
price 


‘*The Tool Holder People’’ 


305 N. Francisco Avenue 


CHICAGO, U.S.A. 





THE COLUMBUS 
ANVIL & FORGING CO. 





“Arm & Hammer’”’ 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 
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600,000 


Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 
ments, together with an assured and 
proper profit to the jobber through our 
established resale prices, make U. S. 
Automatic Injectors a satisfactory and 
profitable line for any jobber to handle. 











American Injector Co. © 
_ DETROIT, MICH. i 
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TRADEY MARK 
REG.U.S. PAT. OFF. 




















Industrys Most 
Productive Drill 


HEN machine shop foremen swore at the 
old forged drills because they couldn’t— 
and wouldn’t—make accurate holes— 


And cussed the old milled drills because 
they were too brittle and broke easily under 
strain — 

This Company offered them CLE-FORGE 
HIGH SPEED DRILLS which, for the first time, 
combined in ove tool all the rugged strength 


of the forged and all the fine accuracy of the 
milled drill. 


As a result, after five years of use, CLE- 
FORGE HIGH SPEED DRILLS are probably 
more widely used than any others, and have 
become industry’s most productive drills 
through sheer superior capacity for perform- 
ance under a great variety of conditions. 
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We shall be glad to send you a copy of the “'Cle-Forge 
Booklet” — and, upon request, arrange a Cle-Forge test. 


TWIST DRILL 
COMPANY 
CLEVELAND 


NEW YORK-CHICAGO-LONDON 
TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 


«Manufacture rs of Carbon and Cle-Forge High Speed Drills for every purpose ; 
‘‘Mezzo”’ Super- Carbon Drills; Hand, Jobbers’ and Shell Reamers; ‘Peerless’ 
High Speed Reamers; ‘‘Paradox” Adjustable Reamers; “‘Quick- Set” Reamers; 
‘Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes; 
Counterbores; Countersinks; Sockets; End Mills; and the 
“Ezy-Out” Screw Extractor. 
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Are 





Board of Advisory 
Engineers— 


Ready to Help You Solve 
Your Specific |Problems 


WILLIAM STANIAR, Chairman 
The DuPont Companies 
ROBERT W. DRAKE 
International Harvester Co 
E. W. ZIMMERMAN 
Brown-Lipe-Chapin Co 
JOHN H. DAMON 
Plymouth Cordage Co 
F.G.” BB 
The Arkwrights, Ine 
WINTHROP B. WOOD 
Joseph Bancroft & Sons Co 
Oo. G. MURPHY 
West Point Mfg. Co 
DONALD A. HAMPSON 
Printing Machinery 
K. D. HAMILTON 
Walk Over Shoes) 
W. F. SCHAPHORST 
Laundries) 
E. R. STALL 
J. E. Sirrine & Co 
WALTER E. TAFT 
Brown Company 
DAVID L. TRAX 
Gypsy Oil Co 
IRVING WARNER 
Charles Warner Co 
WALTER C. BECKJORD 
American Light & Tract. Co 
American Gas Assn 
H. D. FISHER 
The New Haven Pulp 


«& Board Co 
Ss. S. INGMAN 
Southeastern Contr. Corp 
M. M. FITSHUGH 
Newport News Shipbuilding 
& Dry Dock Co 
L. W. ROBERT, JR. 
Robert .& Company 
F. T. BROOKS 
National Electric Light Assn 
Philadelphia Suburban 
Counties Gas & Electric Co 
H. C. FARRELL 
United Shoe Machinery Corp 
E. E. REMINGTON 


Ford Motor Company 


National Electric Manu- 
facturers Association 


L. F. ADAMS 
General Electric Co 
L. L. GODING 
Wagner Electric Co 
R. W. OWENS 
Westinghouse Electric 
«& Mig. Co 














HE Power Transmission Association has been organized to promote the most efficient and 
economical distribution of power. It is collecting data based on plant records. It favors no 
particular drive. It is unalterably committed to the correct drive in the right place and places all 
of its resources at the disposal of the power users of the country. The Board of Advisory Engineers 





our Profits 


in your 
Preventable 
Power Losses? 


Much is being said about profitless pros- 
perity. Perhaps there is a profit to be 
retrieved through correction of the appli- 
cation of power in your plant by improv- 
ing power transmission equipment. One 
plant found that preventable application 
losses, varying from 10% to 30%, were 
reduced to a minimum of 3% to 4%. 


To Help You 








POWER TRANSMISSION ASSOCIATION 


is ready to help you solve your specific problems. 


Send for “Drive Right’? Booklet outlining 
in detail the services offered by 


the Association. 


POWER TRANSMISSION ASSOCIATION 


Drexel Building, Philadelphia 





This Page is Contributed by MILL SUPPLIES to the Power Transmission Association. 
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The Jacobs 


‘Ball Bearing 


Super Chuck 


Has a definite place in the new Three-model 
standardization plan 







Design of Body 
Decreases Weight 





im Threaded Plug 
Readily Removable 


Body Deeply 
Case Hardened 
Reduces Wear 


Coarse Pitch 
90° Thread 
Rapid Action 
Greater Strength 


The Ball Bearing Super Chuck should always be specified for 
production and tool room use on Drilling Machines, Lathes 
and Screw Machines. 


DOUBLE THE GRIP 
DOUBLE THE SPEED 
LOWER PRICES 


Standardize your machine shop users now on the Jacobs 
Ball Bearing Super Chuck and study catalogue No. 25 for 
the advantages of standardization to you. 


THE JACOBS MANUFACTURING COMPANY 
HARTFORD, CONNECTICUT 


The World’s Largest Producers of ‘‘Drill Chucks”’ 


nniversary 


When writing to Advertisers please mention Mitt Suppiies 
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Manufacturers of Leather 
Belting and Leather 






When You Sell Rahmann 
Leather Belting, You Are 
Selling Belt Service 



















Newark, N. J. 









Specialties Since 1895. ¥ — 


Real belt service comes only from belting that is made 
right, from the best material, and is properly selected for 
For 33 years the Rahmann manufac- 
turing policy has been to use only selected stock, and to 
keep the workmanship in the hands of skilled beltmakers. 
That is why “Rahmann Belting’ and “belting service” 
stand for the same thing. 


the work it is to do. 


Rahmann is a nationally advertised leather belting. Its 
reputation for good service in all industries makes it profitable 
for mill supply distributors to sell. 
for the Rahmann catalog and distributors’ terms. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 





Write us today and ask 


Syracuse, N. Y. 



















DIXON? 
FLAKE GRAPHITE 


There is but one flake graphite and its name is DIXON. For 100 years 
this name has been associated with graphite and today, to thousands of 
exacting men in every line of industry, it is synonymous with the best graphite 
obtainable. a - ee re 


It is an ideal natural lubricant that spreads a smooth unctuous veneer 
over rubbing surfaces and reduces wear to a minimum. 


Recommended for cylinder and bearing lubrication, for coating gaskets 
packings, etc. Properly mixed with grease or oil their consumption is greatly 
reduced. 


Coarse Powdered 
No. 1 sake No 2 ss. 
Write for Circular 71-C 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City New Jersey 


1827 - 1527 
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Notethese 
~§pecial-- 
Features 











LEG SHOES 


Rivereo 
CHANNEL 
LEGS 


10 SPOKE 
WHEEL 


They mean 
more sales 
~more profit-- 
easier selling for you 


Large users of barrows have learned that the economies to be figured by performance 
over a period of satisfactory service are the true economies. That to make price 
the controlling influence of their buying is to pay double through maintenance cost. 
That the wheelbarrow is subject to hard service and little care, and for these reasons 
the barrow should be of the very highest quality. 

STERLING Wheelbarrows prove satisfactory to both the buyer and wheeler; as they not 
only outlast the ordinary kinds, but are also designed to wheel easy and balance properly. 
STERLINGS always give long and satisfactory service. There are no better wheel- 
barrows to offer your trade. Why substitute ? 


Write for our attractive dealer proposition—good discounts—good profit— 
extra heavy national advertising. 
Prompt service from factory or branch warehouse at Chicago, New York, Philadelphia, Pittsburgh, Cleveland, Detroit, St. Louis 


STER] STERLING ON A WHEELBARROW MEANS MORE THAN STERLING ON SILVER : AN 
| a“ a3 | me. 


Milwaukee MS EKoto} at—sbal 


SELF LUBRICATING 
BEARINGS 
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of safety 


HE desert is dotted with the bones of men, deceived by 
some mirage. Likewise the business trail is strewn with 
evidence of calamity caused by the mirage of unknown quality. 


The wisdom of protection through known quality has 
long been recognized by shrewd business men. That wisdom 
is likewise recognized by the Williamsport Wire Rope Com- 
pany who have eliminated the mirage of unknown quality in 


WILLIAMSPORT 
WIRE i. ROPE 


The grade of all Williamsport Wire Rope is marked in an 
unmistakable and permanent way by the Telfax Tape woven 
into and throughout the hemp core. 





You must have the safety of workers at heart —if you 
want to know the grade of rope you use—if you have the 
vision to see the real economy of certified wire rope—you'll 
surely specify Williamsport Wire Rope, the rope of superior 
quality plus definite protection against substitution. 


Williamsport Wire Rope Co. 


Vain Office and Works General Sales Office 


WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 


WILLIAMSPORT 


CERTIFIED WIRE ROPE 
Use Madesco Tackle Blocks—They Stand the Gaff 


W hes 
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~andin many Aine modern hotels ] 


as well as in a large share of the finest office, bank, apartment, school, public and industrial buildings of the 
“NATIONAL” Pipe is serving. This signifies approval by the leading architects and engineers, 
as only equipment of proven worth is listed in their rigid specifications. Where large and costly buildings are 
erected, ‘‘NATIONAL” is the usual choice. Made by the largest manufacturer of wrought pipe in the world 

the only pipe made by the Scale Free Process, butt-weld sizes !4 to 3-inch, and Spellerized, 4-inch and under, 
making it particularly valuable in those districts where the water is corrosive. 
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TIME-TRIED DEPENDABILITY 


always insured if you 
We G te 
WAI VE Ly 
VALVES 


Time-tried and tested x Valves of bronze, iron and 


appliances for every *k steel, lubricators, oilers, 


power need whether grease cups, fusible plugs, 


water gauges and other en- 


it be for low or high ; J 
i gine trimmings. 
pressures, low or high 


super-heat tempera- *k Specify Powell and be con- 
——> 


omer, ged tures. 
IR ew 


tent that you are receiving 


the utmost in service. 


yee THE WM. POWELL CO. 


Irenew Globe Valve 2521-2531 Spring Grove Ave. 


Composition 
Dise Globe Valve 
Sizes ', to 3 inch 


1 .3 Ez : . Sizes '; to 3 inch 
150 and 250 pounds W.S.P. Cincinn ati, Ohio 150 pounds W. S. P. 











Service 


WITH A NATIONAL REPUTATION 


“= 1-3 


i ro bers for over 50 years. ‘They have been approved as to quality 

Apulia and service by the Associated General Contractors of America, 

ELECTRIC thus meriting us the seal for successful performance. Quality is the 
WELD watchword in the manufacture of our chain and fittings. 


FIRE WELD OUR Factory is centrally located being in Hammond, Indiana, where 


HAND WELD we carry a large and complete stock of pound, machine and coil chain 
CHAIN as well as chain fittings. This enables us to ship orders promptly. 


joni ] — have been distributed by Mill Supply Houses and Job- 


AGC? 
“Best by Test’’ 


S. G. TAYLOR CHAIN COMPANY 


144 South Dearborn Street —_—— 
Est. 1873. CHICAGO, ILLINOIS Hammond, Ind. 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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THE CRAWFORD PUBLISHING CO. 


537 South Dearborn Street 


CHICAGO 
H. CRAWEORD-MeN ASH, CLAY C. COOPER, 
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Vember Audit Bureau of Circulations, Associated Business 
Papers, Ine., National Conference of Business Paper Editors, 
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Subscription Rates—United States, $1 a year; to all other coun- 
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CO-OPERATION FROM THE RIGHT SOURCES 

The Power Transmission Association has shown 
what appears to be splendid judgment in calling 
upon men from without the particular industries 
xf its members for aid in working out its pro- 
gramme. 

First, the association created the board of ad- 
visory engineers, a very helpful and efficient group 
of men well known in the field of engineering, yet 
who are not in any way connected with the manu- 
facture or sale of transmission appliances. They 
are men who can be counted upon to give advice 
from an entirely unbiased point of view, and advice 
and assistance generally from such a source is most 
valuable. 

Then, in its report to the association at the an- 
nual meeting in New York, the merchandising ad- 
visory committee announced the appointment of two 
sub-committees—the publishers’ relations and deal- 
ers’ relations committees. These two committees 
are to assist the merchandising advisory committee 
in its publicity programme. A well conceived plan 
—the publishers to give the merchandising advisory 
committee the benefit of their experience in the pub- 
lishing field, from an angle somewhat different per- 
haps from that of men who see publicity through 
the eyes of advertising or sales executives; the 
dealers to assist in putting into effect the various 





phases of the publicity plan insofar as they apply 
to the distributor. 

The idea of the dealers’ sub-committee is par- 
ticularly noteworthy. The dealer who sells power 
transmission equipment, through his constant con- 
tact with the users of this equipment, can undoubt- 
edly be of great assistance in the publicity pro- 
gramme. Furthermore, he is just as interested in 
the success of the Power Transmission Association 
as are the manufacturers themselves. Any effort 
expended by the association that helps members of 
the association also helps the distributor. If the 
activities of the association create a larger demand 
for transmission appliances, they increase his sales, 
for, in the best scheme of things, he is the man who 
actually sells to the user. 

That the merchandising advisory committee rec- 
ognizes the importance of the distributor is evi- 
denced by the following statement from the com- 
mittee’s report: “One of the most important fac- 
tors in our merchandising programme is our rela- 
tions with the distributor of machinery and mill 
supplies.” The proper co-operation between dis- 
tributors and manufacturers in the advertising and 
sales programme of the Power Transmission Asso- 
ciation will be another step in the cementing of re- 
lations between these two very important and inter- 
dependent factors in the mill supply and machinery 
field—the manufacturer and his distributor. 

More power to every movement that brings dis- 
tributors and manufacturers together to work for 
a common end. In teamwork there is success, not 
for one member of the team alone, but for all mem- 
bers. 





AGAIN—TRAINING THE SALESMAN 

There may have been a time when some mill 
supply distributors were content to have a sales- 
man convince them he could sell, and then let him 
go his way, selling what he could, where he could, 
without attempting to do anything in the way of 
training him so that he might become a bigger and 
better salesman. But that day is fast passing 
among supply houses which are looking forward to 
a constantly growing and more profitable future. 

Perhaps no activity among supply houses in help- 
ing their salesmen to develop into more valuable 
representatives is more effective than that of con- 
ducting studies on items which might be classified 


as specialties. Experience has proved that sales of 
items in the specialty class—items which as a rule 
bear good margins of profit—can be noticeably in- 
creased through courses of instruction on these va- 
rious items. 

Call your salesmen together in a meeting at which 
an efficient manufacturer’s representative is pres- 
ent. Let the latter take the product up for discus- 
sion and analyze it from the ground up. Let him 
explain its construction, its important features, 
compare it with other manufacturers’ products, ex- 
plain its applications, list the industries and bus- 
inesses to which it may be sold. Make your sales- 
men handle it. Let them operate it, take it apart, 
if possible; encourage them to ask questions. Give 
them literature on it, instruct them to study it. Then 
tell them to go out and push it during a certain 
period. Give them help in the way of publicity sent 
direct to customers. Then see if your sales on that 
particular item don’t pick up. 

And don’t worry about your staple lines. Your 
salesman, if he is any good, will sell them anyhow— 
possibly more than he has in the past. 

This may sound like an old story, and it is, in a 
measure, but it is an old story that bears repetition, 
in fact, demands it, for the aim of every dealer is 
to sell more goods at a satisfactory profit, and the 
salesmen who are expected to do that selling must 
be properly equipped. 








WHY IS A U. S. SENATOR? 

Every once in a while a gent jumps up in the 
senate down at Washington and explodes an idea 
that makes you wonder how it happens he was per- 
mitted to leave home without a guardian. Of 
course we all know that Wisconsin now and then 
does things politically that surprise the remainder 
of the world, just as does Illinois, but even at that 
Senator LaFollette should have a care. His latest 
move was to introduce a resolution instructing the 
Federal Reserve Board to instruct the banks under 
its control to cut down their loans to bankers and 
brokers who offer liquid listed collateral. 

Young Mr. LaFollette fears these loans are being 
made to buy stocks and bonds for the purpose of 
making money. He believes this constitutes a form 
of speculation, and might take away funds from 
some other gentlemen who could use the money to 
enlarge their factories or even build new ones. 
These latter might also need the cash to purchase 
machinery, tools, or raw materials. He does not 
know that any of these things are true, but vou can 
easily see they might be, so young Robert decided 
to jump in early, throw a little sand in the gear box 
and slow things up a bit. 

It happens that collateral loans are heavy, but 
bankers everywhere assure the senator that money 
for all purposes is in ample supply, that no one en- 
titled to borrow money is being turned down, that 
the banks must keep their money employed steadily, 
and that the most liquid possible form of loan is 
that protected by stock market collateral. The trou- 
ble with the senator from Wisconsin is that he was 
reared by his brilliant father in a political atmos- 
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phere, never ran a peanut stand or a department 
store, and probably never had to borrow a dollar, 
unless for campaign purposes. That is not all. 
These are rapidly changing times. Great corpora- 
tions are finding it possible to enlist fresh capital 
by the sale of capital stock instead of issuing mort- 
gage bonds, and are taking advantage of that fact 
to make vast improvements, retire bonds carrying 
high rates of interest, and generally put their houses 
in order while the going is good. In passing, it 
might be well to note that the banks in this country 
are amply able to take care of themselves and then 
some. 





OFFENSE IS A GOOD DEFENSE 

“Tam going to think that 1928 in the affairs of 
the (blank) company is going to be the greatest, 
the most profitable vear in its history, and, the good 
Lord willing, I am going to roll up my sleeves and 
spit on my hands and work like a Trojan to that 
end.” 

This statement, appearing in one of the letters in 
last month’s Annual Review Number of MILL SupP- 
PLIES, expresses ideally the attitude that every bus- 
iness man should adopt. There’s no over-confidence, 
no reckless enthusiasm in the statement. Rather, it 
2xpresses the determination to set a high goal and 
exert every effort to attain it. 

The American bayonet system developed at Fort 
Sill during the World War, after careful study of 
other systems, was based on the principle of defense 
in aggression. The American bayonet put the op- 
ponent’s weapon out of the way, but the act of so 
doing was only supplemental to the aim of reach- 
ing the enemy with the bayonet. Some football 
coaches have adopted the theory that a good offense 
is the best possible defense. 

It is better for business men to plan their attack 
carefully, and then pursue it energetically, than to 
stand back defensively, parrying thrusts and hop- 
ing to get over a strike now and then. Few great 
battles have ever been won by sheer recklessness— 
or by timidity. 

Most of the dependable indicators seem to point 
toward improvement, so the next time you meet a 
head-shaking pessimist, tell him that you, too, are 
thinking 1928 is going to be a good year, that you 
have buckled on your armor and are out after busi- 
ness, and advise him to follow your lead. 





WATCHING CREDIT IN 1928 

And now, the old year having passed and another 
new one begun, you have taken your inventory and 
figured your profits—and undoubtedly you have 
noted the money outstanding on your books. Is it 
more or less than in other years? Is it too much? 
Have vou been careless in allowing credit, lax in 
collecting overdue bills? If so, remember the lesson 
learned as vou advance deeper into 1928 activities. 
There is a tremendous waste in business through 
goods sold but never paid for. Perhaps a more sys- 
tematic and efficient method of granting credits and 
insuring payment for goods sold will result in a 
surprising increase in net profits in 1928. 
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To Interest Convention Folk 


Capital of Tennessee, Where 1928 Triple Mill Supply Convention Will Be 
Held, Is a Place of Historical Note and Has Varied Business Enterprises 
and Many Other Features of Which It Is Proud—Chamber of Commerce 
Man Waxes Warm and Enthusiastic in Citing Advantages of His City 


Believing that those who are planning to attend the 
triple mill supply convention in Nashville, May 15th, 16th 
and 17th, and many other readers, will be interested in 
knowing something about this enterprising city of the 
South—its business activities, civic enterprises and var- 
ious points of interest, “Mill Supplies” arranged with the 
Chamber of Commerce of Nashville to provide such in- 
formation, with the result that the following article was 
courteously submitted by the publicity department of the 
chamber. Readers will find it very tuteresting. 

Switching from the Great Lakes into the beautifu! and 
peaceful Southland, The National Supply and Machinery 
Distributors’ Association, the 
Southern Supply and Machinery 
Dealers’ Association and the Amer- 
ican Supply and Machinery Manu- 
facturers’ Association will hold 
their triple convention of 1928 on 
May 15th, 16th and 17th, in Nash- 
ville, the home of T. C. Keeling, 
president of the Nashville Machine 
& Supply Co., and of the Southern 
Association. Naturally, Mr. Keel- 
ing is delighted to have these or- 
ganizations meet in his home city. 

If the word of Tom Keeling, the 
chamber of commerce or the people 
of Nashville can be taken as any 
criterion, then the mill supply and 
machinery people have made no 
mistake in their selection of a con- 
vention city, and the delegates and 
their wives are in for one of the 
most enjoyable three days they 
have ever spent. Not that business 
is to be set aside, but Nashville is 
planning to take a little of the convention time for en- 
tertainment and to show the visitors that they are in 
one of God’s most favored sections. 

Long noted for its hospitality, its chivalry, culture and 
industry, Nashville is one of the cities that is keeping 
step with the development of the new day in the South. 
It is mingling the old traditions with the new progress 
and continuing its proud boast of ‘The Athens of the 
South.” In former days Nashville was considered one of 
the greatest convention cities in the United States. How- 
ever, hotel accommodations failed to keep pace with the 
growing numbers that attended large conventions, and 
the city found itself unable to meet the demands. In the 
last few years Nashville has awakened to its possibilities, 
with the result that today she is not only entertaining 
conventions as of old but is going after these gatherings, 
realizing the benefit to be obtained from having thou- 
sands of convention delegates visit the city. 

The same spirit has pervaded every walk of life in 


The Hermitage Hotel 


Nashville. Its building strides have been marked with 
new skyscrapers, new business houses, new public build- 
ings, new homes, new educational buildings. New indus- 
tries have located in the city, old ones have increased 
their businesses and enlarged. The agricultural section 
has become diversified and progressive. In every walk 
of life, Nashville has come to the front as have but few 
cities during this remarkable progress that is now going 
on in the entire Southland. 

Nashville was not alone in its desire to entertain the 
mill supply men. More than a dozen cities in all sections 
of the country would like to have had the gathering, but 
Nashville was awarded the honor, and Nashville ma- 
chinery and supply men and the 
city generally are planning to show 
their appreciation. 

Nashville is in the center of the 
great Middle Tennessee Easin, a 
section rich in history and interest, 
a section noted for its beauty, lving 
in the foothills of the Cumberland 
mountains, surrounded by either 
the hills or mountains, with the 
winding Cumberland river, fed by 
innumerable small streams, wend- 
ing its way through the section. 
The section is ideal for agricultural 
and dairying purposes, as well as 
live stock raising and general farm- 
ing, and for manufacturing indus- 
tries. New industries are rapidly 
locating here. 

Nashville’s activities are well 
diversified. No one industry or line 
of business controls the city. It has 
its manufacturing, its retail, job- 
bing, wholesale and other lines. Its 
educational system is so good that 10,000 non-resident 
students are registered in its 38 educational institutions 
for higher learning each year. Its financial institutions 
are unusually strong and progressive. It has become the 
South’s greatest life insurance center, with six insurance 
companies having their home offices in the city, their 
combined assets totaling more than $20,000,000. 

Few more beautiful cities are to be found anywhere. 
Nashville lies on the banks of the Cumberland river, the 
city now extending in both directions from the river. 
It is potentially a home city, and its citizenship, 97 per- 
cent native born, is proud of it. Its homes are beautiful, 
and range from the magnificent old colonial homes to the 
simpler bungalow and other smaller residences, but in 
all the atmosphere of Nashville is represented. Its citi- 
zenship totals more than 152,000. The city proper covers 
more than 21.5 square miles. There are also additional 
thickly populated suburbs that are not inside the city 
proper. It has 393 miles of streets, 263 miles of water 
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mains, 235 miles of sewers, with additional miles under 
construction; 106 miles of street railway, augmented by 
bus service into other sections. Nashville has 23 parks 
and playgrounds, containing 2,100 acres of land, and in 
Shelby Park is to be found one of the finest municipal 
golf links in the country. This has at present nine holes, 
but nine additional holes are under construction. Nash- 
ville has a pure and inexhaustible water supply. It boasts 
of a symphony orchestra that is the best and oldest in 
the South. The city is entirely free from race conflicts. 
Six first-class hotels serve visitors to the city, and, in 
addition, a number of smaller hotels found 
with good rooms and accommodations. 


are to be 


BUSINESS GREATLY DIVERSIFIED 
As has been stated before, Nashville’s business is well 
diversified, covering manufacturing, jobbing, retail, 
wholesale and all other lines. As the city lies in a most 
advantageous position, it is one of the most logical dis- 





The 


Tennessee State Capitol 

tributing points in the South. Nashville makes more 
self-rising flour than any other city in the world, is the 
world’s second largest hardwood flooring center, has a 
silk fibre plant located at Old Hickory, an industrial vil- 
lage of 10,000 people that is but a short distance from 
the city; is the largest packing center in the South, 
grinds more wheat for flour than any other city in the 
South, is one of the largest commercial fertilizer manu- 
facturing points in the United States, is the largest egg 
shipping point in the South and the South’s poultry 
center; manufactures large quantities of tobacco and 
snuff, makes more ladies’ gingham and percale street 
dresses than any other city in the South, leads the South 
in the manufacture of work garments, and has a new 
clothing manufacturing plant. Nashville is the largest 
printing and publishing center in the South, and prints 
more religious periodicals and literature than any other 
city in the United States; has a large wholesale drug 
business and manufactures more than 6,500 pair of shoes 
each day, while the hosiery made in Nashville each year 
amounts to more than 1,700,000 dozen pairs. Nashville 
firms roast annually more than 107,000,000 pounds of 
coffee, one brand being sold in every state in the Union 
and many foreign countries. Nashville has a large cement 
business, with more than $2,000,000 invested in this 
industry in the city. Nashville melts more pig iron for 
stoves than any other city in the South. It has two 
wholesale millinery houses, 18 wholesale grocery houses, 
17 drygoods and notion wholesale houses, and several 
wholesale shoe houses. This makes a well diversified 





PIETY? TRTES CR 
py) Ue 








February, 1928 
A ABER S P| 





business for the city, and a serious financial crisis has 
not been known in many years. 
PLACES OF INTEREST IN NASHVILLE 

Nashville has many points of interest for the visitors 
within its gates. There is The Hermitage, old home of 
Andrew Jackson, now a state institution that is main- 
tained in just the form it was in when “Old Hickory” 
lived there, and he and members of his family are buried 
in one corner of the quaint old garden. This is one of 
the show spots of the city, second only in national in- 
terest to Mount Vernon. Then there is The Parthenon, 
located in Centennial park and an exact replica in all 
respects of the old Athenian Parthenon. This is now 
being prepared as an art gallery. This building draws 
hundreds of people each day to view its beauties and 
wonderful architecture. The tomb of James K. Polk, 
former president of the United States, is to be found on 
Capitol Hill, the highest spot in the city, and on top of 
which stands the magnificent and imposing Tennessee 
capitol, one of the most interesting feats of architecture 
to be found in America. In the halls of this old building 
are to be found many relics of the civil, Spanish-Amer- 
ican and world wars. 

The Tennessee War Memorial Building, facing on 
Memorial Park Square, just across from both the Andrew 
Jackson and Hermitage hotels, is another magnificent 
structure and houses the Polk Memorial Room and the 
Tennessee Historical Society Museum, as well as a num- 
ber of state departments and one of the most beautiful 
auditoriums in the country. The battle of Nashville 
during the civil war was fought largely in Nashville, and 
the Maxwell House, one of the best hotels in the city, was 
used as a barracks and hospital. William Driver, the man 
who named the American flag “Old Glory,” sleeps in the 
old City cemetery, and William Walker, “The Gray-eyed 
Man of Destiny,” the most famous of all American filli- 
busterers, was born in the city. The famous old Belle- 
meade stud grounds is retained almost intact and is 
still a show place of the city. Other interesting places are 
numerous, and the visitor will find plenty to amuse and 
entertain him during off hours. 

No city in the country offers a more complete educa- 
tional system than Nashville, and a proud boast of its 
residents is the fact that a child may be started in the 
kindergarten, sent to any one of the 40 private or 41 
public schools, receive a complete high school education 
and secure almost any desired college degree without 
leaving the city. The assets of the educational insti- 
tutions for higher education amount to more than 
$20,000,000. 

There is Vanderbilt University, the South’s oldest edu- 
cational institution, with six departments, including one 
of the most thorough and complete schools of medicine, 
with hospital, to be found in the country; Geo. Peabody 
College for Teachers, the second largest teachers’ college 
in the United States, with 20 departments; Ward-Bel- 
mont School for Young Ladies, St. Cecelia and St. Ber- 
nard Academies, the Scarritt College for Christian 
Workers, only institution of its kind in the world giving 
college degrees; Southern Young Men’s Christian Asso- 
ciation College, Trevecca College, David Lipscomb Col- 
lege, and many other such institutions. For the negro 
race there is Fisk University, the world’s greatest and 
best known negro school, and Meharry Medical College, 
and, in addition, Roger Williams University, Waldem 
University, two negro Baptist Theological seminaries 
and other institutions. 

CENTER OF RICH AGRICULTURAL SECTION — 

Nashville is the center of one of the richest and most 
fertile agricultural sections of the South. It is the grain 
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handling point for the South and has more elevator and 
warehouse space than any other city in this section. In 
Davidson county, of which Nashville is the county seat, 
77 different kinds of field seed and grain and 50 different 
kinds of fruits and vegetables are raised. The Nashville 
Chamber of Commerce has taken great interest in the 
agricultural and live stock aspect of what is termed the 
Nashville trade territory, and, in conjunction with the 
State of Tennessee and Davidson county, employs several 
full time experts in this work, including a county demon- 
stration agent, boys’ and girls’ pig and corn club di- 
rectors, live stock specialist, poultry specialist, and a 
home demonstration agent. Were a wall built around 
Nashville, with a radius of 25 miles, the enclosed terri- 
tory would be able to furnish itself all necessary com- 
forts, because within this wall could be raised practically 
everything needed to eat and wear. 

The surrounding territory depends on Nashville, and 
the city is the center of agricultural and live stock activi- 








Parthenon in Centennial Park 


The 
ties and is the controlling market for farm products. 
The value of farm land in Davidson county is approxi- 
mately $36,000,000, to which might be added improve- 
ments on these farms amounting to about $9,000,000. 
Nashville is one of the few large cities having an open 
curb market. 

Make Your Hotel Reservations Now 

Many members of the three mill supply associations 
and their families planning to attend the triple conven- 
tion in Nashville, May 15th, 16th and 17th, have already 
made their reservations, and those 
urged so to do by the associations. 


who have not are 
The associations are 
also seeking a large attendance at the convention, which 
is being looked forward to with enthusiasm. 

“The Hermitage hotel will be the headquarters, but 
the Andrew Jackson hotel, which is an equally good hotel, 
is just across Memorial Square from the Hermitage,” 
wrote T. C. Keeling, president of the Nashville Machine 
& Supply Co., and of the Southern Supply and Machinery 
Dealers’ Association, in reply to an inquiry from MILL 
SUPPLIES. “The Sam Davis Hotel, which has just been 
completed and which is now in operation, has 250 rooms, 
priced at $2.50 for single rooms and $4 for double rooms. 
The hotel is centrally located in the business section. 

“T have had this matter up a number of times with 
the Hermitage hotel, and they are going to give us every 
possible assistance and preference in the way of rooms, 
and, in fact, the Andrew Jackson and the Sam Davis will 
do everything they can to accommodate us. 

“The Hermitage hotel was selected as the meeting place 
because it has a great many more public rooms which 
can be used for gatherings than the Andrew Jackson. 

“The Hermitage hotel has 250 rooms, the Andrew 
Jackson 400, and the Sam Davis 250, making a total of 
900 rooms, all with bath. The Tulane and Maxwell House 


each have 200 rooms. These latter two are not lately 
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built, but are used by a great many traveling men.” 

In a letter written to Alvin M. Smith, secretary of the 
Southern Supply and Machinery Dealers’ Association, 
at the request of Mr. Keeling, J. L. Tall, manager of the 
Meyer Hotel Co., Inc., quotes rates at the Hermitage for 
conventionites at $2 to $3 per person, two or more in a 
room. Turney M. Cunningham, manager, quotes rates at 
the Andrew Jackson as $2.50, $3, $3.50, $4 and $5 for 
single rooms, and $5, $6 and $7 for double rooms, either 
twin beds or one full-size bed. 

The Hermitage hotel, convention headquarters, has a 
large convention hall, a dining room with a capacity of 
about 350, a loggia, large grill room and mezzanine floor, 
private dining rooms and plenty of committee rooms, 
according to Mr. Tall. 
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TWO BRANCHES SOLD 


Walworth Company Sells Its Branches in Buffalo and Erie 
to W. A. Case & Son Mfg. Co. 

Walworth Company announces the sale of its branches 
in Buffalo, and Erie, Pa., to W. A. Case & Son Mfg. Co., 
of Buffalo, effective January Ist. The Case company 
will handle the Walworth line of valves, fittings and tools 
at its Buffalo branch, and in Erie, where it had no branch 
prior to the Walworth purchase. The Case company also 
will carry the Walworth line in its Detroit branch. 

“The sale of Buffalo and Erie branches to Case carries 
some sentimental significance, because N. G. Higgin- 
botham, president of the Case company, was employed at 
the Kewanee plant of the Walworth company before that 
plant was purchased by Walworth from the National Tube 
Company,” the Walworth company states. “Mr. Higgin- 
botham has many close friends in the Walworth organi- 
zation. The Case company operates a string of branches, 
extending from Detroit, Nashville and Buffalo to East 
Long Island. It is a very old and well established house, 
which has been highly profitable and successful.” 

The purchase includes the Walworth business and in- 
ventory and equipment of the Buffalo branch, including 
a shop for the manufacture of nipples. The building 
occupied by Walworth was under lease which was to have 
expired in a few months. The Case company has con- 
solidated the Walworth branch with its own branch in 
Buffalo. 

F. J. Chittenden, who opened the Buffalo branch for 
Walworth and has been manager there, will continue his 
headquarters in Buffalo to work out with the Case com- 
pany the many problems involved in the consolidation 
and to help in the instruction of the Case company sales 
force in the Walworth line. Mr. Chittenden also will 
handle sales for certain territory surrounding Buffalo. 

At Erie, the Case company purchased the Walworth 
branch, taking over the lease, inventory and equipment, 
as well as the Walworth personnel, and is now operating 
it as a Case branch. 


> 
Supply Business Closed Out 
The business of E. C. Southwick, Poughkeepsie, N. Y., 
was being closed out in January, according to Mrs. Evan- 
geline Southwick McCullough, executrix of the E. C. 
Southwick estate. Mr. Southwick, who was Mrs. Mc- 
Cullough’s father, died last July, and, there being no 
one in the family left to carry on the business, it was 
decided to dispose of it. The house was founded in 1789 
as a tanning and hide business, and the business was 
handed down from father to son. The tanning end of 
the business was given up about 40 years ago. Edward 
C. Southwick took on a line of mill supplies about 20 years 
ago. Lines carried included mill supplies, leather, hides, 
skins, tallow, oils, grease, packing, belting, etc. 
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THE MOST COMPLETE LINE OF MECHANICAL 
RUBBER GOODS MANUFACTURED 


QUALITY STANDARDIZED AND ABOVE 
QUESTION 


A LINE SOLD EXCLUSIVELY THROUGH 
DISTRIBUTORS 


EFFECTIVE, BUSINESS-BUILDING SALES 
ASSISTANCE 


A PROFITABLE COST BASIS 








NO OTHER LINE OF MECHANICAL RUBBER 
GOODS ON THE MARKET OFFERS TO ITS 
DISTRIBUTORS THE COMBINED ADVAN- 
TAGES PRESENTED BY THE MECHANICAL 
RUBBER COMPANY. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO NEW YORK CITY 








“We Back the Jobber” 


When writing to Advertisers please mention Mt UPPLIF 
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Sustained high quality 












iidieuall teaenevaadlians and dependable service 


distinguish ‘““MARCO”’ 
Belting, Packing and 
Hose from »all other 
Mechanical Rubber 
Goods. 


concentrated, the job- 
ber’s dollar hits the 


very bull’s-eye of buy- 






ing power. 















We are making every 
effort to convert the 
consumer to the truth 
that he can purchase 
as economically and 
with better service 
from the local jobber. 










The Mechanical Rub- 
ber Company provides 










Our responsibility 


does not end when we ie ’ 
its distributors with 


sell the jobber our values in Mechanical 


Rubber Goods that 


mean better business 


merchandise—that’s 
only the beginning! 
and profits. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO NEW YORK CITY 


“We Back the Jobber” 

















54 
























































































































HE properly qualified dis- 

tributor of Dodge prod- 
ucts is more than a store 
salesman. He is a consultant 
to industry. He represents an 
organization of unlimited re- 
sources for the manufacture 
of industrial equipment. 


With the aid of Dodge prod- 
ucts, data and engineers, the 
Dodge distributor assists ex- 
ecutives of industry to equip 
their plants for smooth and 
economic operation. He is 
backed by huge stocks of me- 
chanical equipment* at the 
Dodge Plant in Mishawaka 
and the warehouses at Oneida, 
N. Y., and Chicago. His value 
to industry in maintaining the 


*Power Transmitting, Material Handling, Special 
Machinery, Dodge-Timken Bearing Applications. 


The Dodge Distributor 


—Consultant to Induastry— 





uninterrupted flow of the 
world’s production is almost 
beyond estimation. 


There are 500 Dodge Distribu- 
tors operating under 13 differ- 
ent sales offices, putting Dodge 
experience and facilities at the 
command of all industry—and 
thereby making their service 
to their respective communi- 
ties exceedingly valuable. 


Dodge Manufacturing Corporation 
Mishawaka, Indiana 





Distribution 


Fifteen District Sales Offices 
located in Chicago, Milwau- 
kee, Minneapolis, Cleveland, 
Cincinnati, Oneida, Boston, 
Philadelphia, New York, 
Newark, Atlanta, St. Louis, 
Houston, San Francisco and 
Portland cooperate with 500 
leading mill supply and ma- 
chinery dealers in making 
Dodge service immediately 
available to industry. 
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National Ass’n Committee Meeting 


Resolutions Passed on Separate Associations and Associate Member- 


ships 


The semi-annual meeting of the executive committee 
and advisory board of The National Supply and Machin- 
ery Distributors’ Association was held in the association 
headquarters, 505 Arch street, Philadelphia, Thursday, 
January 19th. This meeting was followed, in the eve- 
ning, by an informal dinner and conference at the Phila- 
delphia Athletic Club, at which the Mill Supply Club of 
Philadelphia acted as hosts to the members of the execu- 
tive committee and advisory board and other guests. 

Members of the executive committee present at the 
semi-annual meeting were: E. P. Welles, Charles H. Besly 
& Co., Chicago, president of the association; H. H. Kuhn, 
The Hardware & Supply Co., Akron, Ohio, vice-president ; 
H. E. Ruhf, Cleveland Tool & Supply Co., Cleveland; 
T. E. Hazell, Wm. H. Taylor & Co., Allentown, Pa., and 
E. B. Hunn, The C. S. Mersick & Co., New Haven, Conn. 
Louis A. Clark, Samuel Harris & Co., Chicago, the other 
member of the executive committee, was in California and 
unable to be present. Members of the advisory board 
present at the meeting were: H. W. Strong, The Strong, 
Carlisle & Hammond Co., Cleveland; W. J. Radcliffe, The 
Ik. A. Kinsey Company, Cincinnati, and B. H. Ackles, The 
Rayl Company, Detroit. George Puchta, The Queen City 
Supply Co., Cincinnati, and W. L. Rodgers, Pittsburgh 
Gage & Supply Co., Pittsburgh, were unable to be pres- 
ent because of illness, while Charles S. Farquhar, Chan- 
dler & Farquhar Co., Boston, and J. D. Nicklis, Manning, 
Maxwell & Moore, Inc., New York, had made previous 
engagements. 

The meeting was called to order at 10 o’clock in the 
morning by President Welles. At 1 o’clock it was ad- 
journed for luncheon at the Phiiadelphia Bourse, and re- 
convened at 2 o’clock to remain in session until 5 o’clock. 
During the meeting, two resolutions were passed unani- 
mously. The first of these was as follows: 


RESOLUTIONS PASSED BY COM MITTEE 

“Whereas, in accordance with the joint resolution 
adopted at the triple convention on the Noronic last June, 
the three associations have continued to function individ- 
ually, and the Mill Supply Council has held three meet- 
ings—first, on the Noronic; second, in Cleveland in Sep- 
tember; third, in Cincinnati in November—and efforts 
have been made to work out the problems of the industry, 

“Resolved, That we—the executive committee of The 
National Supply and Machinery Distributors’ Associa- 
tion—believe it is advisable for the three organizations 
to continue to function separately, and to continue to 
confer through the Mill Supply Council regarding mat- 
ters of mutual interest, as we are heartily in favor of the 
development of the Mill Supply Council in the work out- 
lined for it.” 

The second of the resolutions was as follows: 

“Whereas, the American Supply and Machinery Manu- 
facturers’ Association has announced its intention of 
confining membership in its organization to those manu- 
facturers who go on record as stating that their sales 
policies recognize the distributor as the most efficient and 
economical method for distributing mill supplies and ma- 
chinery, and 

“Whereas, it is understood that statements to this ef- 
fect are to be signed by all present and future members 
of the American Supply and Machinery Manufacturers’ 
Association; therefore, be it 


Dinner and Conference with Philadelphia Supply Group 


“Resolved by the executive committee and advisory 
board of The National Supply and Machinery Distribu- 
tors’ Association, that we recommend to our twenty-third 
annual convention, to be held in Nashville, Tenn., May 
15th, 16th and 17th, that Sections B and C of Article ITI 
of our constitution and by-laws be stricken from the rec- 
ords and that our associate membership be discontinued 
as of May 3lst, 1928.” 

In addition to passing the two resolutions and receiv- 
ing the semi-annual report of Secretary George A. Fern- 
ley, the members of the executive committee and advisory 
board discussed various matters pertinent to the asso- 
ciation and its members, including future activities. 
Plans were also made to co-operate with the Mill Supply 
Council at its March 6th meeting in the formulation of a 
programme for the triple convention that will be of great 
benefit to all. It was announced that another company 
had joined the association, bringing the total of new mem- 
bers secured since the triple convention last June up to 
30. The newest member of the association is the J. B. 
Shannon Hardware Co., Philadelphia. This new member 
joined after Secretary Fernley’s report was completed. 

SECRETARY FERNLEY’S SEMI-ANNUAL REPORT 

Following is Secretary Fernley’s semi-annual report: 

Since our twenty-second annual convention on the Noronic, 
the office of your secretary-treasurer has devoted every effort 
to the carrying out of the ideas and policies outlined at that 
time, and it is our desire to give you a brief summary of 
our activities. 

In our opinion, the primary purpose of our association is 
to place the distribution of supplies on a more pleasant and 
profitable basis, and the constant attention of our associa- 
tion should be concentrated on achieving this end. 

It is our constant aim to be of assistance to members in 
their efforts to secure greater net profits. These continue to 
be elusive in spite of fairly satisfactory sales volume, and 
some of the factors directly responsible for this condition 
are the following: Unwarranted price cutting, direct com- 
petition, insufficient margins, over-extension of credit, hidden 
losses in overhead, small orders, free delivery, freight allow- 
ance, taxes, etc. 

DIRECT COMPETITION 

According to our observation, there has been a decided 
tendency during the past three years on the part of manu- 
facturers to accord the distributor greater recognition. 

Our continued educational efforts have not diminished and 
we believe that gradually the manufacturers are realizing 
that it is both inequitable and unsound for them to endeavor 
to sell the distributor and the industrial user at the same 
price. 

We find our members are exercising their legal rights to a 
greater extent in questioning manufacturers as to their sales 
policies. We believe that at every possible opportunity our 
members should encourage adoption of the policies advocated 
by indicating their desire to co-operate with those manufac- 
turers who are supporting the distributor. 

LOCAL AND SECTIONAL ASSOCIATIONS 

During the past year and a half, as a result of the work 
of our committee on local and sectional associations, a number 
of such organizations have been formed. According to the 
latest advices we have received, local associations are now 
actively functioning in ten territories. 

Regarding the clearing house bulletin—a large number of 
our members have utilized this department of the associa- 
tion and we have received numerous enthusiastic letters from 
members who have been successful in disposing of over- 
stocks through this service. 

RESALE PRICE LEGISLATION 

The federal trade commission is now making a most com- 
prehensive study of all phases of price maintenance in order 
that they may present a report to congress for its informa- 
tion and guidance in considering legislation on this subject. 
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Back of Every Industry 


++ a Workman with a Shovel 






No. V2W2T 


"| Ae ' s 4 Fj ‘ , 3 - wy, z 
eT, rea ae ets er ef A, we 
et SE es SA Rt ee ae 


| {* is essential to contractors, to highway builders, to railroads. 
He is needed in quarries, in mines, in mills and factories—and 
his work depends upon his shovel. 


We have built the “Moly” shovel for him. 


Strong, hard, tough, light, with a nice big easy grip to the handle that 
rests his hands, and a patented step that protects his foot — with the 
“hang” that he likes, the “Moly” saves muscles and gets more work done. 


From this standpoint alone, it is cheaper to buy the “Moly.” 


And when it comes to costs—many buyers tell us that the specially 
developed molybdenum alloy used in Wood Shovels results in slow, 
uniform wear and cuts shovel costs at least 50%. 


There isa‘Moly” shovel for every purpose, each one de- 
signed for the particular job it iscalled upontodo. When 
you recommend “Moly” shovels, you do so with the 
knowledge thattheyareall alike—all good,each one thor- 
oughly tested and inspected before leaving the factory. 


Illustrated at the left is a “Moly” shovel designed for 
general purpose work around the mill or factory. 
The square pointed blade with flattened edge slides 
easily under a full load. Order by number V2W2T. 


THE WOOD SHOVEL AND TOOL COMPANY 
Piqua, Ohio 
A SHOVEL FOR EVERY INDUSTRY—DISTRIBUTED IN EVERY CITY 





O0d'S Mo-yb-den-um Shovels 


When writing to Advertisers please mention Mitt Suppiies 
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On October 26th we distributed to our members copies of a 
proposed substitute bill for H. R. 11 legalizing price main- 
tenance within certain limits, and we urge our members to 
correspond with their senators and representatives, calling 
their attention to the desirability of such a law. Replies 
indicate that our members have given this subject their con- 
sideration and that a large number of letters have been 
written members of congress urging favorable action on this 
legislation. 

Since our last convention we have distributed to our mem- 
bers considerable literature suggesting remedies for the many 
problems facing the distributor. 

On June 21st an article by Mr. C. D. Garretson, president 
of the Electric Hose & Rubber Co., was issued. This con- 
tained many interesting reasons why the local distributor 
should be accorded preference by the industrial user. In the 
same month we sent our members an extremely able and 
forceful article on the subject of “Applying Simplification to 
the Business as a Whole,” by Mr. L. H. Bronson. On July 
29th we mailed our members an article by Charles E. Curtis, 
president of The Western Iron Stores Co., entitled “Our Right- 
ful Position” and we urged our members to distribute bul- 
letins to their customers along similar lines. During Sep- 
tember ‘Profit Tables” and a card entitled, “There Is No 
Law,” were broadcast to our members. The numerous re- 
quests we received for additional copies indicated the very 
warm approval of our members. 

Proof copy of our directory was sent to all our active and 
associate members on November 5th and was very favorably 
received. Numerous requests for additional copies have been 
received so that our supply is now entirely exhausted. It is 
our intention to request authority from the committee to 
proceed with the final edition of the directory. 

Your office is in constant touch with the division of sim- 
plified practice of the department of commerce and is co- 
operating with the department in every possible way. Presi- 
dent Welles has appointed Lawrence G. Puchta as a repre- 
sentative of our association upon the standing committee of 
the division. 

RESEARCH BUREAU 

The research bureau of our association has issued 
reports since our convention on the Noronic. 

“Turnover and Its Relation to Net Profits,” written by 
Robert L. Hobart, was received by our members with great 
interest, judging by the numerous requests for additional 
copies. 

A comprehensive survey was conducted on the subject of 
“Keeping Salesmen Informed on Current Prices,” and an in- 
vestigation was also conducted with reference to the com- 
pensation of salesmen. It is our earnest hope that members 
will to a greater and greater extent use the services of our 
research bureau as an aid in the solution of their problems. 
This bureau has available many sources of information which 
are ordinarily closed to individuals and all requests for in- 
formation will receive prompt and thorough attention. 

Blanks for the statement cf overhead expenses by our 
members are now being printed, and we will appreciate th« 
advice and suggestions of the committee as to ways and 
means of securing a greater response from our members, so 
that our report may be even more comprehensive. Last year 
we received detailed figures from forty-three members, and 
this year we hope for an even better record, although we must 
admit that the response of the members of our association 
is on a par with that secured by other organizations conduct- 
ing similar work. 


three 


COLLECTION OF DELINQUENT ACCOUNTS 

Our credit bureau has continued to render assistance to 
members in the collection of past due accounts, and reports 
indicate that about 65 per cent of the accounts placed in the 
hands of the bureau for attention have been paid direct to 
the members interested. 

MEMBERSHIP 

Under the direction of President Welles and Chairman 
Kuhn of the membership committee, an extremely successful 
campaign was conducted, which was participated in by all 
members of our official board. As a result the following 
distributors affiliated with our association: The V. N. Devou 
Supply Co., Cincinnati; The Wirthlin-Mann Co., Cincinnati: 
Doermann-Roehrer Co., Cincinnati; The Scallan Supply Co., 
Cincinnati; Barrett-Christie Co., Chicago; Whitehead Sales 
Company, Chicago; Great Lakes Supply Co., Chicago: Ster- 
ling Products Co., Inc., Chicago; Sees & Faber Co., Inc., Phil- 
adelphia; O. Iber Co., Chicago; MeMaster-Carr Supply Com- 
pany, Chicago; Pulver Machinist Tool Co., Chicago; Ford & 
Kendig Co., Philadelphia; Hibbard, Spencer, Bartlett & Co.. 
Chicago; The Factory Supply Co., Chicago; The Pottsville 








Supply Co., Inc., Pottsville, Pa.; The Ross-Willoughby Co., 
Columbus, Ohio; Mazel-Rest & Co., Chicago; Sterling Hard- 
ware Co., Inc., Hazard, Ky.; Swords Bros. Co., Rockford, IIl.; 
Peerless Mill Supply Co., Inc., Buffalo; The Dreher-Conklin 
Supply Co., Columbus, Ohio; Franklin Hardware Co., New 
York; The Cavanaugh Company, Youngstown, Ohio; Univer- 
sal Valve & Fittings Co., Cleveland; Hansen & Yorke Co., 
Inc., New York; Mohr-Jones Hardware Co., Racine, Wis.; 
Bliss Supply Co., Cleveland; The Pierce Hardware Co., Taun- 
ton, Mass. 

Chairman Kuhn is now corresponding with a number of 
concerns who have promised to give the matter of member- 
ship further consideration after the first of the year, and 
we are hopeful that we will secure several more applications. 

SERVICE TO MEMBERS 

During the past year it has been our pleasure to have 
members call personally at the office of the association, and 
it has been our privilege to discuss their problems with them 
and to place at their disposal all the facilities of the office. 

We wish to take this opportunity to ask the committee for 
their suggestions as to how we can impress upon our mem- 
bers the facilities for service which the association offers. It 
is possible for this office to aid our members in a great many 
ways and all we ask is that they use our services to the 
utmost. 

Many of our members have brought to our attention the 
evil of free truck delivery, and our investigation on this sub- 
ject shows that in some localities free deliveries are being 
made not only in the city, but many miles beyond the city 
limits. It is estimated that such free deliveries cost about 
two per cent of the value of the goods, and it is our belief 
that this subject is deserving of careful consideration. If, 
therefore, it meets with the approval of the committe, we will 
make a special investigation of this entire question and pre- 
pare a report with definite recommendations for presentation 
to our membership. 

INADEQUATE MARGINS 

In our opinion, one of the most important problems now 
confronting our association is that of urging upon manufac- 
turers the necessity for allowing an adequate margin in their 
resale schedules. 

During the past six months we have, upon numerous occa- 
sions, drawn this subject to the attention of our members. It 
is our desire to recommend to the executive committee that 
provision be made for a special committee on the subject of 
adequate margins, this committee to compile data upon the 
various lines which are now being handled by our members 
upon a margin which does not cover the overhead expense. 
We also urge that the manufacturers of these lines be re- 
quested to give proper consideration to the necessity for the 
distributor securing a margin at least sufficient to cover the 
expense involved. 

In concluding this report, I wish to particularly mention 
the fact that President Welles has given the association con- 
stant attention since his election last June. He has been an 
indefatigable correspondent and has kept in close personal 
contact with all the activities of the organization, giving 
freely of his time to all matters requiring attention. 

GROUP ACTIVITIES DISCUSSED 

Following the afternoon session, the members of the 
executive committee and advisory board went to the Phil- 
adelphia Athletic Club where billiards or indoor golf 
were enjoyed until time for the dinner. 

President Welles made the opening remarks at the con- 
ference following the dinner and presided as toastmaster. 
He touched upon the Norovic convention and the activi- 
ties of the National Association since the convention, in- 
cluding the ¢haracter and scope of the work, the addition 
of 30 new companies to the association membership, ef- 
forts being made to induce manufacturers to establish 
adequate margins, etc. 

Mr. Welles then called upon Percy G. Maddock, Mad- 
dock & Co., Philadelphia, president of the Mill Supply 
Club of Philadelphia, who spoke on the subject, ““How the 
Work of Local Associations May Be Made More Effec- 
tive.” Other speakers included W. E. Bittenbender, The 
Bittenbender Co., Scranton, Pa., an important member of 
the Pennsylvania Hardware & Supply Association; W. E. 
Hansen, Hansen & Yorke Co., Inc., New York, president 
of the New York City Mill Supply Association, and KE. W. 


(Continued on Page 79) 
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Progress “ 


ay 


HEN the ruthless pirates and buccaneers ruled 

the sea, the loss of life and property were 
daily occurrences. The clearing of the sea of these 
wasters is a matter of history. 


Pirates of life and profit wrought havoc in the early stages of steam genera- 
tion. In those days the breaking of valves and fittings on various lines resulted 
in loss of life and destruction of property. 


Vogt valves and fittings have cleared the sea, so to speak, because they assure 

the utmost in strength and withstand the higher pressures and temperatures in 

modern power plants. The use of Vogt valves and fittings safeguard human 

life and property because they are forged for this purpose from the best 
grade steel. 


HENRY VOGT MACHINE CoO. 


(Incorporated) 


LOUISVILLE, KY. 
Manufacturers of: Oil Refinery Equipment, Drop Forged Steel Valves and Fittings, Water 


Tube and Horizontal Return Tubular Boilers, Ice Making and Refrigerating Machinery. 


Branch Offices: 
NEW YORK 
CHICAGO 


DALLAS 
PHILADELPHIA 


PRESS A 77 PRESS A 75 


When writing to Advertisers please mention Min. Supenit 
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ection No Bugaboo to Business 


No Statistical Proof that Presidential Years Have Caused General 


Depressions, 


Author of the Valve and Fittings Index States 


JOSEPH H. BARBER 
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The monthly Valve and Fittings Index is not based upon 
ay single company’s er pe rience - but is deve lope d from 


broadly selected jneasures of the qua tity of demand in all 
those industries that use valves aud filtings. The index has 
been corrected for irrelevant seasonal fluctuations and price 
variatious,. 

The Valve and Fittings Index shows we have turned 
the corner, for the line shot upward very definitely in 
December. We had expected a certain amount of tem- 
porary sagging prior to inventory taking, with an off- 
setting temporary peak of order-placing just after inven- 
tory. It appears now that order-placing had been cut 
too low in November and buyers found it necessary or 
wise to increase their contracts in December even before 
inventory. This was true rather generally. 
cific instances are the straws which tell 
the wind is blowing. 

In addition to the showing of the Valve and Fittings 
Index, news from other significant sources is encourag- 
ing. For the third successive month there was in- 
crease in unfilled orders of the Steel Corporation. These 
increases in unfilled orders were on an increasing scale, 
with the December much as a full 500,000 
tons. Sheet steel sales increased sharply in December, 
being more than double the sales in the previous Decem- 
ber and setting a new record for any month since 1919. 
Orders for structural steel in 


A few spe- 


us which way 


an 


increase as 


December increased to an 
equivalent of 75 per cent of capacity, against an equiva- 
lent of 67 per cent of capacity in November. This in- 
creased activity of demand is being translated into ac- 
tive production. Witness the signals of increasing pig 
iron production. During the first three weeks of Jan- 
uary, twelve stacks have been added to the list of active 
blast furnaces, and all the loss of furnace capacity since 
September has been recouped. This implies that Janu- 
ary will be the first month since last April to show an 
increase in pig iron output. 

Nor is the increased activity confined to the iron and 
steel industry. According to our earlier anticipations, 
we find evidences of bouyancy in building demand. While 
the actual contracts placed do not as yet reflect this bouy- 
ancy in tangible form, there has been a distinct reversal 
of trend in the figures recording contemplated projects. 
Here there had been sagging ever since last March 
through to October. November brought the first sharp 
increase and December carried the increase further, so 
that new contemplated contracts in December were dou- 
ble the amount of actual contracts placed. 


Copyright 1928, Walworth Company. 





Assistant to President and Chief Statistician, Walworth Company 


While commodity prices seem to be barely holding their 

own in the face of this increase in demand, there has 
been a continuing increase in the “net demand deposits.” 
These demand deposits in banks represent purchasing 
power hanging over the market and their significance 
was discussed at length in the November, 1927, issue of 
MILL SUPPLIES. The potential purchasing power, as rep- 
resented by demand deposits, has already risen very 
nearly up to normal and would seem to “back up with 
cash” the increasing demand that is showing up here 
and there in important industries. As the demand is 
actually translated into production, so that its effect be- 
comes distributed over many industries, and as the po- 
tential purchasing power begins flowing out into the mar- 
ket, there should be a favorable effect upon commodity 
prices generally. 

According to popular theory, we should swallow. all 
of these choice morsels with a grain of salt. For shouldn't 
apprehension concerning presidential year depress busi- 
ness? Maybe all these favorable indications are, after 
all, only evidences of spotty business here and there. 
Maybe, later on, when politics gets to working, the lucky 
birds now will find themselves wallowing in the mud with 
the rest of the ducks. There have been many “forecasts” 
emanating from the great men and published for the 
benefit of the public, and scarcely one has failed to recall 
the bugaboo, qualifying all pleasant remarks by admit- 
ting some apprehension as to what political development 
might possibly do to business. 

It may be to the point, therefore, to consider briefly 
whether there is anything to the legend that presidential 
elections depress business. We introduce a chart that 
should provide us basis for clear answer. Let us admit 
first that if any real maladjustment has resulted in the 
past from political conditions, we certainly ought to find 
the marks of it in the tangible measures of industry, bus- 
iness and finance. In other words, if the effects of ap- 
prehension and uncertainty are not tangible, then we 
need not be greatly concerned with current political mat- 
ters in laying our forward plans. 

In the chart that is presented we have selected three 
or four measures that are broadly representative of in- 
dustry, business and finance. Industrial stock prices 
measure the trend of the stock market. Pig iron pro- 
duction represents manufacturing conditions. _Commod- 
ity prices reflect general supply and demand, and com- 
mercial paper rates summarize financial conditions. In 
each case, we have selected the series of figures that are 
commonly and acceptably used every day as barometers 
of business. Space would not permit us to present a 
chart showing every calendar vear. Yet we must con- 
sider each presidential vear and determine whether busi- 
ness got better or worse, was helped or hindered, by: the 
approach of elections. for brevity’s sake, we have 
shown only presidential and the line we have 
drawn upon.the chart in each case represents the busi- 
ness month by month as a percentage of business in the 
same months of the previous year. 


So, 


years, 


Having constructed our curves thus, we then deter- 
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Cheaper Drilling— 
Not Cheaper Drills 









upfise 














The problem of the hour is—lower production costs 
and electric labor saving tools are proving them- 
selves a leading factor in its solution. 


Especially is this true of HISEY Electric Drills. 


Their performance records under adverse conditions 
on production as well as maintenance work have 
proved the economy of buying cheaper drilling 
not cheaper drills. 
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Half-Inch 
Standard Duty 
Universal 
Electric Drill 


For future performance, quality should receive first 
consideration in specifying Electric Tools that 
occupy the important place in the production 
program. 


Every electrical and mechanical feature of HISEY 
Electric Tools reflects built-in quality. 


Ask for Catalog No. 35-S. 


“Sold by Authorized Distributors” 


(A contract with real cash value) 


One hundred and forty-two types and sizes of 
electric tools under one trade name. A trade 
name with a reputation for the highest quality 
tools since 1896. 


An honest-to-goodness advertising program, 
linked with factory cooperation, and a product 






that makes more than ‘‘just satisfied’’ customers, 
places a real cash value on a HISEY contract. 
HISEY authorized distributors are our exclusive 
representatives in their territories. There is no 
question who receives the benefits for the effort 
exerted in your territory. 


hi The sales possibilities of HISEY products are tremendous —!nvestigate. 


ELECTRIC 


Drills, Screw Drivers, Nut Setter, Bench and Pedestal Grinders and Buffers, Tool 
Post Grinders, Angle Plate Grinders, Combination Internal- 
External Lathe Grinders and Aerial Grinders. 


Manufactured by 


THE HISEY-WOLF MACHINE COMPANY 
CINCINNATI, OHIO 
Sold by Authorized Distributors 


EERO RERIA Sanaa herent ne Bea 
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mined upon a designation for each type of curve. We 
reasoned this way: If, in any year, the line on the chart 
runs under 100 per cent, it means that business is aver- 
aging less than in the previous year and that business 
is therefore “depressed.” If the line on the chart begins 
under 100 per cent, but is “rising” until it is at or above 
100 per cent, it means that business is gradually getting 
better than it had been in the previous year. If, on the 
contrary, the line begins considerably above 100 per 
cent, but is gradually “falling” until it is at or under 100 
per cent, it means that business has been sliding off from 
“better than a year ago” to “worse than a year ago.” 
CHART INDICATES AN “EVEN BREAK” 

Even without these designations the eye would judge 
that there is a great assortment of possibilities in an 
election year. There is no consistent evidence in any 
one of the four series shown here to prove that business 
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sider separately industrial stock prices, pig iron produc- 
tion, commodity prices and commercial paper rates, we 
find that in each individual case there is a fair assort- 
ment of instances where the curve was rising, or where 
the curve was falling or depressed. If we consider all 
28 curves with relation to whether a Republican or Demo- 
crat was in office, we find that the curves on the average 
do not favor the Republican against Democrat, or the 
Democrat against the Republican, because there was an 
assortment of falling and depressed curves in each case. 
Similarly, if we check up on curves with relation to the 
party elected to office, one could find proof for or against 
either side. 

After all, it is essentially true that the real ultimate 
demand for products is fairly steady and is not easily 
shaken from its base. Bread is consumed every day. 
clothes are worn out, and buildings get shaky or obsolete. 
In these fundamentals, which account in very large meas- 
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Statistical Check-up of Effect of Presidential Elections 


prior to elections is always falling, always depressed, nor 
that it is always rising. But, making a statistical count 
of the designations as we have entered them, we find that 
out of 28 possibilities, there were 14 rising curves against 
8 falling curves and 6 depressed curves. Or, we may 
state it that there are 14 curves rising against 14 curves 
that are either falling or depressed. In other words, it 
is an “even break.” If we kept tossing a coin up long 
enough, we would find it falling heads just as many times 
as it would fall tails. The tossing of the coin would rep- 
resent pure chance, and the tossing of the coin, except 
for the temporary satisfaction of it, never proves whether 
a thing is right or wrong. Consequently, our over-all 
measurement shows, as depicted in the chart, that there 
is no statistical proof that business is generally depressed 
prior to elections because of apprehension concerning the 
political outcome. 


There are interesting additional features. If we con- 


ure for all industrial, business and financial activity, there 
is a great degree of regularity. And this regularity is 
based upon nature. One does not change his actual hab- 
its greatly because of political elections. It is largely 
only mental apprehension or elation that results from 
the political prospect, and that prospect may be good or 
bad according to the individual viewpoint. 
MOST MEN CONCERNED ABOUT IMMEDIATE FUTURE 

Even in most lines of business, long distance plans for 
the future exist largely in the imagination of writers. 
Most men are concerned about the immediate future. To 
them, their working capital must be conserved and turned 
over. Usually this capital must be turned over in a three- 
month period. If, because of apprehension as to politi- 
cal outlook, a business man withholds his expenditures 
for a short period, he presently finds that persistent de- 
mand has continued and has overtaken him. Then, to 
replenish his stock, he must buy not only current require- 































































































































































































































































































































































































ments, but enough to make up for previous deficits. If 
sentiment happens to urge him in the other direction, he 
may temporarily over-buy. But presently he realizes that 
the ultimate demand does not greatly increase just be- 
cause he has a generous supply ready for customers who 
need only so much a day, and presently his purchasing 
is restricted enough to offset his earlier excess. 

Nor can the wider swings of business, that we have 
come to call business cycles, be greatly affected in their 
movements by presidential elections. Within any par- 
ticular year the amount of business done will equal, ap- 
proximately, the amount of business that should come 
within that year according to the trend of the business 
cycle. The chances are about as good that in any one pres- 
idential year the swing of the business cycle will be ris- 
ing as that it will be falling or depressed. 
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So we arrive at the conclusion that mental elation or 
apprehension due to political prospects may displace por- 
tions of the year’s business into unusual months but that 
the extent of the effect of presidential elections upon 
business is confined to this redistribution of the annual 
total over the various months. This, however, presents 
no problem new to forecasters or statisticians. For none 
have ever yet been able to forecast with precision just 
how any annual total of business would be distributed 
over the various months. We shall always have irregular- 
ities with us. It is sufficient unto the needs of the day to 
know that fundamentals are sound and that the general 
trend is now toward improvement. If risk does not con- 
tinue to be an element of business, how shall the business 
man be entitled to profit? For is not profit his reward 
for the assumption of risk? 








Business Revival is Likely 


Alvan T. Simonds’ Forecast, Based on Credit Supply, Is Hopeful 


Alvan T. Simonds, president, Simonds Saw and Steel 
Company, Fitchburg, Mass., in his latest ‘Looking 
Ahead,” which has been appearing regularly in “Simonds 
Guide for Millmen” since 1922, is hopeful that the year 
1928 will be one of business revival. After quoting his 
forecast for the year 1927 and his comment on that fore- 
cast, made in July, 1927, Mr. Simonds proceeds as fol- 
lows: 

“In March, 1922, we forecast that business would move 
up during the entire year of 1922. Whenever we have 
forecast major swings in business since the war we have 
been correct, because we used credit supply as a fore- 
caster. 

“Now the reader must not think that we have given 
the above in order to join the famous club of ‘I Told You 
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So.’ We have stated the facts in order to call your atten- 


tion to one of the chief and probably the most reliable of 
business forecasters. We have referred to it before in 
‘Simonds Guide for Millmen.’ 

“On the accompanying chart credit supply (which is 
money rates reversed) is shown as a dotted line. Only 
the major movements are shown. Business is shown as 
a solid line, and only the major movements are shown. 

“Notice that downward movement in credit 
supply there is a downward movement in business of ap- 
proximately the same length, and twelve to eighteen 
months later. For every upward movement in credit 
supply there is an upward line in business, of approxi- 
mately the same length and coming twelve to eighteen 
months later. Now, according to this chart, what is 
ahead of for 1928? If the upward movement 
in credit supply, which began about the middle of 1927 
proves to be a major movement (as general opinion be- 


for each 


business 


lieves it will), then there will follow it (beginning in the 
latter half of 1928) an upward movement in business, 
which will continue for approximately the same length of 
time as the upward movement in credit supply continues. 

“The heavy line, as we have said, is business, general 
business, but your business is a particular business and 
not all particular businesses move with general business. 
To give only one illustration: The cold storage business 
is better in dull times than in good times. You must 
know first how your business moves up and down relative 
to general business. If it is one of the large majority. 
the line for general business forecasts your business. At 
at present writing, December 15th, 1927, there seems 
little doubt but that 1928 is to be a year of business 
revival. Of course, we shall have the usual spring rise. 
Then in the summer we may reach a point lower than the 
lowest point in 1927, from which business will turn up- 
ward to its next peak. If the three-year short cycles, of 
which we have already had two in succession since the 
war, are continued, the next peak will fall in 1929, but 
even short cycles run sometimes for four years, and the 
extreme high point may not come until 1930.” 

Bee an 
Timken Bearing Farnings 

The Timken Roller Bearing Co. earned a net profit of 
$9,500,000 during 1927, according to the testimony of 
W. R. Timken, vice-president of the company, in the Fry 
estate hearings. This would be equivalent to $7.91 a 
share, against a profit of $8,474,103, or $7.05 a share, 
earned in 1926. 


————— 


To Market Wodack Producis 
KF. L. Rogers & Company, 23-27 South Jefferson street, 
Chicago, have become the selling organization for prod- 
ucts made by the Wodack Electric Tool Corporation, also 
of Chicago. The Rogers organization, which is advertis- 
ing and marketing all Wodack tools, maintains offices 
and complete stecks in Chicago and New York for the 
convenience of distributors. Products of the Wodack cor- 
poration include the electric hand saw in three models, 
the new Wodack combination lock mortiser and router 
and Wodack portable electric drills and grinders. The 
saw has been on the market for more than two years. The 
Wodack corporation, believing that 90 per cent of require- 
ments can be met with the *<-inch drill, is now specializ- 
ing on this size tool. The Wodack corporation is now 
occupying its new plant at 4627 West Huron street, Chi 

cago, where all its products are manufactured. 
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Chart Helps Correct Sales Fault 


This Company Showed Salesmen Graphically Why They Should 


The use of graphic sales charts is of great importance 
in selling an idea to salesmen. The following is an actual 
occurrence that demonstrated the feasibility of the use 
of such charts in elucidating an apparently somewhat in- 
volved idea. 

The chief executive of a company found that the sales 
in four departments were out of balance—that 33°. of 
sales were made from department A, 13° from depart- 
ment B, 24% from department C and 30% from depart- 
ment D. He immediately studied the _ situation. 

An opportunity to in- 


Improve Sales of Items in Departments in Which They Were Weak 


J. J. BERLINER, B. C. S. 


Senior Member of the National Accounting Systems 


of the salesman’s total sales made in that department: 


A B ( D 
Satleamian. DOs Bo... .s cs cow 33% 18% 28% 21% 
Galecman: ING. 2:6 .occicecerds 19% 15% 46% 29% 
SO 48% 6% 18% 28% 
Salesman No. .4..........00608% 48% 10% 16% 26% 
Salesman No: Bis. c 5 dc ccececes 28% 22% 12% 38% 
Salesman No: 6..........06. 14% 10% 16% 60% 
Salesman NO. Te.s.scececncas 45% 10% 30% 15% 
Salesman No. 8'....00:.0 60400 28% 12% 24% 36% 
Salesman No. 9%......c6s6c0se 25% 20% 28% 27% 


These figures were a 





crease the sales in de- 
partments A, B and C 
was not apparent, but it 
was obvious that the 
sales in department D 
should be larger, as ex- 
plained hereafter. 

No analysis of indi- 
vidual salesmen’s_ sales 
had been made at this 
time, but the chief exec- 
utive, realizing that 
salesman’s effort is the 
source of total volume, 
determined to analyze 
the sales of two sales- 
men and compare the 
proportionate sales of 
each with the total aver- ToTAL 
age. He selected the Roet 











revelation. They showed 
a lack of balance that 
was astounding, possi- 
bilities undreamed of. A 
composite of the work 
of the best salesman in 
each department indi- 
cated a possible increase 
of 76° in total business. 
The question to be solved 
was how to make the 
problem clear to the 
salesmen who must be 
influenced. 

As it was apparent 
‘hat figures mean little 
to minds not trained to 
figures, it was decided 
to make a chart, graphi- 
cally presenting the lack 








sales of the two best 
men on the force. 
When the figures were handed to him they appeared 
as follows: 
Dept. Dept. Dept. Dept. 


A B ( D 
ORL SR os cies cn ecres 33% 13% 24% 30% 
salesman INO. B........ 0. ccnus 33% 18% 28% 21% 
Gatesman No. 2.0. 6..4200- 19% 15% 46% 20% 


He at once observed that both of these salesmen were 
selling only about two-thirds of what they should sell 
of department D merchandise in order to equal the total 
average. 

A little further figuring developed the fact that if 
these two salesmen could maintain their sales in de- 
partments where they equaled or exceeded the total 
average and bring their sales up to the total average 
in departments where they were low, salesman No. 1 
would increase his sales 9% and salesman No. 2, 19°. 
This truly was an invitation worth considering, a mark 
worth shooting at, so it was decided to make an analysis 
of sales of other salesmen traveling in analogous terri- 
tory. 

SALESMEN’S RECORDS ANALYZED 

Reports were called for on nine salesmen’s territories. 
The reports when received appeared as follows, the letters 
A, B, C and D in each case representing a department, 
and the figures below each letter showing the percentage 


Chart Used to Show Poor Sales Balance 





of balance in the various 
salesmen’s sales. The 
accompanying chart was the result. 

A careful study of this chart is worth while. The first 
column indicates percentage of total sales made in each 
of the four departments. It is not drawn to scale and 
indicates only percentage. 

Columns 1 to 9 indicate sales of nine salesmen, and 
are drawn to scale. The differences between the lengths 
ot the right hand divisions of the nine columns shows 
the differences between total sales of the nine salesmen. 
The differences in the total volumes of the salesmen may 
be attributed to differences in the size and kind of ter- 
ritory covered. 

It will be noted that 21°, of No. 1’s total sales were 
made on D merchandise, whereas 60° of the sales of 
No. 6 were made on D items. 

No. 1 sold 33°. of A whereas No. 6 sold but 14%. 

Now note the left divisions of columns No. 1 and 6. 
If No. 1 had maintained his sales on A, B and C and 
brought his sales on D up to 30°. of his total sales, he 
would have increased his total sales 9°. 

If No. 6 had maintained his sales on D and increased 
his sales to equal the average on A, B and C, he would 
have increased his total sales 19°. 

The difference between the lengths of the left-hand 
and right-hand divisions of each column indicates the 
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To Increase 


YOUR SALES EFFICIENCY 


AND PROFITS IN 1928 


lhe most satisfactory way to increase your salesmen’s 


incomes is to help them increase their production. 


Consider how much more thoroughly a salesman can 
cover his territory if you back him up by sending 
200 or 300 “assistant salesmen” in catalogue form 
to help him present your goods to the engineers, 
superintendents and purchasing agents whose bus- 


INESS he is soliciting. 


There isn’t a salesman in vour organization who will 
not agree that a good catalogue in the hands of the 
buvers in his territory will enable him to get addi- 
tional business that would mean at least $5.00 o1 


$10.00 per week increase in your profts. 


Wr '4.0O0 per weer to what 


ad LHNCCSTIUNE n the salary and traveling 


ach yf your road salesmen, VOu can give 


ach of them the 200 or 300 assistant 


De 


Now that you have reviewed 1927 and are planning for increasing 
your sales efficiency and profits in 1928, we suggest your consid- 
eration of the following: 


\nd this would mean a brand new catalogue ever) 


hve or six years. You can have representation 


through 2,000 or 3,000 catalogues of the fnest quality 
for a fraction oO; the cost 


of adding even one man to 


‘our road force. 


You can have the catalogues at work for you this 
Summer if vou take prompt action. During the past 
six weeks we have received orders for mill suppl 


catalogues from jobbers located in 


GEORGIA MINNESOTA Oui0 


ILLINOIS NEBRASKA PENNSYLVANIA 
lowa New York SOUTH CAROLINA 
KENTUCKY NortTH CAROLINA “TENNESSEI 


WISCONSIN 
With easy cooperation on the part of these 
jobbers, their catalogues will be at work for them 
this Summer. You can have the same sort of service 
on the Donnelley Unit Selection Plan. 


It will cost you nothing to let us make a survey of your indi- 
vidual requirements for quotation at your office. 
of course. 


No obligation, 


R. R. DONNELLEY & SONS COMPANY : CHICAGO 


Builders of Mill Supply Catalogues Since 1904 
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amount that each salesman would increase his sales if he 
maintained his percentage on sales in those departments 
in which he was up to or ahead of the average, and in 
creased his sales of items in other departments to equal 
the total average percentage of sales in those depart- 
ments. 

This chart may add nothing to the information of the 
man who has facility in reading figures, but to the sales- 
man who has not, it is very illuminating. He views it 
from an entirely different angle and it awakens in his 
mind an interest which figures never would. 

This chart was submitted to the nine salesmen whose 
figures were used, and it has been successful in stimu- 
lating them to push those lines which they had hitherto 
neslected to a certain extent. 

Numerals were used instead of names so that no sales- 
man would be able to more than guess which column rep- 
resented his sales. A decision to do this was in accord 
with the house policy. 

An interesting incident occurred during the explana- 
tion of the chart that brought out clearly the effect it 
had upon the minds of the salesmen. One of them, after 
studying the chart for a tew minutes, said to the execu- 
tive who was conducting the meeting, “I notice that 
60°, of the sales of No. 6 were made on D and that his 
sales in the other three departments are very small. 
Does it occur to you that No. 6 concentrates on D?” 

“Tt i8 does,” 
that’s exactly what we want to avoid. 
him to devote less energy to D, but we do want him to 
devote more to A, B and C. In concentrating on D, he 
neglects his opportunities on A, B and C. 

“When we employ a salesman and assign to him a ter- 
ritory, we place in his hands an opportunity. Although 
we hand that opportunity to him, it still belongs to us. 
We cannot surrender our interest. 


obvious he replied the executive, “and 


We do not want 


“There is a certain crop to be gathered in each terri- 
tory. The crop is ours. We are willing to pay to have 
it picked, but we must be sure that it is picked clean. 

“Salesman No. 6 has done good work in picking D 
merchandise. He has done poor work in picking A, B 
and C crop. Jf he admits this, it may be necessary for 
A, B and C.” 

Then directing his attention to the salesman who had 
provoked the retort, he asked, “How would you feel if 
we put a specialist on your territory to pick the crops 
where you do not pick clean?” 

“T wouldn’t like it,”” was the reply. 

The executive, again referring to the chart, then said: 
“These columns indicate something more than volume 


us to put a specialist to work on 


sold—they indicate profits earned by salesmen. As you 
all sell on commission, increased sales mean increased 
compensation. When you increase your sales 9°, or 
19°, , you increase your income 9°, or 19°-.” 


It was not a new idea, not a new argument, but pre- 
sented in a new way it drove home the point the exec- 
utive wanted to make. 
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S. K. F. Industries Exhibit 

Transmission equipment of all kinds will be the prin- 
cipal feature of the exhibit of S. K. F. Industries, Inc., 
at the Third Annual Chicago Power Show, which will be 
held in the Coliseum, Chicago, February 14th to 18th. 
Novel mechanical devices will be used to show operation 
of the company’s ball and roller bearings under condi- 
tions far from ideal. The booths, 38 and 39, will have a 
scenic background, while a large Neon sign with the 
S. K. F. letters will illuminate the booth, and flashing 
colored lamps will focus attention on a large painting of 
the flags under which S. K. F. bearings are sold and serv- 


05 


ice rendered. R. H. DeMott, D. W. McAllen, W. BE. 
Mellroy, R. C. Byler, J. B. Castino, A. Alven, W. I 
Pusey, P. A. Carlson, H. A. Gumm and R. Unger will rep- 
resent the company at the booth. 
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CHICAGO POWER EXPOSITION 


Third Annual Show and Third Annual Midwest Power 
Conference to be Held this Month 

The third annual Midwest Power Conference will be 
held in the Stevens hotel, Chicago, February 14th to 17th, 
inclusive. From February 14th to 18th, the Third An- 
nual Chicago Power Show, held under the auspices of 
the Midwest Engineering and Power Exposition, will be 
staged in the Coliseum, Chicago. 


4 
» 
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At the power show $1,500,000 worth of power ma- 
chinery and appliances will be on display. Approximately 
260 manufacturers, many of them prominently identified 
with the mill supply trade, will have exhibits. Every 
foot of has been taken, it is said. It is 
estimated that 60,000 visitors will see the products on 
display. Everything of interest to the engineer, from 
the latest method of coal burning and the newest method 
of water softening and cleansing, to the most economical 
means of transporting material and the latest develop- 
ments in handling high steam pressure, as exemplified in 
the great utility plants, will be available for study. Many 
unique and extensive operating exhibits are planned. 


floor space 


The Midwest Power Conference is sponsored by the 
local sectional and regional divisions of nine large en- 
gineering societies. Specific topics of wide interest will 
be discussed at each of the seven sessions of the con- 
ference. With the idea of emphasizing the “human” 
aspects of power and picturing the vital part played by 
machinery in the advancement of civilization, arrange- 
ments have been made for nationally known lay speakers 
to appear with leaders of the power field on the pro- 
gramme. These include Glenn Frank, president of the 
University of Wisconsin, and Mrs. J. D. Sherman, Wash- 
ington, D. C., president of the 
Women’s Clubs. 


General Federation otf 
One feature of the programme will be a 
trip of inspection to the great sewage disposal plant of 
the sanitary district of Chicago, which is nearing com- 
pletion. The annual banquet will be held Wednesday 
evening, February 15th, in the Stevens hotel. 

capi, 


Atkins Broadcasts Weekly 
E. C. Atkins & Co., Indianapolis, is now broadcasting 
a weekly programme from Station WFBM, Indianapolis, 
on a frequency of 1090 kilocycles. The company is “on 
the air’ with its programme each Thursday evening from 
6:30 to 7:30 o'clock central standard time. 


‘ 
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Industrial Truck Shipments 

December shipments of electrical industrial trucks and 
tractors, as reported to the department of commerce by 
the nine leading manufacturers in the industry, were 96, 
compared with 98 in November and 118 in December, 
1926. Shipments for the year 1927 totaled 1,259, com- 
pared with 1,415 in 1926. Domestic shipments of trac- 
tors during 1927 were 135, while there were 994 domes- 
tic shipments of all other types, and 130 for export. 
Domestic shipments of tractors during 1926 were 190, 
with 1,127 domestic shipments of all other types. and 9&8 
for export. 
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reproductions from booklet 
shown at right. It has 
caused favorable comment. 
Send for a copy now! 
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BOLT CLIPPERS — NUT SPLITTERS 
CHAIN CUTTERS — WIRE CUTTERS 


Porter tools cover a far wider range of cut- 
ting operations than the names—bolt cutter, 
nut splitter, etc.—indicate. And their use 
spreads to all trades where metal must be cut. 
Garages find them very handy and speedy on 
a nut, bolt or rod removal, machine shops 
carry them in tool ‘cribs’ for use on all small 
stock, construction men save costly labor 
cutting rib rods by using Porter cutters, elec- 
trical workers avoid labor and lost time by 
using them when cutting cables, etc., and 
steam and electric 
railroads find them 
almost indispens- 
able. Shippers, 
Plumbers and car- 
penters use them 
for cutting project- 
ing metals and 
nails. 


They cost little, but 
what gluttons they 
are for hard work. 
And the price is re- 
markably low. Ask ae : 
your hardware and *% CO ee 
mill supply dealer. ae. cl 


H. K. PORTER, INc. 


EVERETT, MASS., U. S. A. 
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Plan Series of Regional Meetings 
First Session of Manufacturers, Distributors and Salesmen of Power 
Transmission Equipment to be Held in Philadelphia, February 3rd 


The first of a series of regional meetings of manu- 
facturers and distributors of power transmission equip- 
ment, supplies and accessories and their salesmen will be 
held Friday evening, February 3rd, in the Poor Richard 
club, 1319 Locust street, Philadelphia, at 6:30 o’clock, 
according to announcement made from headquarters of 
the Power Transmission Association. The session will be 
accompanied by a dinner, and will follow a meeting, 
earlier in the day, of the executive committee of the asso- 
ciation. The Philadelphia meeting will be followed by 
regional sessions in New England, Detroit, Chicago, 
Cleveland, and at other points. 

The association expects these regional meetings to be 
very helpful since they will bring the manufacturer 
making power transmission equipment and the supply 
house distributing it and their sales forces together for 
discussions that should react to the benefit of all. It is 
expected that every company which is selling power 
transmission equipment and accessories in Philadelphia 
and vicinity will be well represented at the meeting in 
that city. 

It is proposed to explain fully the purposes of the asso- 
ciation, the advertising campaign and the service ren- 
dered to power users. Representatives of the mer- 
chandising advisory committee and the board of advisory 
engineers will be on hand to tell something about their 
particular activities. The idea of these meetings is to 
fully acquaint the sales organizations with what the asso- 
ciation is doing and to back up the advertising pro- 
gramme with careful merchandising effort on the part of 
all those in the field. The association programme con- 
templates thorough attention to merchandising, including 
the instruction of distributors’ salesmen. 

TWO NEW MEMBERS OF ADVISORY ENGINEER BOARD 

Since the annual meeting of the association in Decem- 
ber, Irving Warner, Charles Warner Company, Wilming- 
ton, Del., and FE. FE. Remington, Ford Motor Company, 
Detroit, have been added to the membership of the board 
of advisory engineers. Additional members of the board 
are desired from the following industries: Iron and steel, 
cement, clay products, flour mill and grain, furniture and 
wood working, coal mining, gas manufacture, stone work- 
ingr, food products, glass, dairy products, publishing and 
meat packing. Several sugyestions were made at the 
December meeting of the board as to men to be appointed 
to represent these industries. 

The complete makeup of the board of advisory en- 
yvineers to date is as follows: William Staniar, E. I., du 
Pont de Nemours & Co., Wilmington, Del., chairman; 
Robert W. Drake, International Harvester Co., Chicago; 
Kk. W. Zimmerman, Brown-Lipe-Chapin Co., Svracuse, 
N. Y.; John H. Damon, Plymouth Cordage Co., North 
Plymouth, Mass.; F. G. Cobb, The Arkwrights, Inc., Lan- 
caster, S. C.; Winthrop B. Wood, Joseph Bancroft & Sons 
Co., Wilmington, Del.; O. G. Murphy, West Point Mfg. 
Co., Shawmut, Ala.; Donald A. Hampson, Morgans & 
Wilcox Mfg. Co., Middletown, N. Y.: K. D. Hamilton, 
George E. Keith Co., Brockton, Mass.; W. F. Schaphorst, 
lsundries and construction engineer, Newark, N. J.; E. R. 
Stall, J. KE. Sirrine & Co., Greenville, S. C.; Walter E. 
Taft, Brown Co., Berlin, N. H.: David L. 


Trax, Gypsy 
Oil Co., Tulsa, Okla.; Walter C. 


Beckjord, American 


Light & Traction Co., New York, representing American 
Gas Association; H. D. Fisher, The New Haven Pulp & 
Board Co., New Haven, Conn.; H. C. Farrell, United Shoe 
Machinery Corp., Beverly, Mass.; S. S. Ingman, South- 
eastern Contracting Corporation, Savannah, Ga.; M. M. 
Fitshugh, Newport News Shipbuilding & Dry Dock Co., 
Newport News, Va.; L. W. Robert, Jr., Robert & Com- 
pany, Inc., Atlanta; F. T. Brooks, Philadelphia Suburban 
Counties Gas & Electric Co., representing National Elec- 
tric Light Association; Irving Warner, Charles Warner 
Company, Wilmington, Del.; E. E. Remington, Ford 
Motor Company, Detroit, and the following three repre- 
sentatives of the National Electric Manufacturers’ Asso- 
ciation: L. F. Adams, General Electric Co., Schenectady. 
N. Y.; L. L. Goding, Wagner Electric Company, St. 
Louis; R. W. Owens, Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa. 

Chapters and sections of the proposed handbook on 
power transmission, as outlined and tentatively approved 
at the December meeting of the board of advisory en- 
yineers, are to be submitted by mail to all members of 
the board not present at the meeting. As soon as they 
have been approved finally, with all additions and changes, 
they will be assigned to different members of the board 
or other authorities for preparation. It is hoped to have 
editorial work done and publication under way before the 
end of 1928. 

MEMBERS CO-OPERATING IN ADVERTISING PROGRAMME 

The “News Letter” of the Power Transmission Asso- 
ciation for January 16th states that 1927 surveys were 
being printed at that time and asks how many copies 
each member would need to provide every executive and 
branch manager with one. 

“Members are co-operating splendidly,” states the 
“News Letter” with reference to the 1928 advertising 
campaign. “This constructive recommendation of Mr. 
French’s merchandising advisory committee went over 
big at the annual meeting, and at least 15 business papers 
will carry a constructive association campaign, due to the 
coordination and contribution by advertising members of 
use of their space in these media at various times 
throughout the year. 

“Mr. Roy C. Moore, chairman of the advertising sub- 
committee, desires suggestions for copy and will ap- 
preciate all members sending their advertising schedules 
to the secretary so that the association schedule may be 
definitely laid out.” 

Calling attention to the first ad, which appeared in a 
number of publications in January, the “News Letter” 
asks members to give the association ideas for future 
ads “which will make the message effective and awaken 
power users to thinking about their mechanical power 
transmission problems, and make them desirous of driv- 
ing right, in the most efficient and economical way.” 
Members are also urged to use the “Drive Right” em- 
blem in their publication advertising, direct mail litera- 
ture, letterheads, etc., and to put copies of the booklet 
“Drive Right” in the hands of power users through their 
salesmen and distributors. These booklets are provided 
members at a nominal cost. with the name of the com- 
pany printed on it. 

The association has also issued a statement for pub- 






































lication under the caption: “Profits in Prospect tor Users 
of Power Transmission Equipment.” The statement is 
as follows: 

TO PROMOTE ECONOMICAL DISTRIBUTION OF POWER 

“During the past few months there has been a great 
deal of talk and discussion about profitless prosperity. 
This may or may not have been true in all cases. Cer- 
tainly with the present close margins it has given us 
cause for exercising a lot of gray matter to find the 
causes and effects. 

“If the grand old barometer of supply and demand is 
to continue to hold forth, it is going to become more and 
more a necessity that every angle of manufacture be 
brought under the spotlight for a thorough examination 
to determine whether or not that particular phase is an 
efficient producer or a load to be borne by the other 
elements entering production. 

“Nearly every article of manufacture requires power 
to operate machinery for the various steps of production. 
It may be that some of the profits manufacturers are 
missing are in preventable power losses. Perhaps it may 
be in just this angle of manufacture that investigation 
would prove beneficial. 

“The manufacturers of power transmission have or- 
ganized to render an impartial constructive service to the 
users of power equipment. That there is a distinct need 
for just such a service has been proved by the willingness 
of manufacturers to lay their problems before the board 
of advisory engineers. One plant found that preventable 
application losses varying from 10%. to 30, 
duced to a minimum of 3% to 4. 

“The Power Transmission Association, composed of 
manufacturers of mechanical power transmission, has 
sensed the great need for assistance to power users, and 
is organized to promote the most efficient and economical 
distribution of power. It is collecting data based on plant 
records. It favors no particular drive. It is unalterably 
committed to the correct drive in the right place, and 
places all its resources at the disposal of power users. 

“To give manufacturers an idea of the scope and pos- 
sibilities of securing valuable assistance we give a list of 


were fFe- 


the industries that are lending engineering assistance as 
follows: High explosives, paint and varnish, agricultural 
machinery, cordage, printing, machinery, shoes, laundry 
machinery, electric railway, oil, gas production, paper 
and board production, lumber, shipbuilding, textile, the 
manufacture of electricity, the manufacture of electrical 
machinery, and the automotive industry.” 


FEWER STEEL LOCKER SIZES? 


Locker Manufacturers’ Association Reported Making 
Progress Toward Simplification 
Considerable progress toward standardization of steel 
locker sizes by the Locker Manufacturers’ Association is 
reported. The committee on simplification and stand- 
ardization appointed by the association found that the 


companies represented in the association were selling 67 
different sizes of lockers and that sales of 23 of the sizes 
totaled less than three-quarters of one per cent of the 


volume of lockers sold. It was found that 20 sizes repre- 
sent 90 per cent of total locker sales: 24 


sizes represent 
9.26 per cent and 23 


sizes represent .74 per cent. 

The association, as a result of these findings, forward- 
ed resolutions to the division of simplified practice of the 
United States Department of Commerce, advocating the 
addition and omission of various sizes of different type 
lockers as found in Simplified Practice Recommendation 
No. 35, published by the government in April, 1925. <A 
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meeting was arranged by the association, in co-operation 
with the department of commerce, which was held in 
Chicago December 13th last, and which was attended by 
representatives of the department of commerce, the asso- 
ciation, manufacturers not members of the association 
and users of steel lockers. The recommendations of the 
Locker Manufacturers’ Association as to revision of 
Simplified Practice Recommendation No. 35 were ac- 
cepted unanimously. H. R. Colwell, representing the de- 
partment of commerce, advised that the department 
would immediately make a preliminary draft of the new 
recommendations and submit it to the committee for 
verification. Following approval of the preliminary 
draft, the new recommendations will be submitted to 
various factors in the industry for approval, and there- 
after will be published. 

“The material benefits which can result through the 
elimination of the tremendous waste involved in the 
carrying of stock and in the dissipating of manufactur- 
ing energy on so many locker sizes for which there is 
no real need and but little demand are, of course, appar- 
ent,” states The Lyon Standard, house organ of the Lyon 
Metallic Mfg. Co., one of the members of the association. 

“Many of the problems of the locker manufacturers 
can be greatly reduced through the standardization of 
methods. And, through concerted publicity action the 
locker users can be shown that these benefits are mutual, 
the benefits to the users being reflected in an improved 
product, in tested and approved methods of installation 
and in better service.” 

The Locker Manufacturers’ Association was organized 
in Chicago April 26th, 1927. Members of the organiza- 
tion are: All-Steel Equip. Co., Aurora Steel Products 
Co., Lyon Metallic Mfg. Co., and Durabilt Steel Locker 
Co., all of Aurora, Ill.; Durand Steel Locker Co., Chi- 
cago Heights, Ill., and the Berger Mfg. Co., Canton, 
Ohio. F.S. Waters, Lyon Metallic Mfg. Co., is chairman 
of the association, and John Knell, All-Steel Equip. Co., 
vice-chairman. Headquarters of the association are at 
228 North La Salle street, Chicago, where A. Ferry and 
H. L. Dawson serve as secretaries of the organization. 
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CARE IN ORDERING FITTINGS 


Nalworth Company Advises Caution to Avoid Confusion 
Because of the New Standards 

In order to guard against the possibility of confusion 
in connection with the adoption of the new tentative 
American Steel Flanged Fittings Standards, which man- 
ufacturers of steel fittings agreed would supersede all 
others on January Ist this year, the Walworth Company 
has prepared the following publicity: 

“Attention is directed to the fact that some sizes in 
the various pressures are so changed that they will not 
match fittings previously furnished. In sizes from six 
inches down, nearly every fitting has been altered in 
some particular since steel standards were first intro- 
duced. The new changes in the flange standards, in some 
instances, involve the drilling templates, flange diame- 
ters, flange thicknesses and center to face dimensions. 
In other cases, the changes are less important. 

“Users of steel flange material are urged to exercise 
extreme caution in ordering fittings for 250, 400, 600, 900 
and 1350 pounds working steam pressures. The new 
standards should be used, if possible; otherwise, sketches 
should be attached to the orders or complete descriptions 
of the fittings required should be supplied. A copy of 
the A. E. S. C. tentative specification B 16e—1927 may 
be obtained from the American Society of Mechanical 
Engineers, New York City, and its use is urged.” 
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Portable Electric Tools 
‘With the Pistol Grip and Trigger Switch” 





Brockway Motor Truck Corp., Cortland, N. Y. 
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A special rig de- 
veloped at the 
Brockway Motor 
Truck Corporation 
for bolting brake 
drums to wheels. 
A Black & Decker 
No. 4 Electric 
Socket Wrench 
runs the nuts up 
in a fraction of the 
time formerly re- 


Brockway truck 
frames are tough. 
Note the special 
“old man’”’ used 
in connection 
with a Black & 
Decker Drill for 
installing bum- 
per brackets. 





In the body department Black & Decker Port- 

able Electric Drills of various sizes are used. 

The illustration shows the Black & Decker No. 2 

Electric Screw Driver running down 4-inch 
screws. 















Black & Decker Electric Tools are ‘“‘all over the 
place.”’ In this case the photographer happened to 
get two of them being used at one time. 





The efficiency of the tools themselves and their long life, plus the service 
facilities provided by this company, make 


them ideal production tools. 





Black & Decker Mfg. Co., Limited, Toronto, Ontario 


TOWSON, MD., U. S. 


The BLACK &* DECKER MFG. CO. 


A. 
Black & Decker, Limited, Slough, Bucks, England 





BOSTON NE 
BUFFALO PH 





Branch Offices with Service Stations in 


ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEATTLE 
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A JOBBER IS KNOWN BY THE | 
QUALITY OF HIS MERCHANDISE | 
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dising and Advertising support Jobbers of the 
Ford Chain Block Line.’ 
| a ° 


FORD CHAIN BLOCK CO. PHILA..PA. 
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Bonney *CV Chrome Vanadium 
Wrenches are put up in sets for almost 
every class of work, as illustrated. 
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BONNEY No. 20 MINIATURE SET 
$ 


v 
3.15 
— 


BONNEY SOCKET SET No. R 
©97 


$27.50 


Bonney Forge €% Tool Works 
Allentown, Pa. 

Makers of Special Service Wrenches of Chrome Vana- 
dium, Carbon Steel Drop Forged Wrenches, Pipe 
Wrenches, Vises and Drop Forgings and the 
Bonney Rim Tool. 


*CV is a Bonney 
trademark register- 
ed in the U.S.Patent 


ice. 
Chrome Vanadium 


Registered August BONNEY SOCKET SET No. W 
11, 1925 $19.00 


When writing to Advertisers please mention Mitt Supp ies 








Steel Rim 
Pulleys 


The first steel-plate-face pulley 
ever built was trade-marked 
‘““Medart’’. Today, including 
cones and drums, Medart Steel- 
rim Pulleys are furnished in’sizes 
up to 16-ft. diameter by 50-in. 
face. 


The Medart line includes every- 
thing required in the mechanical 
transmission of power. Speaking 
of pulleys alone:—The Medart 
family includes five distinctly 
different types—a 100% pulley 
service. Shipments, prompt. 


MANUFACTURERS OF 
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Juirned & Polished 
Steel Shafting 


Every inch of Medart Steel Shaft- 
ing is actually turned from spe- 
cial steel, straightened, and then 
polished in automatic or semi- 
automatic machines specially de- 
signed by Medart engineers for this 
purpose. Result:—Shafting that is 
particularly straight from end to 
end of bar, accurate in diameter 
and collar-gauged sized. Ideally 
adapted to machining or key-seat- 
ing without permanent distortion 
or impairment of strength, because 
turning cannot possibly affect the 
mass or structure of the bar. 


——@—————— 


Get Medart Catalog No. 43 and 
discount sheet — for Everything 
in Line Shafting Equipment and 
Bulletin on Timken - Equipped 
Line of Industrial Applications. 


The Medart Company 
(Formerly Medart Patent Pulley Co.) 
General Office and Works, 

St. Louis, U.S. A. 


Offices in Chicago, Philadelphia. Pittsburgh 
Seattle and New York 


Office and Warchouse Cincinnati, Ohio 


When writing to Advertisers please mention Mirt Suppties 








V-Groove 


Friction Clutches 


Because they combine large start- 
ing capacity with great mechani- 
cal stability, Medart clutches 
actually clutch. Properly 
placed, they will divide and sub- 
divide line shafting equipment 
into units that permit quick con- 
trol of the various departments— 
resulting in many saving con- 
veniences and safety benefits. 


Simply built, easy to adjust, 
positive in action—no springs, 
coils or intricate apparatus em- 
ployed. Right-away shipments, 
of course. 


POWER TRANSMITTING AND KINDRED MACHINERY 
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Black & Decker Acquire Van Dorn 


Van Dorn Electric Tool Co. Bought by The Black & Decker Mfg. 
Co.—Staff and General Activities to Continue as at Present 


Announcement has been made of the acquisition of 
the Van Dorn Electric Tool Co., Cleveland, manufacturer 
of portable electric tools, by The Black & Decker Mfg. 
Co., Towson, Md. Included in the purchase of the Van 





S. Duncan Black 


Dorn company are the factories, complete tool equipment, 
inventories, land and all assets as of date of purchase. 
S. Duncan Black, president of The Black & Decker 
Mfg. Co., states that there will be no changes in personnel 
or general activities of the two organizations. Van Dorn 
electric tools of the same styles and designs will be manu- 
factured in the Cleveland plant as heretofore, having the 
same Van Dorn identity as in the past, and will be 


tributing organization, and 
its activities in the same way as in the past. 


Van 


ach company will continue 


Franklin K. Schneider will continue as president of the 
Dorn Electric Tool Co., and F. H. Zulauf will be 


A. G. Deckei 


manager, and O. C. 
Lyman Bellows is sales pro- 


vice-president and general sales 
Kiehne, secretary-treasurer. 
motion manager. 

The Black & Decker Mfg. Co., incorporated in 1910, 
under the laws of Maryland, has specialized in the manu- 
facture and marketing of portable electric drills and other 
associated tools, and, has, since its inception, been closely 
identified with both the industrial and automotive trades. 








Van Dorn Executives. 
treasurer; F. K. 


Left to right 
Schneider, president; F. 


marketed through the existing Van Dorn sales organiza- 
tion and distributors. Neither will there be any changes 
in the Black & Decker line of products, or sales and dis- 


-—Lyman Bellows, sales promotion manager; O. C. 


H. Zulanf, 


Kiehne, secretary- 


vice-president and general sales manager. 


The company originally designed an electric drill for the 
requirements of the garage and service station, and has 
since that time greatly expanded its line to include many 
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The new 


GRABLER 
“COSTALOG” 








+++. a reference guide 


in pipe fittings. 


HE latest edition of the 
Grabler (¢ ostalog is a Vveri- 


table storehouse of valuable 


and helpful information on | ae ae 





pipe fittings. 


In compact, get-at-able form 
this handy desk book gives 
you sizes, weights and 
costs on every item in the 

complete line of Square Consider the convenience of 
“Gee” Pipe Fittings. having this litthe encyclopaedia of 
fitting information in your desk 


drawer ready for quick refercnee. 


The handy coupon in the corner is for 
your convenience. Jotdown yourname and 
address, mail today, and your copy of the 
new Costalog will come toyouinan early mail. 
The GRABLER MANUFACTURING COMPANY 
and its subsidiary GRABLER-REPUBLIC Incorporated 
Cc LEV ELAN OD ee O HI oO 


New York -- Chicago +. San Francisco -- Los -tngeles 


ug 


fae a ea an en en a aan ane 17: 











1 THE GRABLER MFG. CO. ' 

i Cleveland, Ohio ] 

S i Send me a copy of the new Crabler “Costalos” ] 

P;, E a ! Vame | 
Per Try Addres: 1 
GS i City State ! 
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types of electric tools for both industrial and automotive 


use. Its products are distributed by mill supply distribu- 
tors and jobbers of automotive supplies throughout the 


country. 


The Van Dorn Electric Tool Co. has designed and built 


a line of electric drills, electric reamers and other similar 


tools of a highly specialized class to meet the demands of 
large industrial enterprises, such as automobile factories, 
Its products 
have been sold to this trade through machinery and mill 
supply distributors, in conjunction with the work of Van 
Dorn engineers in the field. 

“The bringing together of these two interests, who 
have been specializing in their respective fields, will re- 


shipyards, locomotive shops, car shops, etc. 





T he Van Dorn Plant 


ult in a close-knit organization capable of serving the 
automotive and industrial fields with complete and high 
auality lines of electric tools,” Mr. Black stated. 

The Black & Decker Mfg. Co., whose administrative 
offices and production plants are in Towson, Md., have 
branches in 17 cities in the United States and Canada, a 
varehousing and distributing plant on the Pacific Coast, 

manufacturing plant in Canada, and a_ subsidiary, 
Black & Decker, Limited, of Slough, Bucks, England. 
The latter organization is a sales headquarters and dis- 
tributing organization for Great Britain and continental 
Kurope. Col. W. V. Franklin, D.S.C., is managing di- 
rector of the English company. 

A. G. Decker is vice-president and general manager of 
The Black & Decker Mfg. Co.; R. W. 
manager, and W. C. 


Procter is sales 


Allen is sales supervisor. 


WILLARD AND GOODWIN SPOKE 


Leather Belting Club of Chicago Heard Very Interesting 
Talks at January Meeting 

The Leather Belting Club of Chicago had as its guests 
and speakers at a luncheon in the Chicago Athletic As- 

ciation Tuesday, January 10th, F. H. Willard, presi- 
dent, Graton & Knight Co., Worcester, Mass., and also 
president of the newly formed American Leather Belting 
Association, and William L. Goodwin, of the firm of 
Goodwin, Nicholas & Morton, New York, merchandising 
ounsellors. 

Mr. Willard spoke of the good will evidenced at the 
organization meeting of the American Leather Belting 
\ssociation, held in New York in December. He said 
that he believed leather belting manufacturers had now 
done something to carry the industry onto a better level 
than it had ever attained before. Mr. Willard outlined 
the purposes of the association and the benefits that 
should accrue to members, and said that approximately 
80 per cent of manufacturers producing leather belting 
are now affiliated with the new association. Members of 
the Philadelphia Leather Belting Club have gone into 
the American Leather Belting Association 100 per cent, 
hie aid, and he called attention to the fact that the 
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National Association of Leather Belting Manufacturers 
and the Leather Belting Exchange had voted to disband. 
Most of the members of these two groups are affiliated 
with the American Leather Belting Association. 

Mr. Goodwin said that business in the past has been 
a sport, not a business. Government figures show, he said, 
that out of 280,000 business organizations only about 
10,000 are really successful. There are thousands of 
concerns who have not learned that the one object of 
being in business is to make the maximum amount of 
money on invested capital with the least possible effort. 

The effects of the New York meeting of the American 
Leather Belting Association will be felt in the belting 
industry for the next 20 years, he said, and declared 
that the idea of one organization in the industry is a 
great thing. 

Business is a tug of war, Mr. Goodwin said. You can’t 
pull it very far over the line, but what the other fellow 
will pull it back. Profits are getting narrower all the 
time, and the man who is to survive in business for the 
next 15 vears will have to “know his onions.” The tug 
of war is narrowed down to the point where the man who 
can move the rope half an inch will be successful. The 
small business man must learn that he has a place in 
business, but that he has to sell his goods at the same 
price or very close to that of his large competitor. The 
big business cannot come in and take the other fellow’s 
business on a price basis. If he doesn’t make money, 
he’ll have to pass out of the picture. The first considera- 
tion of every man in business should be to preserve his 
own business, getting a profit out of each transaction. 
The second consideration should be to propagate and ex- 
pand, but not if it’s going to destroy the profits on the 
business he already has. 

> 
Death Again Hits Company 

Twice within a very few months The Dreher-Conklin 
Supply Co., Columbus, Ohio, distributor of plumbing, 
heating and mill supplies, has been robbed of its chief 
executive by death. Phil S. Dreher, president and gen- 
eral manager of the company, died September 25rd last, 
as a result of injuries received in a motor accident near 
Radnor, Ohio. He passed away a few moments after he 
had been removed from underneath his car. Harry F. 
Dreher, who succeeded Phil Dreher as president and 
general manager of the company, died recently, following 
a brief illness, of bronchial pneumonia. He was in his 
{7th vear. Mr. Dreher is survived by his widow, a son, 
his father and a brother. 

- 


Two Associations Formed 


A new assocation of hack saw manufacturers has been 
formed under the name, The Hack Saw Manufacturers’ 
Association of America, with Daniel W. Northrup, presi- 
dent, The Henry G. Thompson & Son Company, New 
Haven, Conn., as president. Other officers are: William 
ix. Cross and Carl G. Davis, vice-presidents, and Phillip 
Rovers, treasurer. The association is now functioning, 
and hopes, through its co-operation with the department 
of commerce, to effect many improvements for the indus- 
try and trade. According to the monthly news bulletin 
of the commercial standards group of the bureau ot 
standards, department of commerce, a simplification pro- 
posal presented at the organization meeting of the asso- 
ciation has been approved and a survey is now under 
way. According to the same authority, manufacturers 
National Welded 


of welded chain have organized the 


Chain Manufecturers’ Association. 
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times during 1927 


thousands of consumers were told of the 





Mill Supply Distributor’s Importance by 
THE REPUBLIC RUBBER COMPANY 


Eight times in one year ! 
Republic did for distributors of Mill Supplies what 


Mill Supply Distributors had not done for themselves. 


T least eight times Republic will feature the 
distributor's importance this year. 


This plain duty becomes a virtue by comparison. 


Such messages should go to hundreds of thousands 
and will if distributors think well enough of the 
work to cooperate. 


Distributors are not called upon to share in this ex- 
pense, nor, to assist in the work, —all distributors 
need to do is support a source of supply with a 
proven desire to assist them. 


For details, write to 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 


1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
Molded Goods Lathe Cut Goods ing the requirements of the trade solicited. 
2 A quality of product uniformly good 

* and capable of delivering service re- 
sults that should reasonably be expected. 











A Belting Hose Packing 





3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 





4 Freedom from competition from his 
* source of supply, either direct or in- 
direct, among the trade covered by his day en ee Te 
to day solicitation. 





5 Selling helps of reasonable amounts 
* sothat his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 
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You Pass Up Business Ideas? 


Failure of Some Company Executives to Consider Suggestions Offered 
by Interested Younger Employes Often Leads to Bad Results 


FRED COUNTERMAN 


It is a commonplace thought 
becomes a failure just 
away in waste. 


that many a _ business 
because of the profits thrown 
Less commonplace but just as true is 
the statement that many a business fails because of the 
ideas thrown away or rejected the the 
company. 


by head of 

When Napoleon was emperor of France, Robert Fulton, 
the inventor of the steamboat, visited 
view to interesting the government 
invention. 


France with a 
in using his great 
He presented ideas for a vessel to be pro- 
pelled by steam and also for a submersible vessel which 
should destroy enemy ships by using some sort of bomb 
or torpedo. 

Napoleon, who knew every last minute detail of 
equipment on land, from the smallest bolt in a cannon 
carriage to the number of loaves a field kitchen should 
turn out, was an amateur in naval matters. He was 
loth to venture in fields where experience and training 
had not besyotten that confidence which was the basis of 
his success. He investigated Fulton’s propositions and 
turned them down with the “The man is a 
charlatan.” And that was in a day when the emperor 
was searching high and low for any practical means that 
might aid him in promoting a successful 
England! 


war 


decision, 


war against 
This is not an unusual instance of opportunity lost 
because of some apparently trivial decision against a 
idea. History many such 
the means of success being offered to governments as 
well as to individuals and being refused. Political causes, 
battles, kingdoms have been lost because of the rejection 
of some apparently unimportant idea. 
“For want of a nail the shoe was lost: 
For want of a shoe the horse was lost; 
For want of a horse the rider was lost, 
And all for the want of a horseshoe nail.” 
Kven in this day when ideas seem to be at a premium, 


suggested records cases of 


there is at times a surprising carelessness in rejecting 
untried suggestions. 

It is related that when John H. Patterson, founder of 
the National Cash Register Company, was a toll collector 
on an Ohio canal, he made to his employers a suggestion 
for the betterment of their business. 
business and we'll mind ours,” 


“Mind your own 
was the only response. It 
is to be hoped that the man who made that response to 
an employe’s initiative lived to see the real calibre of 
the man whose ideas he had rejected. 

HIS ONLY JOB TO SELL? 

Printers’ Ink recently told of a young salesman who 
suggested to his sales manager that he believed it would 
be possible to improve the product he was selling. He 
cited his college work in chemistry as authority for his 
idea. “Our job is to sell,” returned the sales 
“Let the factory attend to that part of the 
you want to stir up a hornet’s nest, just go meddling with 
the chief chemist of this outfit. What 
the status of your sales quota.” 


manager. 


I want to know is 


There was also told the instance of a young salesman 
that a different and 
servicing purchases would be 


Whose sugyestion more complete 


system of ndvantageous, 





work. If 


brought from the sales manager a telegram: “If you'll 
spend as much time selling as servicing, you'll have no 
cause for complaint about business.” 

Business executives of seasoned experience usually 
believe implicitly in the soundness of their methods. 
They have arrived at certain policies and systems after 
trying out many plans that have failed. Some are in- 
clined to assume that perfection has been achieved. or 
at least that the voungsters of the force can add nothing 
to the wisdom of the older heads. 

Young ideas, brought forth by untried minds, often 
are of doubtful value. Perhaps we might admit that they 
are seldom of any practical use. And yet most of the 
new ideas do come from the younger minds. The young 
fellows are willing to try anything once, and they dis- 
cover the value of many that way. Gerald 
Staniey Lee has that photography has been ad- 
vanced more in ten vears by the blunders of amateurs 
than in forty years by the work of professionals. <A 
prominent radio expert told me recently that much the 
same is true of radio progress. 


ideas in 
said 


A great mass of half-baked ideas must be brought for- 
ward by the young and relatively inexperienced men on 
the force. Ideas occur to them that have occurred to 
scores of others before and that have been demonstrated 
to be impractical. New ideas come up that are so value- 
less as to seem silly to older heads. But now and then 
sound, workable suggestions come, worth trying out and 
sometimes proving of great importance. 

The few sound ideas obtainable from the enthusiastic 
voungsters will not be obtained if 
Make fun of a young salesman’s 
few times, or tell him to stick to his own 
part of the work and leave the big ideas to be thought up 
by the big heads, and that fellow will cease making 
suggestions. He may even cease thinking up new ideas. 
He may evolve an idea he is so sure is good that he will 
take it elsewhere to an employer whose attitude is more 
receptive. 


all suggestions are 
discouraged. sug- 
gestions a 


The making of suggestions, the presenting of ideas 
by emploves to the men higher up, is evidence of real 
interest in the business. A fellow who is merely taking 
care of his job and thinking only of himself and how 
to get along easiest, never evolves any ideas for the good 
of the business. 
thinking. 

worker as 


He does not care enough to 
He does not think enough to become 
well as a handworker. 

It is the man with brains who usually makes 
tions, and he knows enough to realize that if his interest 
in making suggestions is not well received, he is not 
working for the right kind of a company. 

There are many companies which seem to value em- 
ploves’ suggestions. 


do any 


a head- 


sugges- 


They may even put up suggestion 
boxes throughout the plant and give awards for any ideas 
that prove practical and are used. And then some of 
these same companies will, through a thoughtless sales 
manager perhaps, turn down a= salesman’s 
with the declaration, “What want of 

Iivery business man has known of 


suggestion 


we you is orders.” 


Instances wherein 


an idea rejected by one house has been taken to another 
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The , saioan . High Speed 
Drills are the latest development in 
the science of drill-making. 


They are the most efficient Twist 


Drills, both mechanically and 
metallurgically, yet produced. 


THE STANDARD TOOL (0. 


NEW YORK CLEVELAND CHICAGO 






Pre 


Red Shield High Speed Drills 


pin am 


Aneuy, 


“is stamped 


on all our Drills 











Watch Your Protits 




































Our plant has a capacity of seventy million 
pounds of white metals annually, and we carry 
warehouse stock throughout the country. 
Write us for samples and let us tell you of out 
selling plan. 


Grow in 1928 


ARGUS BABBITTS 


Will Increase Your Sales 





ID! SPTRIBUTORS who 
sell this Babbitt for 
the coming year ean be as- 
sured of increased profits, 
as others have done in the 
past year. Weare prepared 
to offer you a selling service 
for your own individual ter- 
ritory. 
Let us show you how to in- 
crease your Babbitt profits 
at no additional cost to you. 














ARGUS SMELTING COMPANY - 393 Seventh Avenue - New York, N. Y. 
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made the basis of a 
is all too common 


and 
Such a situation 


and accepted great 
in the case of book 
publishers who reject volumes that are taken to some 
one else and published with srreat success. Everybody 
of “David Harum’s” repeated re- 
jection and the subsequent sale of half a million copies 
and more when accepted by a more astute publisher. It 
is a case over and over again of “‘The stone the builders 
rejected has become the head of the corner.” 

The help problem is declared to be the great problem 
in many lines of business. Men who are employers claim 
that they cannot find employes who will take a_ real 
interest in the and work hard to make it a 
Some of these same employers will be found 


Success. 


knows of the incident 


business 
success. 
neglecting to do their part in encouraging emploves to 
show that desired interest. 

When a man is interested in the success of the busi- 
ness of which he is a part, he thinks about that business, 
about the way it the processes in- 
volved. The more thinking he does, the mere ideas come 
to him. . He sees methods he thinks might be improved. 
He doesn’t have the attitude that a thing must continue 
to be done in a certain way just because it always has 
I in that way. He is, perhaps, an amateur in 
managrement and for that reason old established systems 
have not 


is managed, about 


een done 


become fetishes. He does not hold them sacred 


and inviolable. 

“We can’t change that because the chief is sold on the 
idea that it is the best method there is and he won't 
listen to anything else.” There is more of that in 


business than there ought to be. 
of it to keep a lot of good from getting a 
hearing, let alone a trial. It may be up to the “chief,” 
but that does not change the situation. It merely makes 
his attitude the measure of the growth and development 
of the 


At least there is enough 


new ideas 


business. 


ARE YOU A “STAND PATTER” IN BUSINESS? 

When the head of a business finds that he is rejecting 
all the suggestions that come to him for changes in 
methods, it is time for him to consider whether he is 
making rejections on a basis of merit or on a basis of 
dislike for anything different. It is natural 
for business men who have reached sixty to cease looking 
for new things. When political 
leader put a presidential campaign on a basis of “‘stand- 
ing pat’ some years ago, he gave an element in a political 
party the nickname of “Stand Patters.”” And the “stand 
patters” in politics or in business have come to be rec- 
ognized as those who resent change and progress and 
stand for what rather than for what might 
better be. 

When the youngsters of the business go up against 
the “stand patters,” the latter may keep the upper hand 
for the moment, but if the youngsters care enough or 
have good enough ideas back of them, they will move 
ahead in some direction and leave the older heads behind. 
The wiser of the elder men are all the time looking for 
and listening to what the young men have 
to say, hoping to find something there worth using, and 
willing to make a trial of what seems plausible. It is 
only in that way that the best of the younger men can 
he held and their energy and enthusiasm harnessed. 

> 
National Ass'n Committee Meeting 
57) 
Graham, Manning, Maxwell & Moore, Inc., New York, 
secretary of the New York Mill Supply Association. All 
of the speakers commented on the benefits to be gained 
in local group associations through distributors becom- 
ing acquainted with one another and understanding each 


new or 


ways of doing one 


has been 


new ideas 


(Continued from Page 





other’s problems. The entire meeting was highly en- 

thusiastic, and those attending believe the benefits de- 

rived from it were manifold. 
American Issues New Application Blanks 

The American Supply and Machinery Manufacturers’ 
Association has sent out with its statement covering dues 
for the coming year, the new membership blank adopted 
by the executive committee, to apply henceforth to all 
members, present and prospective, and has asked mem- 
bers for their signatures. 

“As the primary purpose of our association is founded 
upon co-operation with the distributors in helping to im- 
prove distribution problems, our executive committee was 
unanimous in feeling that no member to whom our as- 
sociation is useful will fail to support us and the dis- 
tributors in the common effort we are now making,” 
stated Robert B. Skinner, Skinner Chuck Co., New Brit- 
ain, Conn., president of the American Association, in the 
letter containing the request. 

The application blank members and prospective mem- 
bers are requested to sign contains the following state- 
ment: “Being desirious of co-operating with the supply 
and machinery distributors of the country in the organ- 
ized effort which they are making for the betterment of 
conditions. we hereto affix our names in application for 
membership. In presenting this application, we go on 
record as stating that our sales policy recognizes the dis- 
tributor as the most efficient and economical method for 
distributing supplies and machinery.” 

Southern Plans More Membership Meetings 

The Southern Supply and Machinery Dealers’ Associa- 
tion was scheduled to resume its series of membership 
meetings begun last November, with a session in Jack- 
sonville, Fla., on January 28th, for members and eligibles 
in that locality. According to Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va., secretary of the associa- 
tion, this meeting will probably be followed by one in 
the Richmond section. During the first two weeks of No- 
vember Secretary Smith made a trip through southern 
territory. District meetings were held in nine cities, and 
as a result of these meetings, and other efforts, ten new 
members were added to the association. 

George Puchta Recuperating at Home 

George Puchta, president, The Queen City Supply Co.., 
Cincinnati, member of the Mill Supply Council and for- 
mer president of The National Supply and Machinery Dis- 
tributors’ Association, has been able to return to his 
home from the Good Samaritan hospital, and is recuper- 
ating from his recent serious illness. It is understood 
that Mr. and Mrs. Puchta will soon leave on a trip to 
South America, during which the former hopes to fully 
regain his former health. 

Council Meets in March 

The next meeting of the Mill Supply Council will be 
held in Cincinnati, March 6th. The principal subject to 
receive attention at that time will be the programme for 
the annual triple mill supply convention, to be held in 
Nashville, May 15th, 16th and 17th. 

ae 


New Warehouse Erected 

The Wichita Falls, Texas, branch of the Morrison Sup- 
ply Company, Fort Worth. which was opened about a 
year and a half ago, has recently made quite a number 
of improvements, including the erection of a new ware- 
house. The company’s office in Wichita Falls has been 
moved to 315 Pecan street. Emploves of the branch 
shared in the annual bonus distributed by the company 
among its employes, which amounted to 10 per cent ot 
the year’s salary. J. B. the 
branch. 


Meissner is manager of 
























































































Four large gear interests—The Van Dorn & Dutton 
Company, Cleveland; Wm. Ganschow Co., Chicago; Faw- 
cus Machine Co., Pittsburgh, and The Ohio Forge Co., 
Cleveland—have merged to form a new corporation, 
Gears & Forgings, Inc. The new organ- 
ization will have headquarters on Wood- 
hill road, Cleveland, with plants in Cleve- 
land, Pittsburgh and Ford City, Pa., Chi- 
cago and Peoria, Ill. 

F. W. Sinram, formerly president and 
general manager of The Van Dorn & 

Dutton Company, heads the new organi- 
zation as president. <A. F. Cooke, 
merly vice-president and general man- 
ager of the Fawcus Machine Co., is first 
vice-president, and managrer of the Faw- 
livision. William Ganschow, for- 
merly president of the Wm. Ganschow 
Co., is second vice-president, and man- 
ager of the Ganschow division. J. M. | 
Clem, founder and former general man- 
ager of The Ohio Forge Co., is third vice- 
president, and manager of The Ohio 
Forge division. S. C. Dalbey, formerly 
of The Ohio Forge Co., is a director and 
secretary-treasurer of the new corpora- 
tion. T. E. Leighton, formerly secretary 
of The Van Dorn & Dutton Company, is 
a director and assistant secretary and treasurer. C. F. 
Goedke, formerly secretary of the William Ganschow 
Company, is a director, and district sales manager, with 
headquarters in Chicago. H. B. Newell, formerly an as- 


for- 


cus ¢ 


President F. 
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Gear Companies in Consolidation 


Van Dorn & Dutton Company, Wm. Ganschow Co., Fawcus Machine Co. 
and Ohio Forge Co. Form New Corporation, Gears & Forgings, Inc. 


gears, ranging from the smallest spur and bevel gears to 
the largest pinions and racks,” reads a statement issued 
by the corporation. ‘As a part of its plan, district sales 
offices will be maintained at logical points of distribu- 
tion throughout the United States.” 

One of the features of the new organi- 
zation, according to a statement by Pres- 
ident Sinram, is capacity at the Van 
Dorn division for a volume of automo- 
tive gears; another, a line of speed re- 
duction units of various types, small to 
the largest. The Ohio Forge division 
affords the new corporation direct control 
of its forgings, from which most of the 
small and many of the medium size gears 
are produced. Forgings will also be sold 
to the trade. 

The Van Dorn & Dutton Company was 
founded in 1897. One of its feature lines 
of gears has been those manufactured 
for use in machine tools. The Wm. Gan- 
schow Co. was organized about 50 years 
ago, and is said to have been the first 
sear manufacturing company in Chicago. 
This company had two plants, one in 
Chicaso and a new one in Peoria. Speed 
reducers and gears for replacement have 
been among the features of this com- 
pany’s line. The Fawcus Machine Company was or- 
ganized in Pittsburgh in 1901, had plants in Pitts- 
burgh and Ford City, and has specialized on large in- 
dustrial gears, herringbone gears and special machin- 


W. Sinvam 








Le ft fo 3 Gil J. M. 


ond Vice-President and Manager of Ganschow 


Clem, Third Vice-President and Manager of Ohio Forge 
Division; A. F. 





Division; William Ganuschow, Sec- 
Cooke, First Vice-President and Manager of 


Faweus Division; H. B. Newell, Director and Chief Engineer. 


sistant to A. F. Cooke in the 
director and chief engineer. 


Fawcus Machine Co., 


“Gears & Forgings, Inc., in its various divisions, will 
» its customers every size and type of industrial 


offer te 


is a 


ery. The Ohio Forge Co. was organized 25 years ago and 
has produced forgings. 

All of the officers and other executives of the new cor- 
poration are well known in the field. 
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EDGCOMB STEEL COMPANY 


/BUTING FOR 


PATENTS PENDING 


JONES & LAUGHLIN STEEL CORPORATION 
COLO Finieneo STEEL Bars 


Kioo DRAWN STEEL COMPANY 
DRL ROD & SPeciat Swares 
VANADIUM-ALLOYS STEEL COMPANY 

Hien SP 


SPEED ALLOY & CARBON STEELS 


WesrT Leecreurc STEEL COMPANY > > > 
HoT & COLO ROLLEO STAMP Steer PHILADELPHIA 


1™ & CAMBRIA STREETS 


r 77 “the finest, strongest 
october 26, 2007 and best Hand Trucks we 
ws dnertonn Feliey comes, have ever used.” 


Philadeiphia, Pa. 


Attention: Mr. D. W. Pedrick 
Gentlemen: 


We wish to advise that we already have, 
in both our Philadelphia and Newark Plants, your 
Two Wheel Pressed Steel Hand Trucks, purchased 
through your Representatives. 


The writer wishes to state that these 
are the finest, strongest and best Hand Trucks 
we have ever used. They have withstood the 
extreme rough usage we have given them and are 
substantially built. 


When we are in need of additional 
Hand Trucks, we shall certainly remember The 
American Pulley Company. 


Yours ruly, 


men Ad ay Oe RI 
Preside 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 
REG. U.S. PATENT OFFICE 


COLD ROLLED FLAT WIRE—ROUND EDGE. 4 TEMPERS, 1000 SIZES—TRY US 


See Next Page 





Trial Offer 


Buy a sample truck, look 
it over and then put it 
to work where you can 

Part of a repeat watch it. If you are not 
satisfied that it is saving 
you money through bet- 
ter service—send it back 
and we will refund the 
purchase price. 


order from one user. 


Know “AMERICANS” » 7 » 


by your own experience 


ID you read the letter on the other side of this page? 
MERI. Cc “AN It is typical of many others which we have received. 


TMANGERS | PULLEYS. No wonder one user after another is swinging over to 


“‘Americans”’ as fast as they get acquainted with the kind 
of service “Americans” give. 


No wonder more and more dealers all over the country 
are preparing to take care promptly of this growing demand 


for these light, extra strong and durable pressed steel* 
trucks. 


Know “Americans” by your own experience. You, too, 


will profit by taking advantage of the unusual trial offer 
shown above. 


PATENTED THE AMERICAN PULLEY COMPANY 


PRESSED STEEL : 
PULLEYS HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 


4200 Wissahickon Ave., Philadelphia 


*Wooden hand grips wi CA 
for comfort. A T sie cre \ 


PATENTS PENDING 
REG. U. S. PATENT OFFICE 
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Dealer Writes on Responsibility 


W. A. Kemmerer, Vice-President and General Manager, The Bitten- 
bender Co., Cites the Importance of Every Employe Accepting It 


W. A. KEMMERER 
Vice-President and General Manager, The Bittenbender Co., Scranton, Pa. 


The organization of a business is the mechanism by 
means of which the plans and orders of its executives are 
carried out. Your organization here, to accomplish re- 
sults for the benefit of the business itself and your per- 
sonal advancement, must be the mechanism to carry out 
all plans and orders of its management. 

It should be the duty of this organization to see that 
every member is prompt in getting to his duties at the 
hour set for him. In fact, every duty 
which you are supposed to perform, 
your organization should 
without hesitation, and where you 
reprimanded for mistakes | it tenbender Co., 


control When W. A. 


are 


Kemmerer, 
dent and general manager of The Bit- 


Scranton, 


with teams or trucks. 

It is surely up to this organization to see that every 
member of it does his work well and prevent discord or 
wrong doing that would disrupt the good intentions for 
service your company should give. 

Please remember that throughout all the ramifications 
of business there exists the elose relationship between 
planning and executing, and to see that your work is 
properly planned and executed is 
most assuredly a proper work for 
your organization, and I would re- 
quest you to assume this responsi- 
bility. 


UiCe-Presi- 


Pa., found 


should be taken in a friendly spirit, 
with the feeling that it is done for 
your own personal advantage. 

After all, modern business appeals 
to men because it offers worth while 
problems for them to solve. The im- 
pelling force in business, as in every 
other profession, is constructive 
imagination. The real business man 
is one who attacks the problem be- 


that certain things in the general con- 
duct of employes needed correction, he 
following article to be 
read ata general 


prepared the 
meeting of the em- 
ployes. Tn the article he laid emphasis 
on the necessity for co-ordination and 


co-operation tnoan 


organization and 


the assumption of 
and the even the 


humblest clerk has for advancement, 


responsibilities: 


opportunitie S that 


Remember execution implies con- 
trol of the store and office organiza- 
tion, control of the financial orygani- 
zation, control of the marketing or- 
ganization. It is the co-ordinating 
element which binds the various ac- 
tivities together and provides a per- 
manent record of results. 


Office and store administration is 








if he has the 
control the 


shoulde rs 


fore him, whatever his official posi- 
tion. The clerk may be attacking 
his problems with the spirit, energy 
and methods characteristic of the 
true professional man, while the 
manager may be in a narrow rut, 
following rules and prejudices. 


and 


busine SS house s. 


that it 


nn ° ° ‘ was h is 
rhe man with a constructive imag- 


ination finds a rich field in office or 
store. But he must first realize that 
the office or store is a positive, not 
a neutral, the 
scheme. 


the article. The 
a distributor of 


ists’, 


factor in business 


makers’ and 


“My greatest office problem,” said 
an office manager, “is inefficiency.” 
Such a statement reflects as much 
negro minister’s exclamation, ‘‘The 
world, brethern, is sin.” 


the 
this 


information as 
trouble with 


Inefficiency is a general term, covering a multitude of 
activities that have missed the mark aimed at. Con- 
structive management attacks the problem of office con- 
trol in a specific way by first segregating each activity, 
and then studying its relationship to all others. 

The general manager, the sales manager and other 
executives responsible for the operation of the plant and 
the distribution of the product stand or fall on their 
ability to capitalize the advantages of location, labor 
supply, organization and the like. 

Upon the oitice manager falls the task of rendering 
that indescribable service which flows from an organi- 
zation where all the activities function smoothly—with 
speed, accuracy and dependableness. He deals with the 
invisible capital of the organization. The organization 
here represented is that invisible capital, and the success 
or fall of this business is dependent on proper function- 
ing of every activity whether it be in the office, store, or 


ability to 
work of 
re spousibilit ies. Mr. 
merer’s article is very meritorious and 
can be read to advantage by evecutives 
and employe s of mill supply and othe) 
Mr. Kemmerer stated 
intention 
cach of his employes with a copy of 
Bittenbender Co. is 
mill, 
contractors’, 
blacksmiths’ 


iron, steel, and heavy hardware. 


growing in complexity every day and 
the old narrow system must either 
be made elastic enough to stretch out 
and cover the new activities, or men 
who fail to measure up to their re- 
sponsibilities will be superseded by 
men, who see the 
function in its true 


OVYGANILZE 
others, and 


Kem- 


keener business 
to supply office or store 
: perspective. 

The need in every branch of busi- 
ness administration is for men able 
to assist intelligently and construc- 
tively in the preparation of plans 
and in the systematic control of de- 
tails. No junior elerk, however ob- 
scure his position, can long remain 
at the bottom of the ladder if he has the ability to organ- 
ize and control work of others. 


piiive, machin- 


railroad, wagon- 


supplies, 


Such ability must inevi- 
tably come to the attention of his superior officer. The 
passive qualifications of age, length of service and so 
on, Which were long the determining factors in the pro- 
motion of employes, are now being supplanted by the 
more positive qualities evidenced by the capacity for mas- 
tering details and improving methods of work, super- 
vision and control. 

No man can rise above his own conception of the possi- 
bilities of his job. A man with organizing ability devel- 
ops in measure as he is ready to shoulder responsibilities. 
It is these responsibilities that I would like every mem- 
ber of this organization to shoulder, and, therefore, a 
comprehensive view of these responsibilities and a deter- 
mination to measure up to them will set every one of you 
on your way with a winning stride from the start. 


(Hditor’s Note-——This paper was scheduled to be read at a 
meeting of the entire Bittenbender company force about Feb- 
ruary Ist.) 





One mill supply house reports this of Amer- 
ican Cable sale: ‘‘The Mill & Mine Supply 
Company gets around the price problem by 
stocking a line of wire that sells at a price 30 
per cent higher than the average price for wire 
rope in the territory! Sounds odd, combat- 
ing low prices with high prices, but it works for 
this company, and it would no doubt work for 
others.”’ Reprinted from Mill Supplies, 
September, 1927. 


It will pay you to investigate Tru-Lay Brand 
Preformed Wire Rope and the Tru-Lay fran- 
chise. Both will help you build business— 
profits. 


REG. U. S. PATENT OFF.] 
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AMERICAN CABLE COMPANY, INc. 
105 Hudson Street NEW YORK CITY 
District Offices: Chicago, Cleveland, Detroit, Philadelphia, 
Pittsburgh, San Francisco, Tulsa 
An Associate Company of the American Chain Company, 
Incorporated 
Dominion Wire Rope Company, Limited, Montreal 
Sole Canadian Licensed Manufacturers 


PREFORMED WIRE ROPE 
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or Determining Profitable 


National Association Outlines 
Keeping Records to Find Profit 






The National Supply and Machinery Distributors’ Asso- 
ciation has submitted to its members the outline of a 
simple, inexpensive method for determining which gen- 


eral lines carried by supply houses are profitable and 
which are unprofitable. 
“At this season, when new contracts are made with 


salesmen, serious consideration is being given overhead 
expense, and sales plans are being perfected,” stated 
Secretary George A. Fernley in a letter under date of 
January 10th. “Methods that were effective in 1910 or 
1920 are often inadequate and even disastrous today.” 

Mr. Fernley then quoted from a recent article by J. 
W. Millard, of the United States Department of Com- 
merce, as follows: 

“With present information the distributor’s sole basis 
in establishing prices which will show a profit for the 
business at the close of the vear is the percentage cost 
for all lines combined, plus his net figure. In every line 
of business there certain commodities which are 
recognized as short-profit or long-profit items, but no ac- 
tual measure has been made. Prices are established to 
meet the competition of others, who, in turn, are not sure 
whether their quotation will bring a fair return. There 
seems to have been a yveneral opinion that if the sales 
volume can be boosted each vear, some unknown factor 
will miraculously provide a return in excess of the ex- 


are 


pense, reyardless of the relation between cost and sell- 
ing price of individual items.” 

Mr. Fernley then stated that “the most accurate meth- 
ods of figuring costs and expenses therefore are neces- 
sary in order to correctly determine what lines are 
profitable, and to inaugurate plans for increasing the 
lines.” 


sales of such 


SUGGESTED CLASSIFICATION OF LINES 
The plan outlined includes a classification of lines 
rather than an attempt to figure expense by items. The 
lines are designated as follows: 

ia) Mechanics’ tools—both hand and large tools. 

(b) Contractors’ tools, such as shovels and other tools 
used in excavating and construction work. 

(c) Machinery for the transmission of power, such as 
pulleys, hangers, shafting, leather and other kinds of 
belting, ete. 

(d) Edge tools of all kinds. 

(e) Steam, gas and water pipe, and valves and fittings 


for the same. 


(f) All styles and sizes of screws, nails, studs, ete. 

(g) Machine tools—lathes, planers, drill presses, milling 
machines, shapers, etc. 

(h) Engines and boilers, with various packings and fit- 
tings for same. 

(i) Engineers’, plumbers’ and steamfitters’ tools, such as 
stocks and dies, pipe cutting machines, pipe threading 
machines, pipe tongs, ete. 

(j) Brass, copper and bronze in their various forms. 


“Lines may be segregated according to classifications,” 
it is stated. “Buying, inventory and stock records may 
be kept by classifications, with no additional expense. 
The original inventory on any line plus purchases, with 
sales at cost deducted, gives a monthly record of inven- 
tory on each line, as well as valuable information con- 
cerning turnover. 

“As orders are received, each item may easily be class- 
ified by entering the letter representing the classifica- 
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Plan for Classifying Lines and 
on Each — Inventory Loss Causes 


tion, the cost and selling price. The record of each sales- 

man is kept by classifications, and at the end of the 

month the total of each classification entered in perma- 
nent sales records.” 
ADVANTAGES OF RECORD LISTED 

Advantages of such a record are listed as follows: 

1. It shows the total sales each month of each general line 

by salesmen and the gross profit or percentage. 

The total sales of each class of goods at sales price. 

What lines are moving. 

Whether a salesman is selling only 

profitable goods. 

5. Gives the buyer valuable information as to how lines 
are moving. 

6. Enables the sales manager to establish sales quotas 
on the different classifications based on the qualifica- 
tions of the man and the possibilities of the territory 
covered, 

7. Becomes a_ valuable 
future activities. 

8. It makes it possible to pay the salesman’s compensation 
on a graduated scale, thus giving him an incentive to 
sell profitable goods. 

9%. Enables the sales manager to send the salesmen 
monthly reports of performance on each classification. 

“It has often been said that ‘no house is stronger than 

the salesmen who represent it... Some plan similar to 
this will help the sales manager make his men better 
salesmen and give the house a record that will enable 
the executives to know monthly the most important facts 
in connection with their business,” it is stated. 


staple goods or 


record of past performance for 


Inventory Discrepancies Investigated 

The association has also prepared a list of possible 
for inventory discrepancies or hidden 
which is on data obtained from various 
during an investigation of the subject. The association 
felt this subject was of interest because those members 
who figure monthly their estimated inventory have re- 
ported a considerable discrepancy between this record 
and their actual inventory taken at the end of the year. 
These causes are listed as follows: 


causes losses, 


based sources 


1. Carelessly giving over-quantity or over-weight to cus- 
tomers. 

2. Employes deliberately shipping unordered merchandise 
to friendly customer of co-conspirator. 

3. Lack of check on merchandise sent to factories 
pair or credit. 

1. Lack of check and countercheck on factory invoices 
for errors in quantities, prices, and calculations. 

5. Errors through duplication of invoices by manufac- 
turer, 

6. Failure of check on ex-factory deliveries direct to cus- 
tomer. 

7. Breakage and damage to goods in stock. 

8. Failure to claim and make adjustments for shortages, 
damage or breakage against carriers. 

9. Failure’ of clerks to report cash 
obsolete goods. 

10. Lack of floor control and protection service. 

11. Faulty checking of merchandise received, and 
sorting, shelving, or binning in forward stock. 

12. Tools taken from stock for use in warehouse. 

13. Goods shipped to customers through error 
billed. 

14. Obsolescence and change of lines. 

15. Errors in quantities, extensions, and additions on in- 
voices to customers. 

16. Thefts by employes and others. 

17. Inefficiency in the physical inventory taking and listing. 

“It is our earnest hope that this will not only be of 


for re- 


sales of close-out or 
wrong 


and not 

































































































































































































































































































































































































































VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
— the entire fixtures are tested under hydraulic pressure before leaving our 
actory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 








Nol 


ay 


O_o 
; -PR } a 7. The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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‘“SUPERIOR’’ 
Cap Screws and Bolts 
for 





ae tg Quality and Service 


Stove Bolts 


Carri B ; 

a Specials Stove Rods 
Step Bolts Everyone can DEPEND on a products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York--290 Hudson St. (also export office) St. Louis, Mo.—-318 Planters Bldg. 
Chicago —707 W. Van Buren St. Detroit, Mich.—-3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.-—-15 Kirk Place Chicago —-707 W. Van Buren St. 
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interest but that if you are confronted with this problem, 
it will enable you to locate some of the causes for such 
shortages and to prevent or minimize such losses in the 
future,” states the National Association letter. 

Interest in Profit Margin 

The National Supply and Machinery Distributors’ As- 
sociation has broadcast to its members abstracts from 
letters of a number of members citing the importance of 
distributors obtaining adequate margins of profit. Sev- 
eral favorable comments are made on a letter from a 
member of the association on the subject, which the asso- 
ciation sent out to its membership. 

“Our educational work to demonstrate the importance 
of securing an adequate margin is being actively con- 
tinued, and recent correspondence clearly indicates that 
our members are giving this subject most serious con- 
sideration,” wrote Secretary George A. 
association in commenting on the letters. 

“The thought underlying many expressions recently 
received indicates that distributors are individually en- 
deavoring to secure a legitimate margin on all lines 
which do not show a profit, and that these lines will 
gradually be eliminated as it is found they cannot be 
placed upon a profitable basis. 

“As has been frequently pointed out in legal opinions 
furnished to our members, they are well within their 
rights when they individually call to the attention of 
manufacturers the importance of a resale price which 
provides a gross profit sufficient to cover the distributor's 
cost of doing business and allowing an equitable return 
for the service rendered.” 


Fernley of the 


FRANCES STEVENSON IS DEAD 


Paid Fine Tribute by Kline & Co., Williamsport, Pa., 
Which She Served for 30 Years 

It is so seldom that a woman successfully occupies a 
position as an officer of a mill supply house, that when 
one does it is a matter of note. Consequently, when MILL 
SUPPLIES learned of the death of Miss Frances C. Ste- 
venson, Kline & Co., Williamsport, Pa., a 
letter was written to the company, asking some member 
of the organization to tell the magazine about her career: 
As a result, the following very interesting letter was re- 
ceived from R. C. Wenck, manager of the company: 

“Miss Stevenson came to work in the office of Kline & 
Co. about 30 vears ago, after completing a stenographic 
course, Which followed her graduation from high school. 
She was the first girl employed in Kline & Co.’s office and 
worked here continuously until her death. 

“As the business grew and the office force increased, 
Miss Stevenson was given duties of more responsibility 
and an opportunity to acquire an interest in the company. 
Possessed of business talent, and being a thorough and 
ambitious worker, she progressed until she became pri- 
vate secretary to James N. Kline, then the president. 

“At the death of G. C. Kline, who was secretary of 
Kline & Co., in 1923, Miss Stevenson was made secretary 
of the company. At the death of James N. Kline, which 
occurred in 1925, the directors chose three of their num- 
ber as a managing board, these three being George A. 
Geiger, Miss Stevenson and the writer. 

“Miss Stevenson had a wonderful memory for faces 
and names, and the past history of the firm’s customers, 
which resulted in her being of great help to the com- 
pany’s credit department. She had for vears handled all 
telephone inquiries and had a thorough working knowl- 
edge of the lines carried. 

“Since the passing of the lumber industry, Kline & 
Co. have devoted more of their time and energy to hard- 


secretary of 
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ware than to mill supplies, but still handle bar iron, sheet 
iron, sheet copper, tin plate, black and galvanized pipe 
and fittings, pipe covering, etc. Of all these lines, Miss 
Stevenson had a knowledge stirpassed only by men in 
direct charge of them. 

“Miss Stevenson had been ill 
fore her death. 

“The new board of directors will be elected the first 
of February and until that time the writer is acting as 
secretary. The company is in good condition, enjoying 
a fine business, traveling three men and covering a terri- 
tory of about 25 counties in central Pennsylvania.” 

ate 


RETIRED FROM BUSINESS 


N. D. Phelps Co., Inc., Barre, Vt., Disposed of Its Stock 
After Many Years of Activity 

The N. D. Phelps Company, Inc., a well known mill 
supply house in Barre, Vt., has closed out its business 
because N. D. Phelps, president and treasurer of the 
company, is obliged to retire under the direction of his 
physician. 

The hardware and metal shop business which was the 
forerunner of the present company, opened by 
George Jackman about 1878, and later transferred to a 
brother, Orvis Jackman. On January Ist, 1886, Mr. 
Phelps purchased the stock, tools and good-will of Mr. 
Jackman. During the year his brother, H. A. Phelps, 
joined him, and the business was operated under the 
name of Phelps Brothers. The store was about 20 by 
40 feet, with a small rear room which used as a 
metal shop, the basement extending under both rooms. 
The business prospered with the general prosperity of 
Barre and the growth of the granite industry there, and 
the company’s quarters soon became much too small. 

In 1887 a water system was installed by a private cor- 
poration, and N. D. Phelps was appointed superintendent, 
which position he held until the city purchased the sys- 
tem, when he resigned. The city installed a sewage sys- 
tem, and Phelps Brothers added plumbing and heating 
to their other line. Shortly afterward Mr. Phelps was 
appointed chief engineer of the fire department, which 
position he held for several years. 

In the fall of 1891 the company moved into a new 
store, 20 by 100 feet, with an additional room, 20 bv 
30 feet, and a basement, 40 by 100 feet; and mill sup- 
plies was added to their other lines. In 1906 H. A. 
Phelps withdrew from the partnership, and The N. D. 
Phelps Company, Inc., was organized, the business being 
conducted under that name up to the present time. The 
company was unable to find a purchaser for the business 
who cared to invest the amount required, so the stock 
has been disposed of. According to Mr. Phelps, some 
of the organization may continue in the mill supply, 
plumbing and heating business. Other officers of the 
company were Robert Inglis, vice-president, and H. A. 
Richardson, secretary. The company handled wholesale 
and retail hardware, plumbing, heating, steam fitting. 
quarry and mill supplies. 

Mr. Phelps has been well known in politics in his 
section. He elected mavor of Barre in 1900. In 
1902 he was a member of the Vermont senate from 
Washington County. He was later chairman of the Re- 
publican state committee for Washington County. 
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Ohio Brass Sales Meeting 
Valve representatives of the Ohio Brass Co., Mansfield, 
Ohio, both salesmen and sales promotion men in the field, 
gathered in Mansfield from January 9th to 14th for their 
annual convention. Daily meetings devoted to 


for about five weeks be- 
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trips through the factory, study of manufacturing meth- 
ods and valve design, and discussions by sales, adver- 
tising and other executives and by the territory men 
themselves concerning the year’s sales and advertising 
programme. The outlook for satisfactory valve 
during 1928 is promising, according to officials of 
company. 


sales 


the 
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AGAINST PROFITLESS SELLING 


Price Cutter Makes Nothing Himself, Nor Benefits 
Producer, a Manufacturer Writes 


“Any 


ic 


sale of 


distributor who does not make a profit on the 
merchandise is certainly not of any benefit either 
to himself or to the manufacturer of the product, and it 
is often that the dealer, in his anxiety to make a 
sale, fails to obtain a price that will leave him a reason- 
able profit,” stated P. F. Reichhelm, president, American 
Swiss File & Tool Co., Elizabeth, N. J., in a personal 
letter sent to all of the company’s distributors at the be- 
cinning of the vear. 


“His excuse is that other dealers cut the price, and 
he has to meet it or lose the business,” Mr. Reichhelm 
mtinued. “He fails to see, or at least fails to realize 

v the time being, however, that he is not making a 
profit lurthermore, he prevents someone else from 
making a fair return on his money. 

‘The manufacturer does not benefit from this kind 
of a transaction, as he receives no additional business, 


‘ause one dealer simply takes it away from another.” 
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MADE GENERAL SALES MANAGER 


James D. Tew, First Vice-President, Goodrich Company, 
to Direct all Sales Divisiors 

In addition to his duties as first vice-president of The 
b. F. 
placed in entire charge of all sales divisions of the com- 
pany, with the title of first vice-president and general 
manager. Although much of his activity has been 
‘tion with rubber manufacture, Mr. Tew has also 
interest 


Goodrich Rubber Co., James D. Tew has now been 


sales 
in connec 
taken an in the sales activities of all divisions, 
and during recent vears has had an active part in the 
elling and merchandising programmes of the company. 

Mr. Tew was born in Jamestown, N. Y., May 2, 1882. 
He entered Harvard in 1901 and was graduated with the 
Mr. Tew 
ork in the Goodrich factory in Akron in 


degree of bachelor of science in mining. com- 


1906. 


menced 


Twelve vears later he was made superintendent of the 
tire division of the entire piant. In 1925 he was ap- 
pointed assistant works manager and a vear later ad- 
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vanced to works manager. Soon after attaining the lat- 
ter position, he was elected to the board of directors of 
the company, and in October, 1927, was chosen first vice- 
president. 

The B. F. Goodrich 
C. E. Cook to general manager 


Other promotions announced by 
Rubber Co. are as follows: 


, 


f 


- 
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JAMES D. TEW 

of sales of the mechanical, footwear and druggists’ sun- 
dries division; H. C. Miller to general manager of tire 
sales in the automotive division, and L. A. McQueen to 
general manager of tire sales in the dealers’ and distrib- 
utors’ division. 
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Association Meeting Dates 

The 1928 annual meeting of the National Pipe and 
Supplies Association will be held in the Hotel Statler, 
Detroit, May 22nd and 23rd. Announcement has also 
been made that the next meeting of the Central Supply 
Association will be held in the Palmer House, Chicago, 
April 11th and 12th, while the Eastern Supply Associa- 
tion’s winter meeting will be held in the Hotel Astor, 
New York, February &th and 9th. 
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NEXT MEETING IN CHICAGO 


American Leather Belting Ass’a to Meet This Month— 
Leather Belt Exchange Disbands 

At a meeting of the executive committee of the Ameri- 
can Leather Belting Association, held in New York, 
January 18th, it was voted to hold a general meeting of 
the association in Chicago, probably on February 14th. 
All leather belt makers and leather manufacturers in- 
terested will be invited to attend. Edward H. Ball, presi- 
dent of the Chicago Belting Company, Chicago, and a 
member of the executive committee of the association, is 
in charge of arrangements for the meeting. It is prob- 
able that the association will secure an executive secre- 
tary to relieve Julian Alexander, Ek. P. Alexander & Son, 
Inc., Philadelphia. duties. Mr. Alexander 
will continue secretary, however. A number 
of new applications for membership in the association 
are being received, according to F. H. Willard, president, 
Graton & Knight Co., Worcester, Mass.. 
the association. 
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the exchange, and it has ceased functioning, except for 
the work required in the disposal of its assets, according 
to Edward H. Ball, president, Chicago Belting Company, 
Chicago, and last president of the exchange. Mr. Ball 
is a member of the executive committee of the new 
American Leather Belting Association. Practically all 
of the members of the exchange are now enrolled in the 
American Leather Belting Association, it is said. The 
action taken to disband the Leather Belting Exchange 
was in line with the plan to concentrate all leather belt- 
ing interests in the new association. 
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ON PRICE MAINTENANCE 


Harry G. Nye Sends Out Interesting Article on This 
Subject to Distributing Trade 


HARRY G. NYE 
The Nye Tool & Machine Works, Chicago. 

The question of stopping price cutting is one on which 
you can get as many opinions as there are lawyers, but 
the Federal Trade Commission and the courts in general 
agree that a manufacturer has a right to suggest prices 
at which he thinks his goods ought to be resold, and to 
announce these prices to the trade. 

He can explain that the prices are reasonable and give 
his reasons why he thinks they ought to be observed. 
He can select his own customers and he can properly 
select as his customers those jobbers whose ideas of 
sound merchandising are the same as his, and who do not 
believe in cutting established prices. 

If the manufacturer believes that it is a good thing 
for his business to have his goods sold at any old price 
by philanthropists who claim to sell cheaper than any- 
body else, he can select jobbers like that as his customers. 
If, on the other hand, he believes that his best interests 
require those jobbers who give service and who do not 
believe in cutting prices for temporary advantage best 
serve his interest, he can select such jobbers exclusively 
as his customers. 

A manufacturer also, if he wishes, may refuse to sell 
any of his goods to the price cutter. He may state if he 
wishes to the trade that if his suggested resale prices 
are not observed, he will refuse to sell any of his goods 
to the price cutter, and can follow this announcement by 
refusing further supplies if the price cutting is persisted 
in. In fact he may say to the price cutter: “I recognize 
your right with respect to my goods which you own and 
have in your possession to sell them at any price you 
please, but by the same token I have the right to say 
what I will do with the goods which I own and which are 
on my shelves, and I can refuse to sell them to any jobber 
who persists in cutting our suggested resale price.” 

I insist that no manufacturer of an advertised line of 
specialties can long successfully remain in business if he 
allows the price cutter to take advantage of the popular- 
ity of his goods, which popularity has been established 
by expensive advertising, and sell such goods at a cut 
price in order to get volume or to help secure business on 
other more competitive lines of goods. 

While no agreement is asked or will be accepted by us 
from our jobbers with reference to the observation of our 
suggested resale prices, yet The Nye Tool & Machine 
Works specifically asserts the right to withdraw all dis- 
counts from or refuse to sell its products to any dealer 
who fails to adhere to the suggested resale prices or to 
comply with these requests. 

Statement sent to jobbing trade by Harry G. Nye, and 


reprinted through his courtesy, Copright, 1928, by Harry G. 
Nye. All rights reserved, 
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Fine New Home for Tull Company 


J. M. Tull Rubber & Supply Co., Atlanta, Occupies Modern Struc- 


ture Following Notable Progress 


Founded in 1915 as a modest company dealing in me- 
chanical and industrial rubber goods, the J. M. Tull 
Rubber & Supply Co., Atlanta, has grown into an organi- 
zation of importance, 
supplies. Its 


doing a general business in mill 
business expanded so greatly 
two locations have outgrown. Only ree the 
company moved into a fine, modern, new building, de 
signed especially to meet the needs of the firm, at 285 
Marietta street. 

The new structure contains three times as much space 
as the old quarters at 150 Marietta street and is equipped 
with the latest modern appliances for handling the com- 
pany’s lines. The building, an imposing structure, stands 
on the northeast corner of Marietta and Earle streets, 
and is an attractive addition to the many modern busi- 
ness structures with which Marietta street is becoming 
lined. Its exterior is of red face-brick, trimmed with 
granite and terra cotta. Construction throughout is of 
reinforced concrete. The building is made entirely of 
Georgia products. The foundation is of Stone Mountain 


has that 


been ently 


yranite. Rockmart cement was used for the concrete 
work. Facing materials are Plainville brick and terra 
cotta. Daylight enters all parts of the building through 


large windows, in which metal sash is used exclusively. 

The building is two stories in height. On the first floor 
are the general offices, sales 
shipping department. and 
varied stocks of leather and rubber belting, hose for every 
purpose, and other contractors’ and general mill supplies. 
Adjoining the main specially-designed 
warehouse, where are facilities for storing pipe, fittings. 
valves, shafting and metal sheets and bars. 


and the stock and 


On the second floor are large 


rooms 


structure is a 


HANDY LOADING AND UNLOADING FACILITIES 


One of the most interesting features of the new build- 
ing is the arrangement for loading and unloading stocks. 
Five large trucks may be driven into the main building 
at one time. There they may be loaded handily, the bodies 
of the trucks being on a level with the floor. 

J. M. Tull, president and manager of the J. M. 
Rubber & Supply Co., went to Atlanta from 
North Carolina 14 In 1915 he organized the 
business and secured modest quarters at 84 North Pryor 
street, where the company remained for six years. when 
the building at 150 Marietta street, which the company 
has just 
outgrown in six 


Tull 
western 
vears ago. 


vacated, was erected. This building, too, was 
although it was thought the 
structure would be sufficiently large to house the busi- 


ness for many years. 


years, 


Mr. Tull’s idea in entering business was to specialize 
in mechanical and industrial rubber goods, and he formed 
a connection with a well known manufacturer. During 
the early years of his business his sales were confined 
almost entirely to this manufacturer’s goods. Though 
the business has expanded. rubber goods are still one of 
the company’s important lines, and it has earned a well 
established reputation as a distributor of mechanical rub- 
ber tires, belting, packing, hose and other industrial 
rubber products such as boots and coats. The company 
states that not long ayro it received the only solid carload 
of mechanical rubber goods ever shipped into Georgia. 
This car contained about $20,000 worth of belting, which, 
if placed end to end, would have extended approximately 
eight miles. 


in Supply Distributing Field 


As industrial life in Georgia grew, however, the Tull 
Company expanded its business along various lines. It 
handles “everything in mill supplies,” rubber belt- 
ing, hose and packing, moulded goods, rubber boots, oiled 
clothing, tires, tubes and machinists’ fine tools. Its 
slogan is: “Everything That an Industry Needs.” 

‘he company is now installing machinery for the 
manufacture of leather belting and leather textile special- 
ties. Apparatus is being installed in the warehouse for 
cutting pipe, shafting and other material. 

Two pages of the Atlanta Journal were devoted to the 
Tull Company and its new home at the time the build- 
ing was occupied. One page contained an account of 
the new building and the company’s history and other 
reading matter, with cuts of the company’s original and 
and of Mr. Tull, and ads of firms 
products were used in building the new structure. The 
other page was a full-page advertisement of the Tull 
Company, with exterior and interior views of the new 
building. interior views showed the office, sales 
room, two glimpses in the stock rooms and one in the 
warehouse. 


nov 


new homes whose 


lhe 


“We are now installed in our new quarters—a modern, 
more spacious building that offers greater facilities for 
our patrons,” the company stated in its advertisement. 
“This new home is the result of a sound, steady growth, 
and the reward of our usefulness to business firms of 
the South. 

“For thirteen vears the J. M. Tull Rubber & Supply 
served the growing and southern 
During this time we have constantly striven to 
see that the smallest detail of each of our patron’s re- 
has been filled in a most satisfactory manner, 
the paramount consideration being quality and service 
at all times. 


Co. has prosperous 


states. 


quests 


“The doors of our new home are open to you. An ex- 
perienced and willing personnel is ready to render you 
every service at your command. We invite your busi- 
ness on the basis of quality and service.” 

Mr. Tull, in discussing the progress of his company, 
expressed his appreciation of the co-operation of indus- 
trial executives in Georgia and throughout the South in 
making the business a success. 

He also paid compliment to the efforts of the personnel 
of his company. George W. Walker, secretary-treasurer 
of the company, has been with the house since the early 
days of its existence and has been an important factor 
in its progress. Miss Kathleen Ash, Mr. Tull’s secretary, 
has been with the company since its foundation, has a 
most intimate knowledge of the company’s affairs and is 
an exceedingly valuable member of the staff. 

@ 


Imports of Crude Rubber 


The average import price of crude rubber during the 
first nine months of 1927 was 37 cents a pound, a decline 
of 28 cents from the average a year before, according to 
Our World Tiade, a bulletin issued by the foreign com- 
merce department of the Chamber of Commerce of the 
United States. During this period there were imported 
into the United States 731,911,000 pounds, valued at 
$268,102,000. This was a gain of 6.4 per cent in volume 
over the same period in 1926, but a decrease of 35 per 
cent in value. 









































































CTUAL size of a pile 
of hard tool steel fil- 
ings made by one side of a 
Delta, 14-in. flat bastard, 


in 8,434 strokes in a test- 
ing machine. 














February, 1928 


With the test continued to 
destruction, the same side ran 
another 5,158 strokes and re- 
moved 7.1 ounces. 

Test was made by a promi- 
nent machinery builder. This 
and other tests are fully de- 
scribed in folders which will be 
sent on request. 
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THE BARREL 

“Waste is 
and loss,” 
folder on 


NOT ALWAYS EMPTY 


many times the difference between profit 
states the National Acme Company in its new 
“Positive” machinery. “One of the most fre- 
quent sources of loss is the careless emptying of barrels, 
which are returned to the shipper for refilling, and who 
charges again for the material left in the barrel when 
reshipping.” An electric barrel pump made by this 
company operates from an electric light socket and will, 
it is said, empty a barrel through the bung hole in three 


or four minutes, according to the viscosity of the 
material. 
KACTS ABOUT A FAST TRAIN 

This is not an advertisement for the Twentieth Cen- 
tury Limited, but simply a few of the interesting facts 
about this well-known train that a passenger picks up 
when he travels on it between New York and Chicago. 
The statements are taken from ea descriptive booklet 
The train covers the 960 miles of natural water level 


highway in twenty hours, an average speed 48 miles 


an hour, not allowing for stops. Four different locomo- 
tives are used in hauling each section during the trip. 
the total cost of the equipment necessary to maintain 
one section is $1,046,000. Each section requires 32 em- 
ployes, although the conductor, baggageman and brake- 
man are changed three times and the engineer and fire- 
man eight times between New York and Chicago. The 


total weight of a section is 1,500,000 pounds and the coal 
consumed on one trip is approximately 38 The 
33 miles between New York and Harmon are covered 
with electric locomotives. Trains of this type are used 
extensively by business men to whom a few hours’ time 
is precious. 


tons. 


EXPLOSIVES DEVELOPED ALONG WITH DRILLS 


“When quarrying first started in the United States,’ 
writes H. W. Munday in The Dodge Idea, “probably for 
the manufacture of lime, the bore holes were put down 
with hand drills and fourteen-pound sledge hammers 
and were loaded with gunpowder, the only explosive then 
known. Later came guhr dynamite. Pure nitroglycerin 
used in some tunnel operations, and probably, ex- 
perimentally, in some quarries, but it was much too dan- 
gerous to come into general use. 


Was 


“Hand drilling was so slow and costly that the in- 
vention of machine drills was imperative and side by 
side with the development of new types of drills came 


the development of better, cheaper, safer and more spe- 
cialized kinds of dynamite. From the hand drill to the 
air and steam percussion drill, the jackhammer drill, the 
well drill, and the modern hammer drill of the turbro 
and X-70 type, the explosives, too, have developed so 
that at the present time there are a number of different 
types of explosives especially adapted for quarrying.” 


ATTENTION TO BOILER TUBE CLEANING 
In an interesting folder entitled, 
Sweep,” 
part: 
“As far back as the days before the steam boiler, it is 
interesting to note that it 


“A Modern Chimney 
the Newark Brush & Scraper Company savs in 


Was recognized as necessary 
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to clean chimneys in order to remove the soot that had 
collected. This was done to protect from fire and insure 
a good draft. The mere fact of improving the draft 
was an economy in fuel. A good draft was necessary 
for complete combustion which meant a consumption of 
all the fuel and the obtaining of greater heat. 

“On the invention of the tubular boiler it 
found that soot and scale collected in the tubes, affecting 
their efficiency. Before tube cleaners could be purchased 
from the supply houses it was customary to wind wire 
around the end of a long rod until the diameter of the 
tube was obtained. This was then driven through the 
tube and in that way the boiler cleaned. This, of course, 


Was soon 


could not go on, as the demand for a cleaner was soon 
recognized, and manufacturers quickly seeing the market 
began making cleaners that would clean the tubes 


effectively. 

“The manufacture of tube cleaners has increased to a 
vreat extent to meet this growing demand. But it was 
necessary for a great war to involve the world to bring 
the importance of cleaning boiler tubes to the attention 
of the engineer and plant owner in a forcible manner. 
The biggest factor in this was the demand for coal and 
the finding of every means of saving it.” 

WHAT IS BRASS AND WHAT BRONZE? 

The following is quoted from a booklet issued by the 
Walworth Company on the subject of “Brass Valves” 

“The term ‘brass’ is used rather loosely in the valve 
and fitting industry to distinguish this class of material 
from radically different materials such as iron or steel, 
and includes a wide range of copper-base alloys, some of 
which are really bronze. Nature has provided an abun- 
dant supply of copper in various parts of the world. Its 
production cost, however, places it on a cost level con- 
siderably above that of iron. It is mined extensively 
in this country, enormous masses of it being found 
in the elementary condition near Lake Superior, and 
large scale mining and recovery processes have been de- 
veloped to such an extent in the western mountain region 
that it is economically possible to handle low 
ores containing less than one per cent of copper. 

“Commercially pure copper, due to its high conduc- 
tivity of electricity and heat and also to its resistance 
to atmospheric and other forms of corrosion, has numer- 
ous commercial applications. Its most extensive 
however, is in the form of copper-base alloys having 
vreater strength and hardness than pure copper. When 
copper is hardened with zinc it is usually classed as brass 
and when hardened with tin, silicon or aluminum it is 
ordinarily classed as bronze. Due to the presence of 
more than one alloying element in many commercial 
copper-base-alloys, the line dividing. the brasses and 
bronzes has not been clearly and definitely drawn. 

“In the valve and fittings industry the copper-base 
alloys usually contain three alloying elements, namely, 
tin, zinc and lead, and Walworth Company in its 
practice has established as a minimum requirement for 
valve bronze a combined percentage of copper and tin 
of 88 per cent. Alloys containing a higher percentage 
of copper and tin, of course, fall in the bronze classi- 
fication and those containing copper and tin are 
classed as brass. The terms red brass and vellow brass 
are also used in the trade and, of refer to the 
color imparted to the metal by the percentage of copper 
present. Brass containing from 65 per cent to 75 per 
cent copper is quite yellow, but it is a peculiar fact that 
when the copper content drops to 60 per cent the metal, 
due to a change in its crystal structure, again begins 
to take on a reddish hue.” 
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MONARCH 
BALL METAL 


Service = Profit ~ Fair Dealing 


are What the Monarch Metal account means to our Laurel, 

Miss , Distributor Read his letter 
“We have been dealing with your company about five vears, 
vd within that time we have always received prompt service, 
nice margin of prot and the fairest of dealings. No 


we have ever received from you has been undet 
o> grade. Laurelis somewhat of asawmill town, having 
f the largest sawmills in the U.S. A.,.and several smalle: 
, so we can readily that ‘Monarch Ball Metal’ is 
| babbitt metal among these mills.” CHAwBLIss 
CoMPANY 


sduct that 





Say 





If this is the kind of babbitt account you want, ask if vout 


opel 
Is Open 


MONARCH METAL CO., Chicago 


119 South Lincoln Street 
{ssociate Member National Supply and Machinery Distributors’ Association 


Manufacturers of Quaker Metal, the ‘‘Ladle Bronze”’ 
which is also sold through Distributors. 


Send for a Sample 


After you have examined a sample of 
Stanley, you will realize how this solid woven 
cotton belt has made top rating in working 


partial belting tests by one of America’s 
greatest industries. 

If as a mill supply house you do not have 
contact and acquaintance with Stanley, 
establish it now. The coupon brings a 
sample and an introduction. 


Stanley Belting Corporation 
13 N. Jefferson St. 320 Broadway 124 Adelaide St., W 
Chicago New York Toronto, Ont. 
42 A Southwark St., S. E. I. 
London, England 


Kindly 





send hand sample and 
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SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 

MOST ECONOMICAL | 


Made in 


Sweden 


The 
requirements of a tool for the general dressing and truing 
up of emery, carborundum and other grinding wheels 
The roll consists of hardened steel plates with **U” shaped 
teeth which keep their sharpness until they are completely 


Grinding Wheel Dresser meets all the 


worn out. The spindle is provided with a lubricating 


cap. 
We carry a full line of circular files and torches 


Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 
Seattle, Wash. 


Minneapolis, Minn Montreal, Can. 














CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT 
96 


MACHINE CoO. 


Columbia Street - Leetonia, Ohio 
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Small Company Has Place in the Sun 

The Tron Age called attention to the relative 
importance of the small manufacturer, basing its article 
on facts provided by the National Industrial Conference 
Board, New York City. “Small Company Plays Conspicu- 
ous Part in Manufacturing,” is the title. A large per- 
centage of all manufacturing plants in 1923 employed 
only 206 earners or each, according to the 
article, and about two-thirds of all plants produced goods 


Ss 





\6~GMG 


recently 


wage less 


not exceeding $100,000 in value each during the vear. 
‘The dominant part played by large scale production, 
however, can be appraised by the fact that, on basis of 
1925 data, it takes only about one-third in number of 
all manufacturing plants to turn out nine-tenths, in 
value, of ail products, and that this one-third of all 


plants employs nearly nine-tenths of all wage earners in 
the industry,” states the article. “While thus a 
1000 wage earners may be more 


emploving 10 workers each, 


factory 
important 
significance is 


employing 
than 100 


attached by the conference board to the fact that the 
large and the small concerns can and do exist side by 
side and highly competitive market.” 


Don't Let Capable Employes Go 
Down U 
answered by a 


“Can Mana ‘& 
of the quest 
the Research C 
the Poli 
Life 


sents the 


gement Cut nemployment ° is one 
brochure prepared for 
of the New England Council by 
Service Bureau of the Metropolitan 
New York. The broc 


ions 
mmittce 
‘vVholders 
Insurance Company, hure pre 
findings to ‘Bet 
New England In 
Kkngland company 
a drift of 
says the article. 
business and the 
plan 


introduction and 
ter Business Through 
‘The exXe 


content 


summary of 
Research in 
New 
season 
plant,” 
both the 
thing, their 


advance of the 


dustry.” cutives of one 


were not to see each slack “ause 


capable emploves out of their 


‘They set to 


working force.” 


work to stabilize 
For one 
ell in 


certainty of 


encouraged 
thereby 
“TInter-departmental needs, 


placing orders W 


suring’ 


season, 


as- 


delivery. 


repairs, painting, construction work, all were tied into 
the plan of steadving the emploved force.” the article 
continues. “An unemployment relief fund was started, 


and the moment re: 
the planning and s 


‘ourse to such fund had to be made, 


sales executives were notified. 


One in- 
teresting result of this cooperation has been an unex- 
pected stimulus to inventive and sales energy.” Manu- 
facture of specialties or novelties was also started, and 


by a system of transfer 
kept at work. 


during off seasons, emploves were 
“Sold 
Sales 


Jobbers,” be 


Through Distributors” 
The Jobhe / *s 


Through 


mai proposes that the slogan, 
adopted by all electrical manu- 
The idea is adapt- 
“Sold Through Dis- 
slogan appearing on 
literature, catalogue 
manufacturers who 
Manufacturers have sporad- 
distributor’s function, 


“Sold 


facturers who have a jobber policy. 
able to the mill s field 
tributors” would be an 
advertising 
pages 


upply as well. 
effective 
direct-by-mail 
put 
employ jobber distribution. 
ically advertised the according to 
The Jobber's but if such a slogan were reg- 
ularly and prominently used by manufacturers as a class 
or unit, it would be an 


the good name 


pages, 


and letterheads out by 


Salesman, 


“effective means of building up 
and prestige of the wholesale distributor 





































































as a factor in business,” suggests. 


this article However, 
the responsibility lies not alone with the manufacturer, it 


states. Distributors should indicate to their manufac 


turers that they would appreciate use of such a slogan. 
They should prepare a form letter or a telegraph night 
letter to every one of their suppliers asking them to use 


the slogan on everything they print in 1928. 
jobber would do this the 
worth of 


“If every 

jobbing industry could get a 

million dollars’ advertising for the asking,” 

states the article. 
Brains, Capital and Love of Profit 

The Industrial Ewecutive recently published an article 

entitled, “Risks 


Taken by Capital,” which was written 
by Col. Benjamin A. Franklin, vice-president of the 
Strathmore Paper Company, Mittineague, Mass. “It is 


risk 
machinery 
labor 


capital which takes the putting up buildings, in 
tving up money in and inventory, in ad- 
vancing the pay of to produce before sales are 
made, in taking credit risk, in fact, in taking the chance, 
not uncommon in fulfillment, of losing its all,’’ stated the 
author, and he went on to explain that brains and the 


lure of gain are necessary to make capital succeed. “It 
takes brains to make capital gain,” he wrote. “Nothing 
else will. See the records failure. Look around and 


see men of wealth who started with no capital but have 
shoved their way to the front by thrift and effort and an 
understanding of the economic law. Read the history of 
Henry Ford. There is illustrated here also the eco- 
nomic law of incentive so clearly proven lately by failure 
in Russia, that neither brains nor capital. . . will operate 
except under the lure of possible gain even with the risk 
of possible loss.” 

Watch Your 
the following advice 
is directed to 
well considered by 


Butter 

in the American Painter & 
the retail dealer, it may also be 
distributors of mill supplies: “Many 
traveling salesmen, when discussing their territories, will 
state that they have entirely too much ground to cover. 
Others feel that they have not enough. Territory is al- 
most equally important to the retail dealer. For some 
there natural restrictions that make it necessary to 
do very intensive yet other merchants must ope- 
rate over a wide area. Business is every man’s bread 
and butter. He can consider his territory the bread and 
his sales efforts the butter and he should not spread the 
latter too thick or too thin.” 


While 


Decorato) 


are 
Ww ork, 


Quality Catalogue—Quality 
In Proter’s Tik Mouthly, E. G. Bentley, assistant di- 
rector of distribution of the American Seating Company, 
tells Dana Hubbard about “The Catalogue as a Back- 
ground for the Quality Sale.” ‘‘The real function of the 
catalogue in selling today is, first of all, not to replace 
the salesman, unless the business aims at becoming a 
mail-order house pure and simple,” he explains. ‘Rather, 
its function is to increase the salesman’s effectiveness in 
two ways: 1, by making the merchandise known and 
therefore him to and 2, by making it 
necessary for him to spend less time on each prospect.” 
Mr. Bentley that company learned how 
adequate a poor catalogue can be. “Up to about 
vears ago we bought everything entering into our 
logues as cheaply as possible. We tried to skimp. 
never had a catalogue that was satisfactory.” 


Sales 


easier for sell, 


states his in- 
three 
cata- 

and 
Don’t give 


salesmen catalogues for which they have to apologize, 
is the gist of Mr. Bentley’s thought. And don’t show 
good merchandise as if it were second-grade. “Our aim 


is always to make our 
enough physically 


catalogues attractive and inviting 


to be kept,” he adds. 









Prompt Shipment 


Wood Split Pulleys 


Always, from Maysville 
Stock 








The Ohio Valley Pulley Works, Inc. 


Maysville, Ky., U. S. A. 
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“THE CHASE” 


Line of 


Factory Trucks 
Industrial Cars 


Charging Trucks and Cars 


Dump Cars 
Turntables, etc. 


We solicit your inquiries 


THE CHASE FOUNDRY & MFG. CO. 


Columbus, Ohio 














You can depend absolutely upon 


“Cleveland Type’’ 
Oil Film Bearings 


Freedom from lubrication troubles assured 


No other Anti-friction Bearing on the market will give as high 
sustained efficiency and endurance as ‘‘Cleveland Type’ Flood 
Lubricated Oil Film Bearings 

The study of oil films has progressed to the point where the 
loads carried and speeds of operation, formerly thought impossi 
ble, are now proven facts 

A patented feed and distributing system found only in this 
design establishes and maintains the perfect oil film. 

It actually floats the shaft free from metallic contact, and 
there is always a steady smooth uninterrupted flow of power 
without wear. 

“Cleveland Type” Oil Film Bearings are designed for all styles 
of rigid and ball and socket mountings adjustable four ways 
They may be successfully applied to every class of service, 
low, medium, high speed, continuous, and plain or water 
cooled. 

Complete information is available to every man interested in 
scientific lubrication. Write for catalog. 


The Hill Clutch Machine & Foundry Co. 


seneral Office and Works 6400 Breakwater Ave. N.-W. 


Cleveland, Ohio 


Manufacturers of 
POWER TRANSMISSION EQUIPMENT FOR BELT, ROPE, 
GEAR, AND AGITATOR DRIVES 
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Heavy Drive 
Pulleys 
Gilbert Wood Pulleys for 


heavy drives are made with 
iron centers, solid in small 


sizes and split in large 
sizes. The solid pulleys 
are for dynamos, trip 


hammers and similar 
heavy duties and the wood 
spoke pulleys are for main 
drives and other severe 
work. Ask for our new 
catalogue which describes 
these pulleys in detail. 


Saginaw Manufacturing Co. 
Saginaw, Mich. 
Iron Center Pulleys. Motor Pulleys, Rope Pulleys, Flange 


Pulleys. Taper and Step Cone Pulleys, Loose Pulleys, Main 
Drive Pulleys. 



















SWARTWOUT 


CAST IRON 


Exhaust Head 


Built to last a lifetime 


Bucket Type Steam 
Trap 
Steam Separators 


Return, Lifting and 
Vacuum Trap 

Steam Separators 
Receiver Type 

Low Pressure Float 
Trap 

Cast Iron Strainer 

Air Separator 


_-SWARTWOUT 
PATENTED 





SWARTWOUT COMPANY 
18523 Euclid Avenue, 


Cleveland and Orrville, 


r % > 
THE 
General Offices: Cleveland 


Factories: Ohio 
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Over 600,000 buyers ~ 
will be reminded 
of Jenkins Iron 
Body Valves this month 


. 
Bi 


¢ Jenkins Vaiss. ayes) 


\o- 


| pene Iron Body Valves is the 
topic throughout Jenkins advertising 
during the month of February. An oppor- 
tunity is thus provided for you to take 
advantage of this reminder work among 
your customers and cash in on it. 


The fact is stressed that the ‘‘Dia- 
mond”’ trade-mark appearing on all Jenk- 
ins Bronze Valves guarantees the same 
trustworthy service on the part of every 
Jenkins Iron Body Valve. Jenkins Iron 
Body Valves are logically indicated, also, 
as running mates in the larger sizes for 
Jenkins Bronze Valves of all types. 


The same range of choice found in 
Jenkins Bronze Valves is equally avail- 
able in Jenkins Iron Body Valves. It in- 
cludes standard, medium and extra heavy 
angle. gate, 


patterns in globe, 


check and Y types. 


cross, 


JENKINS BROS. 


80 White Street New York, N. Y. 


524 Atlantic Avenue Boston, Mas 
133 No. Seventh Street Philac lelphie a, Pa 3 
646 Washington Boulevard Shicago, Il. 


JENKINS BROS., 
Montreal, Canada 


Limited 
London, England 


THE 


“Diamond 


enkins Valves 


SINCE 1864, 
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The Yale & Towne 
Stamford, 
manufacturing the new 
four-wheel 


Manufacturing 
Company, Conn., is now 
Yale K24C 
tractor. The com 
pany states that the 


drive 
machine is c¢a- 
pable of an ultimate draw bar pull in 
excess of 4,000 pounds, depending upon 
road surface conditions; will operate 
1.000 
pounds without danger of overheating, 


a continuous draw bar pull of 


and that it is possible to get the mawi- 





mum of traction with the 
weight of the 
four 


given overall 
machine by driving all 
wheels. The tractor has four- 
wheel brakes, a lever steering handle 
that may be folded out of the way, ball 
flush bearings in the steering knuckles 
of all four driving wheels, and two 
standardized driving units connecting 
in parallel at the 

ployment of 


The em- 
units in this 
heavy duty tractor allows the customer 


controller. 
standard 


to maintain but one set of repair parts 
for all Yale 





truck and tractor models, 








and makes it poss to interchange 
the entire drive of this tractor 
with any of the Yale K line of indus 
trial trucks. The tractor is regularly 
furnished with a J&8-volt motor and a 
23 to 1 gear ratio, and has various fea 
ture for ifety and mvenience in 
operating. The bumpers are made ot 
fs: iit prat l bumpe 
Ci r fror mid ‘ a range 
of cou r h practicalls 

Dive ibd ¢ freture Co Ppeny, 

A Pennsylvania street, Fort 
Way Ind., ha dded Brownie No. 22 


and Brownie 





i i No. 48 toits line 
of clamps. Both 
of these new 
clamps have 
deep. throats. 
The company 
states that be- 
cause of their 





construction 
these clamps 
will withstand 
strong pres- 
The bodies of both 
specially reinforced and 
both have a bright natural finish. The 
screws are one piece with flat head, 
providing a handy finger grip. The 





sure in tightening. 
clamps are 





No. 22 is extra heavy, the weight be- 


ing 2 pounds 2 ounces. The No. 22 


clamps 


are packed 15 dozen in a box, 
and the No. 48, one dozen in a box. 


Blackhawh Mannfactia ing Company, 
Milwaukee, has added a new 75-ton 
model, Model G18, to its line of hy- 
draulic oil-power jacks. It weighs 200 
pounds and is equipped with special 
carrying handles, which enable two men 
to carry it handily. Its collapsed height 
is only 18 inches, and it has a 10-inch 
lift. The jack is equipped with two 
pumps: A speed pump to raise the 
plunger of jack to point of contact, and 
a power pump to raise the load. The 
load is automatically lowered fast or 
slow as desired, and can be raised or 
lowered a inch to the 
The release valve is en- 





Mi 
vb 








fraction of an 
desired point. 
tirely separate from the pump and pre- 
vents accidental lowering. The check 
valve unit is a feature of the jack. This 
contains both ball 
heart of the jack. 


checks and is the 
It can be easily re- 
moved for cleaning by unscrewing the 
pump. 


The Columbian Vise & Mfg. Co., 9021 
Bessemer avenue, Cleveland, has sent 
to distributors stands for displaying the 
company’s machinists’ vises, and, ac- 
cording to H. F. 
dent, in 


Seymour, vice-presi- 
each instance where the stand 





. ee. 


has been used sales of vises have been 
appreciably increased. “The great dif- 
increasing sales of vises 
n the inability of manufactur- 
ers to get the vises before the public,” 
stated Mr. Seymour. 


ficulty with 


has bes 


“It frequently is 
the case that when they are seen, they 
are bought.” The vise stand frame and 
shelves are both made of wrought steel, 
formed in such a way as to provide 
strength, and yet lightness and ease of 
assembly. The height of the stand is 





99 

12 inches over all; the length of the 

lower shelf is 36 inches, and that of the 
upper shelf 12 inches. 

The United EBlecti teal Tool 

Co., 2488 West Sixth street, Cincinnati, 

in its new catalogue now being released, 


State 


describes 
its new 4- 





‘| cy -inch high 
LO i i speed drill 
| This drill 

; trees 
PC operates 


at 2 000 
G en 

p.m. un- 

der full 


feature especially valuable in 
woodworking plants. It weighs only 


load, a 


5°4 pounds 
inthe stand- 
ard medel, 
while the 
heavy du- 
ty model 
weighs only 

pou nds. 


‘ 
Other new 





items cata- 


time include the 
company’s new selective speed buffers 


logued for the first 
and polishers. The single spindle ma- 
chines provide any speed desired, ac- 
cording to the company, while the 
double spindle models have a range of 
2,000 to 3,000 r.p.m., and each spindle 
operates independently of the other. 
Belt tension is regulated automatically. 


Among the other new items listed 
in the catalogue are valve refacers, 
reamer drives, portable disc sanders 


and wide type grinders, while the me- 
chanical improvements include the new 
type switch in all drills 14 inch to 2 
inches, a new internal socket for Morse 
taper drills ard new clutch screw 
drivers. 

Inc., 270 
Lafayette street, New York, is manu- 
facturing the “Mighty Midget Uni- 
shear,”’ which is a motor driven hand 
shear. It weighs 6! pounds, including 
a 1, horsenower universal power, of 110 


or 220 volt 


The Unishear Co Hpany, 


operates from any lght 
‘ocket and cuts sheet material of any 
i (0.050 


descrivtion up te 1d . ee weve 





in.) iron, and softer materials in pro- 
portion. It will cut 
curved or 


along straight. 
irregular lines, notches and 
angles, and 1-inch 
radius, according to the company. The 
cutting speed depends on the operator 
and averages 15 feet per minute on 18 
gage (0.050 in.) iron, it is said. Blades 
are exchangeable and interchangeable. 
Safety provisions are included in the 


holes as small as 





















































































Cuneo Catalogs as 
Business Buzlders 


HE experience of the Marine Specialty & Mill Supply 





Company of New Orleans, will be of especial interest to 
jobbers who have never issued a catalog, and do not know 
from their own experience the results to be expected and 


whether or not the investment will be profitable. 


Mr. Fred Renauid, Vice-President of the Marine Specialty 


& Mill Supply Company, recently wrote, without solicita- 





from their catalog 











1 February, 











tion, that they were more than pleased with the results 


that it increased their business over 


50° last year. The experience of the Marine Specialty & 


Mill Supply Company is not exceptional. Many jobbers 


report even greater returns. 


HE Cuneo System of catalog pub- 
lishing insures greater returns from 
your catalog investment by keeping 
your salesmen’s catalogs always up-to- 
date and your salesmen equipped for 


highest efthiciency. 


Cuneo “Kecp-Up” Service prevents 
the loss of sales from the lack of up- 
to-date data it is always instantly 


available. “Keep-Up” Service extends 


CUNEO CATALOG SERVICE COMPANY 


2242 


GROVE STREET 


i CHICAGO, ILLINOIS 


the life of your salesmen’s catalogs for an 
unlimited period, reducing your catalog 
investment to a minimum. “Kecp-Up” 
Service is not available from any other 


source than the Cuneo organization. 


If you are interested in increasing your 
business during 1928, write us. We 
shall be glad to make a survey of your 
requirements in your office without 


the slightest obligation. 
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construction of the machine. A pivoted 
duplex handle provides a grip for use 
of the machine in any position, with 
trigger switch on the handle. A cradle 
can be furnished for mounting the ma- 
chine on a bench. For inside cutting 
the jaw may be slipped through a 
l-inch punch hole. 

Bastern Tube and Tool Co., Inec., 594- 
602 Johnson avenue, Brooklyn, has 
added a new line of tap holding chucks. 
According to the company, the operator 
can see the two floating jaws actually 


rs 








gripping the square of the tap. These 


jaws are tightened with a key, and 
operate by means of right and left- 
hand threads. The tap is centered by 
three jaws which are closed in by the 
knurled collar. These tap chucks may 
be had in three sizes. Two larger sizes 
are being designed. 

The Black & Decker Mfg. Co., Tow 
on, Md., has introduced to automotive 
jobbers its new ball-bearing, 15-inch 


special electric drill, and announced a 


simplitied line of electric drills, cutting 
down the total number of sizes handled 
by automotive jobbers from 12 to 5. 


M.oL. Oberdorfer Bias Co 


wipaiy 


Thempson road, Syracuse, N. Y., has 

Ust announced a new booster and cir- 

culating pump. known as the “Midget,” 
SEO ae 


r 








dl 


i 
\, 


10 inches in height, 
electrically driven 
pumping unit with good capacity. Its 
principal 





Which stands only 


vet is a complete 


uses are for circulating ice 


vater, refrigerants, pumping oils and 


yrups, but it has many other uses in 
} 


hoosting and circulating liquids of vari- 


ous kinds. This pump is driven by a 
1/6 H.P., 110/115 volt universal motor 
that operates on direct or alternating 
current. Its capacity is 300 gallons 
per hour at no head and 45 gallons per 
hour at 380-foot head. All parts that 
with liquids are non- 
The motor is air cooled by a 


come in contact 
corrosive. 
fan. 
Naylo: 
92nd street, Chicago, is now manufac- 
turing the Naylor Spiralweld iron con- 
veyance pipe, which, the 
combines the 


Spiral Pipe Co; 230 East 


company 
advantages of 
Naylor spiral lock-seam pipe and Ton- 
can iron. This new pipe is made to 
wrought pipe standards, sizes 4 to 12 
inches, 20-foot lengths, with threaded 
ends for standard fittings and 
flanged flange fit- 


States, 


screw 


ends for standard 





Se . ss , 1 
/ , é ‘ 


galvanized or 





black, asphalt 
dipped. Heretofore Naylor spiral pipe 


has been recommended and _ sold only 
for low and medium pressures, but the 
company states that the addition of a 
piral seam. welded to the wall of the 
pipe, makes it also a high pressure con- 
medium. 

y Tool Works, 319-331 West 
Ohio street, Chicago, is manufacturing 
L-R flexible couplings, which the com- 
pany states unusually great 
The company fur 


vevance 


] 


ov ov 


give an 
range of flexibility. 





ier states that angular misalignment 


up to Tle each direction, 


misalignment 1/16 to 3/16 of 


degrees in 
parallel 
an inch and endwise shaft movement of 


; to *, of an inch are made possible 
without loss of efficiency. This coup- 
ling is substantially a jaw coupling 


with radially disposed, loosely floating, 
resilient 


rollers, placed between jaws 
which extend from the flanges parallel 
with the shafts, providing a rolling con- 


tact between them upon relative move- 
ment caused by either misalignment or 


en 


1 movement of the shaft of the power 
Either 


covered metal rollers are used, as con- 


solid rubber or rubber 


agency. 
ditions require; and an external sleeve 
prevents idle rollers from flying out 


under centrifugal force. 
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Samuel ¢ Roger & Company, 191 


205 Dutton avenue, Buffalo, is issuing 


ts new illustrated, 16-page price list, 
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automatic knife 
grinders and band and circular saw 
sharpeners, including the Type “R” 
knife grinder, an important addition 
to the company’s new line. 


describing Rogers 


Pheoll Manufacturing Company, 5700 
Roosevelt road, Chicago, manufacturer 
of screws, bolts, rivets and nuts, has 
just brought out its 1928 catalogue. It 
contains 111 pages, is handsomely 
bound and gives illustrations and de- 
scriptive matter and price and refer- 
ence tables. The reference tables in- 
clude the American Standard screw 
threads and the recently adopted stand- 
ard dimensions and 
bolts, 


tolerances for 


screws, rivets and nuts. 


Torchiweld ERaquipur nt Co., 224 North 
Carpenter street, Chicago, is now dis- 
tributing its new No. 28 catalogue on 
gas welding and cutting apparatus 
manufactured by the company. It con- 
sists of 36 pages and cover, is com- 
pletely illustrated and contains consid- 
evable data and prices. 

The F. E. Myers & Bro. Co., 
land, Ohio, manufacturer of 
water systems, hay tools, 


Ash- 
pumps, 
door hangers 
and farm operating equipment, has is- 
sued the annual Myers poster and cal- 
endar. It is of the same size and form 
as those of previous years, but has a 
attractive head and many new 
illustrations of Myers products brought 


new 


out since the 1927 edition was printed. 
There are 112 illustrations of Myers 
products on the poster. The company 
has been mailing similar 
dealers and distributors for more than 


posters to 


10 years. The company states that 
more than 40,000 had already been 
sent to Myers dealers and distributors 


sil 
Cali 


vy in January. 


(Obituary 


Charles A. 
Charles A. 
d for nearly 
Besly & Co., 
24th in 








Knill 

Knill, who was associat- 
10 vears with Charles H. 
Chicago, died 
Rochester, 


December 
Minn. He was in 
the railroad sales department. 


Charles Henry Zehnder 
Henry Zehnder, 
dent of the Scranton Bolt & Nut Co., 
Scranton, Pa., died in his home in New 
York, December 26th, at 


Charles Vice-presi- 


the age of 71 


years. Mr. Zehnder was also a director 
of the Warren Foundry & Pipe Co.., 
New York. 


Frederic L. Thorne 

Frederick L. Thorne, for many years 
of Rising & Thorne. Newark, N. 
J.. distributors of hardware and 
mill supplies, died 29th, in 
the Hotel Summit, N. J. 
He had been in good health until strick 
en with pneumonia. 


Decembe1 
Beechwood, 


Deceased was 80 
He was born in Newark 
with Herbert W. Rising, 
established the business of Rising & 


vears of age. 


and in 1878, 
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“RW ‘Trolleys 
50% 


more 
efficient” 











Wm. H. Mitchell, president of the Mitchell Steel Company, 
Cincinnati, told a Gould Reports Investigator: 


wa HE MAKING of heavy forgings requires 

handling very heavy billets and blooms, 

and the selection of the proper cranes, 

trolleys, and hoists is important, especially 

when moving hot billets from the furnaces to 
the steam hammers. 


“After trying many types of trolleys and 
making exhaustive tests, we adopted Richards- 
Wilcox Ball Bearing Trolleys on jib cranes used 
to move hot metal. Men working on the hand 
operated cranes had become accustomed to 
exert a very strong push and pull to move the 
trolleys formerly used. They found the opera- 
tion of the R-W equipment very much easier; 
and this means that less time is required to get 


the billets under the hammers, with a propor- 
tionate reduction of heat loss. 


“Our tests show that the R-W Trolley is 
approximately 50% more efficient than any 
other trolley we have tried, and we have tried a 
great many. Furthermore, because the added 
eficiency of the R-W Trolley conserves the 
strength of our men and saves operating time, 
we have been able to increase our production 
10% to 119%. This production increase, with 
the reduced labor costs resulting, paid for the 
trolleys almost immediately. Although our 
R-W equipment has been in constant use for 
more than 2 years, it is in excellent shape, 
and has not required a cent for repairs.” 


An R-W trolley will be sent to any responsible manufacturer for free trial— prove 
for yourself its outstanding superiorities under your actual working conditions 
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Thorne. 
widow. 


Mr. Thorne is survived by his 


Herbert G. Thomson 
Herbert G. Thomson, president, An- 
chor Post Fence Co., New York, died 
January 11th, immediately following 
an attack of acute appendicitis. Mr. 


Thomson was stricken while leaving 
the Grand Central terminal in New 
York. Deceased was 57 years of age. 


He was graduated from Sheffield Scien- 
tific School of Yale University in 1892, 
and had been associated with the 
Anchor Post Fence Co. and its pre- 
decessor from that time until his death. 
Mr. Thomson became president of the 
company in 1902. 


Charles <A. 
Charles A. Ford, a member of the 
firm of Whitney & Ford, Chicago, dis- 
tributors of plumbing and heating sup- 
plies, died 28th in Mercy 
hospital, Chicago, following an illness 
of several weeks, at the age of 58 years. 
The firm of which he was a 
was established in 1902. Previous to 
that Mr. Ford and his partner, Hugh 
Whitney, were salesmen for the old L. 
Wolff Mfg. Co. Mr. Ford had been in 
the plumbing and heating supply bus- 
iness for more than 30 years. He is 
survived by his widow, Mrs. Jennie 
Ford; two daughters, Marjorie 
B. and Frances B. Ford, and a brother, 
Eli G. Ford. 


Ford 


December 


member 


Bacon 


Edwin Larned Ryerson 

Edwin Larned Ryerson, chairman of 
the board of Joseph T. Ryerson & Son, 
Inc., Chicago, died early Thursday 
morning, June 19th in his home, 38 
Banks Chicago. Mr. Ryerson 
was stricken a few previous to 
his death. Deceased was born in Chi- 
cago November 24th, 1854, and had 
lived in that city all his life. He was 
the son of Joseph T. Ryerson, who 
established the Ryerson iron and steel 
business in 1842. Mr. Ryerson was 
graduated from Yale University in 
1876 and entered his father’s business 
the same year. In 1879 he 
partner in the business. Mr. Ryerson 
president of the company from 
1888 until 1911, when he became chair- 
man of the board. He is survived by 
his widow; three sons, Joseph T. Rver- 
son, president of the Ryerson company, 
and Donald and Edwin L. Ryerson, vice- 
presidents; and one daughter, Mrs. Don- 
ald Frost, 


street, 


days 


became a 


was 


of Chicago. 


Brigham M. Scott 

Brigham M. Scott, president of the 
Duncan & Goodell Co., Worcester, 
Mass., distributor of mill supplies, 
hardware, ete., died unexpectedly in 
his office Tuesday, January 3rd. Mr. 
Scott apparently had been in the best 
of health when he entered his office in 
the morning. He was born in Ux- 
bridge, Mass., June 11th, 1861, and 











moved to Northbridge with his par- 
ents when four vears of age. In 1878 
he entered the hardware store of 
Kinnicutt & Co., Worcester, as an ap- 
prentice, and later became a salesman. 
In 1885 he joined Duncan, Goodell & 
Co., as it was known at that time, and, 
following the incorporation of the com- 
pany in 1887, he was made a director. 
Upon the death of Harlan P. Duncan, 
ir, 1903, Mr. Scott became president of 
the company. He is survived by his 
widow, one daughter and two sisters. 
Georze C. Horst 

George C. Horst, of the Jeffrey Man- 
ufacturing Co., Columbus, Ohio, died 
December 50th, following a brief ill- 
ness. Mr. Horst had completed forty 
vears of service with the Jeffrey Com- 


pany. He was well known to mill sup- 





GEORGE C. 


ply dealers. Born in Germany, Janu- 
ary 4th, 1867, he came to America with 
his parents at the age of four, and 
grew to young manhood in Marysville, 
Ohio. In 1887, 
age, Mr. Horst joined the Jeffrey or- 
ganization as a pattern maker, putting 
in his full time at woodworking by day 
and toiling drafting table at 
night to engineering side of 


when twenty vears of 


over a 
learn the 


building elevating and conveying ma- 
chinery. He made rapid progress and 
transferred to the sales de- 
partment. After a few years Mr. Horst 
was 


was soon 


manager of the chain 
division, as it was then called, and un- 
der his direction the department was 
expanded general material han- 
dling, when Mr. Horst was promoted 
to the position of assistant to the vice- 


made sales 





into 


president, in which position he con- 
tinued to serve the department until 
his death. He is. survived by his 


Clara Van Der Au Horst, 
Marysville, Ohio, three sons and three 


widow, Mrs. 
daughters. 
John J. Chandler 


John J. Chandler died December 18th 
in his home in New Haven, Conn. Mr. 
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Chandler was vice-president of The 
Hoggson & Pettis Mfg. Co., of that city. 
He joined the company as an appren- 
tice in 1881 and served it continuously 
from that time until his death. 


George Pearson 

George Pearson, for the last fourteen 
years manager of the iron and steel de- 
partment of H. Channon Company, 
Chicago, died in his home in that city 
recently at the age of 51 years. Mr. 
Pearson had been far from well for 
some time, and prior to his death was 
ill at his home for about ten days. He 
entered the employ of Hibbard, Spen- 
cer, Bartlett & Co., Chicago, at the age 
of 16 years. After working for that 
company for nine years, he went west 
and was with a San Francisco hard- 
ware house for four years and a Los 
Angeles firm for eight years. He re- 
turned to Chicago in 1912 to take the 
position with H. Channon Company. 
Deceased is survived by a widow and 
one son. 


Willard Brown 
Willard Brown, chief engineer of The 
3ourne-Fuller Co., Cleveland, died De- 
cember 28th, 
several weeks. 


illness of 
Deceased had been in 
poor health for two years. Mr. Brown 
was born in Newark, N. J., and was 
graduated from Institute of 
Technology in 1895 as a mechanical en- 
gineer. He was connected at different 
times during his career with the King 
Bridge Co., Cleveland; Lorain Steel 
Co., Dominion Iron & Steel Co., 
N. S.; Colorado Fuel & 
Colo., and the 
Engineering Co., 


following an 


Stevens 


Sydney, 
Iron Co., Pu- 
Garrett-Cromwell 
Cleveland. In 1912 
he became chief engineer of the Upson 
Nut Co., Cleveland, 
taken over by the 


eblo, 


later was 
sourne-Fuller Co. 
Mr. Brown had served two years as one 
of the directors of the Cleveland Engi- 
neering Society, of which he was an ac- 


which 


tive member for many years. 


William) Schwanhausser 

William Schwanhausser, chief engi- 
neer of the Worthington Pump & Ma- 
chinery Corporation, New York, died in 
the Peck Memorial hospital, Brooklyn, 
January 15th, 
three months. Mr. Schwanhausser was 
born in Wurzburg, Bavaria, 73 
ago. He received his M. E. degree 
from the polytechnic institute in Mitt- 
weida, Saxony. 


following an illness of 


years 


After coming to this 
country he was with Osterheld & 
Eichmeyer, Yonkers, N. Y., and the 
Otis Elevator Co. In 1885 Mr. Schwan- 
hausser took manufac- 
ture of trade pumps for the Worthing- 
ton Pump Works, Brooklyn. He took 
charge of the Worthington plant in 
1895, 1906 
made chief and consulting engineer of 
Pump Co., 
which later became a part of the pres- 
ent Worthington 


charge of the 


Germany in and in was 


the International Steam 


organization. 

























































































































435—Wall Paint Brush. Long Black 
China Bristle, heavily filled and vulcan- 
ized in hard rubber—nickeled ferrules. 
Sizes 3” to 5” widths. 






OSBORN PAINT 
AND VARNISH 
BRUSHES 


Every attribute that painters look for 
is embodied in the Osborn line of 


Paint and Varnish Brushes. 


Osborn’s manufacturing policy cen- 
ters around a constant effort to impart 
unusual qualities of utility and long 
wear at the lowest commensurate 
price. There is a type and size for 
every purpose —each specially de- 
signed and built for the job. 


Master painters know that the name 
Osborn has been identified with 
quality brushes for more than thirty 
years—a tradition of goodness, hon- 
estly won, and honestly maintained. 


5401 Hamilton Ave. Cleveland, Ohio 
Branch Offices 


New York Detroit Chicago 


San Francisco Los Angeles 






rushes 


BETTER WEARING BRUSH 
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444 — Flat Varnish 
Brush. Black China 
Bristle, vulcanized in 
hard rubber—chiseled. 
Tin ferrules. A handy 
brush for general use. 
Sizes 1” to 4” widths. 






401 — Flat Varnish 
Brush, Black China 
Bristle, vulcanized in 
hard rubber, triple 
thick, chiseled. Nick- 
eled ferrules — cherry 
handles. A popular 
high-grade brush. 


441 — Oval Paint or 
Varnish Brush. Black 
China Bristle, vulcan- 
ized in hard rubber— 
chiseled. Nickeled fer- 
rules. Sizes 1°,” to 


2%” diameter. 








EVERY 


456—Oval Sash Tool 
Black China Bristle. 
chiseled, vulcanized 
in hard rubber, seam- 
less nickeled ferrules, 
polished handles. Sizes 
Vv," to 1¥2” wide 
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Smith in 1922, and Dedicated to the Practical 
Ernest H. Smith, Associate 


penne nenes enn 


Application of Correct Sales Principles in the 


Editor. 


What Is the Prospect Thinking About? 


It Is Important for the Salesman to Get Qualified Opinions 
from Him as He Proceeds in Presentation 


One of the things most desirable for 
a salesman to know is what his pro- 
spective customer is thinking about the 
proposition that is being presented; 
otherwise he is working in the dark. 

One salesman says, “If IT am not dead 
ure what the buyer thinks about my 
proposition as I introduce the subject, 
I always try to find out before making 
any attempt to close a sale. I try to 
be tactful and get him to express his 
opinion by asking questions he won’t 
mind answering. I try to get his point 
without letting him turn me 
down before I have had a chance, and 


of view 


I try to keep him from making a defi- 
nite adverse statement that he would 
have to retract if he were to buy. You 
know, if a buyer says ‘no,’ it makes 
it hard to get a ‘yes’ out of him, even 
after he has changed his mind. He 
doesn’t like to admit that he made a 
ictake.” 

Obviously this method calls for care- 
ful approach. Encouraging the buyer 
to talk, and at the same time keeping 
him from saying the wrong thing, is 
not so simple. 

Gne of the early salesmanship prim- 
ers of the National Cash Register Com- 
rany, among other rules, lays down the 
following: 

“Rule 45. Don’t fail to stop and 
get the P.A.’s. assent to a statement 
that is open to question. 

“Rule 44. Don’t imagine, because the 
P.A. listens in silence, that he agrees 


with you or even understands all you 


-ay. 

SOME BUYERS PRESENT PROBLEMS 

There are all kinds of men among 
huyers and some of them are the quiet 
kind who do not have much to say, but 
do a heap of thinkine. The question is, 
what are they thinking? 
nothing, it is difficult to 
get a line on their thoughts. They may 
be expressive of counte- 
You may or may not be making 
the kind of an impression you want to 
make. The most difficult prospects I 
have ever tackled have been men who 


If they say 


or may not 
nance, 


FRANK FARRINGTON 


silent and just let me talk, 
making no response unless asked a di- 
rect question. 

Such a buver will let the salesman 
go on and on until he has run down 
and then he has to appeal for a deci- 
sion, which is generally adverse. Bet- 
ter to get some qualified opinions as 
you go along. 


have sat 


Some buyers are naturally contrary 
minded. No matter who makes a state- 
ment, their first mental reaction is one 
of opposition. Present any kind of a 
proposition to such a man, no matter 
how good it may be, and the first thing 
he does is to rake around in his mind 
to see what obstacles he can place in 
its way. Ask such a man to do any- 
thing, whether connected with buying 
or with something else, and he immedi- 
ately thinks up all the reasons he can 
for not doing it. It may be something 
to his advantage, but he will take that 
adverse attitude just the same. When 
he ought to be trying to find a way to 
assent he is looking for a way to dis- 
sent. 

I believe that it pays to start in by 
suggesting things he must agree with, 
if there are any. He may be like a 
certain senator whose reputation for 
dissenting with all statements was so 
well known that his acquaintances used 
to try him out with perfectly obvious 
statements, just to see if he would ever, 
by any chance, come out with a frank 
agreement. Someone on one occasion 
said to him, “Well, here it is the eight- 
centh of December. A week from today 
will be Christmas, won't it, Senator?” 
“It always has been, I 
sponded that gentleman. 


believe,” re- 


When you get into the presence of a 
buyer who hates as badly as that to 
admit that any statement of yours is 
true, you are up against a problem it 
will trouble you to solve. Fortunately 
few men are that bad. In most cases 
a buyer will agree to your simple pre- 
liminary statements of obvious fact. 

Some character analyst has expressed 
the fear that there are getting to be too 





many “yes men.” Evidently that expert 
has not had much experience in mill 
supply salesmanship. Every salesman 
knows how hard it is to get buyers to 
say “yes” at the right time. It would 
seem, however, that by getting a buyer 
started at “yessing’” the salesman’s 
statements early in the conversation, 
the chance is better that he will give an 
assent when the time comes for the re- 
ply on the deciding question. 

There are salesmen who fall down 
just because they cannot close up sales. 


They know their lines. They have 
agreeable personalities. They know 
how to get along with cantankerous 


buyers, and they can even develop the 
prospect’s interest in the proposition. 
They are almost first class salesmen. 
They are only “almost” because they 
can’t quite get the signature on thc 
dotted line. 

I believe such a salesman loses out. 
in part, because he does not know what 
his prospect is thinking. The salesman 
makes himself too agreeable by being 
afraid to assert his own faith when he 
thinks it would not with 
that of the buyer. The buyer gets the 
salesman to “‘yessing” his statements in 
order to avoid friction, and the sales- 
man’s personality and his proposition 
lose force. These salesmen go to the 
extreme of letting the buyer camouflage 
his position until a suggestion to buy 
is useless. 


correspond 


It does not necessarily follow that the 
talkative buyer gives away all his ideas. 
He may be talking to conceal what h 
really thinks, or he may merely be a 
talkative fellow who will talk as long as 
anyone will listen, though you don’t 
find many buyers who are like that. 
When the buyer takes the lead away 
from the salesman, the salesman is out 
of luck until he gets it back again. 
The salesman profits most when he can 
direct the talk of the buyer as well as 
his own. 

The salesman can searcely expect to 
overpower the buyer. In a retail store 
the man behind the counter may have a 





































































vrsonality than his customer. 


stronger 


more forceful than most of 
It is different on the 
road where one is selling to buyers who 


He may be 


his customers. 


are themselves forceful, aggressive 
men, perhaps in many instances more 
forceful than the salesmen who eall 
upon them. 

Someone asked Mme. Concini, who 
had acquired great influence over the 
queen mother in the reign of Louis 
XIII, “By what magic did you gain 

aie 


ascendancy over the queen mother? 
“By that 


exercise over weak,” 


power which strong minds 
was the reply. 

With the mill supply salesman it is 
mind influencing 
If the buyer’s talk is to 
hand; if his 
conversation is to follow a line that will 
give the salesman an idea of what he is 
thinking about, it must be due to tact 


no case of strong 


weaker mind. 


be kept to the subject in 


and ingenuity on the salesman’s part 
rather than to a strong mind influenc- 
ing one less strong. 
“PLOT DEVELOPMENT” OFTEN NECESSARY 
The ingenuity that is successful in 
influencing the buyer often needs to 
begin back far enough to permit of the 
development of a plot that will carry 
Few of us are clever enough 
to think off-hand of means of carrying 
the obstinate buyer with us. The fol- 
iowing instance of clever ingenuity in 


t ,y >} 
hrough. 


Flexible Steel Lacing Company 


The sixth annual sales convention of 


the Flexible Steel Lacing Company, 
held January 4th, 5th and 6th in the 
offices at 4607-31 Lexington street, 
Chicago vas the fines meeting of its 


“The Mill Supply Salesman’”’ Section 


bringing about the acceptance of a 
proposition was told me by an old gen- 
tleman who had known Erickson. 

Ole Bull, the great violinist, was a 
friend of Erickson, the inventor of the 
U.S. S. Monitor, but he could not get 
the latter to come and hear one of his 
One day he entered Erick- 
son’s shop with a broken violin. “You’re 
a mechanical genius,” he told the in- 
ventor. “Can’t you fix up my violin for 


concerts. 


me?” 

Erickson took the broken instrument 
and said he could repair it. With Ole 
Bull watching him, he went to work, 


watched by the men of the shop who 
realized the prominence of the violinist. 
The violin repaired, Erickson replaced 
the first string. 

“Wait, let me take it,” said Ole Bull, 
as Erickson started to put on another 
string. “I want to try it and see if it 
is all right.”’” He took his bow and ran 
it over the string. The workmen 
gathered around the two men. Soon the 
violin was handed back and another 
string placed upon it. Again Ole Bull 
insisted upon trying it to see if it was 
all right. On the third trial, after the 
third string was put on, the music was 
such as to arouse the enthusiasm of the 
listeners, and when the fourth string 
was finally in position and the violinist 
took the instrument, he played 


one 


piece 


subjects,” stated the company. “Ample 


time was allowed for discussion, but, 
under the guidance of H. L. Coats, 
sales manager, the meetings were s: 


conducted as to avoid undue length of 
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after piece while his hearers, Erickson 
included, stood entranced. 

Then Ole Bull turned to go, but 
paused to say, “Come to my concert to- 
night, Erickson.” “T’ll be there,” re- 
sponded the inventor and that ended his 
neglect of Ole Bull’s playing. 


No Need to Get ina Rut 


There is no occupation perhaps in 
which it is easier to get into a rut than 
salesmanship. Yet there is just as much 
chance for marked success for the sales- 
man as there is for the doctor, the engi- 
neer, the lawyer or any of the profes- 
sional men who are constantly seeking 
new ideas and new ways of doing things. 
Selling is a great game if the man play- 
ing it makes the most of it. 


Use Past Achievements 

The supply house salesman will do 
well to familiar with many of 
the noteworthy achievements of his com- 
pany in serving the industries in its ter- 
ritory. They may be used effectively 
at times as illustrations to prove to 
the buyer that he will make no mistake 
in buying from it. The lawyer proves 
his case by citing other cases that have 
been decided in the past, and so can the 
salesman prove his house’s ability to 
serve by demonstrating what it has 
done in the past. 


become 


Sales Convention 


there were new faces in the group, de- 
noting additions to the sales force.” 
Two guests who distribute the com- 
pany’s products in countries across the 
present: A. G. 


Pacific were 


Morley, 





Salesimen 


kind in the 


tion, the 


history of the organiza- 


company states. 

‘This convention, lasting over three 
working o’clock in the 
the afternoon, 
serious type, and operated 
a carefully planned schedule of 


days, from 9 


4 


ling until 4:30 in 





was of the 


of the Fle vible 


discussions and unnecessary digression. 

“An excellent year was recorded, and 
improvements in production and prod- 
ucts, for which the company is always 
striving, were noted with keen interest. 

“The record of the company for hold- 
ing its salesmen is unbroken, although 


Steel Lacing Co pany in Session 


from Australia, and J. D. Collier, from 
Japan. 

The Flexible Steel Lacing Company 
manufactures Alligator steel _ belt 
lacing, Flexco and Flexo-Lok guards 
for electric lamps and Flexco H. D. 
belt fasteners. 
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is the 


A young man recently took upon him- 
self the task of selecting a 
that he 
toe, but he 


new pair 
wanted a 


thought he 


of shoes. He knew 


fairly broad 


would like something a little different 
in appearance from the pair he was 
wearing. 

There was one type of shoe that he 
had seen several men wearing, and 
which he liked greatly, and so, when 


the salesman brought 
that type, he 
trying them on. But when he put on 
that particular pair of 
somewhat disappointed. In 


out a 
much 


pair of 
was interested in 
shoes he was 
the mirror 
they appeared large and awkward, and 


had 


generally unbecoming. He almos 


made up his mind not to buy them, 
when the salesman said: 
“T really don’t believe that pair of 


shoes looks very well on you.” 
A candid 


It removed 


remark, but a timely one. 
that might 
customer. He 
much like 


and came 


any hesitancy 
with the 


shoes 


have lingered 


took a pair of very 
the old ones he was wearing 
away that store feeling confident 
that he would never have been satisfied 
had he 

That salesman 
Furthermore, he 
what he 


rather 


from 


selected the other pair. 
“knew his 
wasn’t 
thought. He 


than a 


onions.” 
afraid to say 
Was a salesman 
clerk. 
DON’T HESITATE TO ADVISE 

There are many men and women who 
would like to wear ; 


clothing, but 





certain types oi 


cannot because of theii 
physical makeup, and the salesman who 
tells them so (though of course it is ad 
visable to do it diplomatically) is doing 
them a favor, and probably will be re 
warded by future confidence and busi- 
ness from the customet 

The 


equipment. to 


mill selling 
plants should 
have the same feeling toward his cus 
that 


supply salesman 


industrial 


efficient 
has 

the 
should 


greater desire to see the customer pur- 


tomers the clothing or 
the 


where 


shoe salesman toward 


people 


who come into store he is 


employed. He have an even 


chase what he needs than the 


the 


consequences of 


really 


salesman in the store, for stake is 
much bigger and the 


the use of improper equipment are 


often much 


The 


unless it is of 


more serious. 
little value 


item 


one time sale is of 


some large which 


will not be replaced for years and 


which is sold to a buyer who has no 
the 


test of a 


other goods 


use for 2 handled by 
The 
salesman’s ability is his suecess in get 


And 


customer is 


salesman’s house. real 
ting repeat orders. 


the 


repeat orders 


come only when satis- 











“The Mill Supply Salesman’’ Section 


Make Sure That the Purchase Is Right 


Mill Supply Salesmen Should Be Certain That the Item Selected 


»roper One for the Use Intended 


fied with the goods and service he has 


received from the seller. 
The mill supply house 
interested it 


is particularly 
orders. Its 


repeat busi- 
ness is in fact largely based on repeat 
orders. It is the warehouse of the in- 
community, an 
carrying a large 


dustrial establishment 


and varied stock of 
that 
supplied at short notice. 
dustrial 


items in order customers may be 
It is to the in 
the 


housewife. 


plant what department 
The house- 


continue to trade with the 


ore is to the 
wife will not 
department store that does not provide 
her with the type and quality of goods 
Neither 


continue to 
which it 


and the service she requires. 
the industrial 


patronize the 


will plant 


supply house in 





Re Suve 


You His Needs 


Know 


is unable to place implicit confidence. 
} 


Therefore, the salesman being the con 


tact man between his supply house and 
should be his 


the industrial plant, it 


mbition and determination to sell cus- 
tomers just what they need for then 
uses 

The fact that the purchasing agent 
want o much belting is no indication 


that any belting of a certain width will 


do. Even the fact that the purchasing 
specifies that he wants a certain 
that the 
right belt 
which -it is required. It 
salesman 


belt 


agent 
does not 
elt he 
purpose for 


type always prove 


for the 


specifies is the 


would be well for the to know 
in just what way the is to be used 
and the other factors governing its use 


(unless he is sure that the 


buver is 
thorougnly versed on the matter) and 


hav ufficient knowledge to be in a 


position to recommend. the 


particular 
The 


othe: 


should be 
holds 
handled by 


purchased. 


same rule true for many 


items mill supply houses. 


To sell in this very efficient way, 


} 


salesman must have good 


the 


however, the 


knowledge of lines his company 
familiar with 
Much of 


gained eventu 


handles and he must be 


the plants to which he sells. 
knowledge 


this may be 





ally, of course, through experience; but 


experience, while a thorough teacher, is 


very often a painfully slow one, and 
the man who is satisfied to wait for the 
completion of a course of that kind is 
a long way from his diploma. 
<ALESMEN MUST EDUCATE THEMSELVES 
There appeared in a national maga- 
zine recently an article 
great 
statement 


concerning the 
that 
made that 
18 hours a 
r’s told him 
guest in the 


a railroad president the latte: 


head of a corporation. In 


article the was 





the man in question wot 
day. A friend of 
while a 





the w 


that house 


once 
home of 
man wh 


informed her that any young 


hopes to be a re must work 





18 hours a day in his early years lh 





business. Whe r there is any par- 
ticular charm in that particular lengt! 
of workday is hard to say, and certain 


: 
that the man who puts in tha 


much time at 


it 1s 


his work is a rare excep- 


tion; but 


every man who hopes to push 


ahead can certainly devote some time 


1ings he isn’t absolutely re- 


to doing tl 
quired to do 


There are a limited number of hours 


each day when the salesman 


ally 


can actu- 


make calls, but that doesn’t mean 


that he can’t keep on job just the 
work that 


same. The outside 





done 


of actual selling hours may be classed 


gone about 


as study and planning. If 
| isidered as 


need not be cor 


properly, it 
work. 
Sales 


meet ing’s, magazine 


paper articles, manufacturer's litera 


ture, conversation with manufactur 


irers 
representatives, visits to plants of cus- 
tomers—there are many sources of it 

formation of which the salesman may 


take advantage if he will. 

In last i 
PLIES 
the 


month’s 
there 


hrst 


Was a 





comple 
annual meeting of the 
Transmission 
supply 


Power 





Associati 


very mill 





salesman se transmission 


equipment should read that article fron 
beginning to end. If he does, he wil 
not only know what the association is 
doing, but he will obtain structive 


information that shoul 





in selling transmission equipment. 





For instance, any sal 
the address of Willia 


man of the 


sman who reads 





tanlar, cnalr- 


board of advisory engineers 


Ol ne association, \W i) better 


equipped to sell power transmission 


equipment, for he will know that pur- 


chases of transmission equipment are 
given too little attention by a big 
share of companies using it, and he wi 
] 


ce able to more strongly emphasize t 


the buyer the necessity or using’ 


greater care in the selection of his 
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You Can 
Guarantee 


SIMONDS . 


Fie. 


When your cus 
tomers are order- 
ing files they 
naturally want 
good files that 
will give them 
the most work 
for their 
money. [his 

is another 
place where 
you can 
show them 


just 


your desire 

to be of 
service to 
them, and 
also to show 
your ability 
as a salesman. 
Tell them and 
sell them  Si- 
monds Files and 


they will order 
again after one 
trial. You can 


guarantee Simonds 
Files for every kind 
of cutting. 


Simonds Saw and 


Steel Co. 





SIMONDS 


FILES for 
Industry 
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equipment. Mr. Staniar’s remarks em 
necessity for mill supply 
customers the right 
to which it is to 


phasize the 
salesmen selling to 
equipment for the use 
be put. 


A Talk on 


Section 


Che salesman who acquires this habit 
in selling will build more strongly for 
his house and himself than the man 
who is satisfied to sell what he can for 


a profit and let it go at that. 


Specialties 


Old John Rosey Cites Harry Gibson as an Example of 
What a Man Can Do if He Pushes Them 


before the weekly 
sales meeting of the Milner Supply Co. 
was scheduled to close, old John Rosey, 
Harry 
salesmen, if he 


A few minutes 


supervisor, asked Gibson, 
company’s 
would leave the gathering and mail an 
letter for him. When he 


John winked slyly at the re 


sales 


one of the 


important 
had gone, 
mainder of the 
that 


group, and said: 


“Boys, was all prearranged. It 


is true I had the letter to mail, and it 
has to be in the postoffice before 2 
o’clock, but I held it just to get rid of 
Harry for a few minutes 

“T don’t want him here because ! 


want to tell that he has made a 


remarkable 


you 


record selling specialties 


during the last four months. In fact 
he has sold more of them than any two 
of you. To some of the larger com- 


panies in his territory he has sold them 
and, 
to industries 


lists before. 


in quantity and variety, 
he has been 


had on our 


more, selling 
we never 
“T don’t 
ing a 
for the 


believe in exalt- 
among other men working 
and I wouldn’t 
here, but really it 

example to you 
you can help 


ordinarily 
man 
Same company, 
Harry 
is such an inspiring 


do it if were 
men that I don’t see how 
hut benefit from it.” 

There man in the 
vanization who was 


Milner or- 
a likable chap and 
a good salesman, but 


was one 


who had the one 


very noticeable fault of always search 
ing for a reason why some other man 
was doing better than he. His name 


was Stanley Oglethorpe. 
“Well, John.” he said, 
thoughtfully as he spoke, 
Harry has 
for sales of our specialties.” 
“No different from that of anyone 
replied old 


frowning 
‘“perhap 


unusually fertile territory 


else, so far as I can 

John promptly. 
“Well, possibly Harry has, 

what I that he—he, 


‘Il, maybe he’s been concentrating on 


er—er, 


mean to say is 


specialties and rather passing 
other stuff.” 

“Wrong 
of the 
of most of our 
son with the 
vear 


over our 
again,” smiled John. “Fac 
matter is, he’s ahead on his sale 
staple lines in compari 


same four months of last 
and he’s not he 


them.” 


-hind on any of 


Stanley was not through yet. 
“Well, then, he must have had some 
special coaching or something,” 
The situation was becoming 
oppressive efforts of the 


he said. 
rather 


from the other 


what is 


himself, to keep 
Was straining 


salesmen and old John, 
back the laughter that 
at its leashes. 

“On the contrary, Harry 
receiving any special attention at all,” 
he replied. 

“No, fellows, Harry 
ceiving special coaching, nor 
ceptional territory, nor has he neglected 
John continued. 
possibilities for 


hasn’t been 


hasn’t been re- 


has he ex- 


his other lines,” old 
“He simply saw the 
sales of specialties and went out to do 
the job up right. He wasn’t satisfied 
SOME GUYS 15 SO BIZZY 
COVERIN’ TERRITORY THAT 
THEY SKATE RIGHT BY A 
GOOD ORDER 





rr 
Pe i 
- 

e a 





with our school sess 


ties. He 


he read 


ions on the special- 
studied them after hours, and 
could on the 
would be thor- 


everything he 
carry so that he 
oughly posted. Then he sat down and 
figured out all the industries and busi- 
that might have 
id went after them, and 
they helped him to 


lines we 


nesses in his territory 
them, ar 
he sold them, and 
ell other things. 
“Don’t misunderstand me. You fel- 
well in sell- 


use for 


lows have been doing very 


ing specialties, but I believe there ts 
a great de 
ed studying the special- 


( 
ties at our meetings 


room for al of improvement. 


Since we start 
been a 
sales, but you 


there has 
noticeable increase in 
can sell more if you will get after some 
of the prospects you never 
an effort to sell. 


have made 


“Don’t think for a moment -that I 
want you to neglect our other lines. 


3ut it shouldn’t cause 
the contrary, it is our 


you so to do. On 
experience that 
regular lines go right along 
with specialties. If a man buys a va- 
cuum electric washing 


sales of 


cleaner or an 


machine for his wife, he doesn’t quit 
paying the rent or buying food, does 


he? The 
washer 


vacuum cleaner and electric 
help his wife to do her work 
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“The Mill Supply 


and efficiently, but the 
family has to have a roof over it and 
things to eat. Just with industrial 
plants. Because they buy specialties 
to improve their processes is no indica- 


more quickly 


sO 


tion that they are going to quit buying 
the things they absolutely have to have, 
is it? On the other hand, your specialty 
talk will pave the way for 
and larger sales on our staple lines.” 


often new 


Information on Prices 
Survey Shows Many Firms Keep Sales- 
men Posted on Changes 
and their 
interested in the find- 
ings of a survey conducted by The Na- 
tional Supply and Machinery Distrib- 
utors’ Association on methods employed 
to keep salesmen accurately 

on current prices. 

George A. Fernley, secretary of the 
association, in a letter to 
states that all 


secured 


Mill supply distributors 
salesmen will be 


informed 


members 
data 
leaf systems. 
The most popular method is to send out 
leaf sheets for 


those from whom 


was use loose 


insertion between 
of the 


price lists. 


loose 
the 


catalogues or 


original pages salesman’s 
Forty-seven 
percent of those reporting use this sys- 
tem. Thirty-five percent of those 


porting distribute new sheets to replace 


re- 


pages on which price changes are nec- 
while a combination of these 
two systems is used by 18 percent, 


essary, 


indicate that in all cases 
there is a centralized control of pric- 


The replies 


ing, and 53 percent report that all 
changes are made by the purchasing 
department. Nearly 80 percent of 


those reporting send out daily notices, 
while a little more than 20 percent for- 
ward weekly price changes to salesmen. 
Although multigraph and_ ditto 
chines the new sheets are 
more generally prepared on the mimeo- 
graph. 


ma- 
are used, 
Several houses report that each 
page of their catalogue is held in type 
and when a price change is necessary 
the type for that particular page is cor- 


rected and new run off on a 


Members using: t} 


pages are 
small press. is latter 
system report it very satisfactory but 
involving considerable detail work. 
“Thirty percent of the members re- 
porting to us state that they use a mas- 
ter loose leaf catalogue, against whicn 
salesmen’s catalogues and price hooks 
are checked,” stated Secretary Fernley. 
“A master catalogue supplemented by 
a price book, in which all changes 
recorded 


are 
by the interleaf method and 
the insertion of new hy 
29 percent of the while ‘1 
report that they insert in the 
catalogues con- 


sheets, is used 
members, 
percent 
manufacturers’ sheets 


cerning price changes. Where a large 


number o made in 
the 


issued 


changes must be 


any one line, it is necessary for 


salesmen to carry a catalogue 


by the manufacturer. 


“ 


Replies also indicate that it is usual- 


ly necessary for salesmen to carry a 


few manufacturers’ catalogue and 


Salesman” Section 


that as their own catalogues become 
older this number increases.” 


Salesmen Trained Inside 
Ludlow & Squier Select Representa- 
tives from Store Force 
Ludiow & the well 
known mill supply distributing houses 
of Newark, believe thoroughly in the 
policy of ti } salesmen on the 


i 8 ¢ 
Squier, one oi 


ein 


lining t 





inside. 

Charles R. Wilcox, vice-president and 
states that the company’s 
experience has been that the re- 
sults are secured by such a method of 
salesman selection and training. The 
salesman who is to sell mill supplhes 


secretary, 


best 


successfully must know a great variety 
of lines, and if he the stock 
and at waiting on the counter 
trade, he gains the knowledge of the 
company’s lines that is so essential, Mr. 
Wilcox Furthermore, he 
tains a wide acquaintance with custom- 


works in 


rooms 


stated. ob- 
ers who come into the store. In only one 
according to Mr. Wilcox, have 
Ludlow & Squier gone outside of their 
mill 


instance, 


own organization for an outside 
supply salesman. 

find it 
scheduled 
all of the salesmen 
the nearby ter- 
every evening, 
assembled easily whenever 


The company does not 


sary to regularly 


neces- 
have sales 
because 
Newark and 
ritory, are in the city 


meeting's 
work in 
and can be 
it is desired to hold a session. 
representatives of certain lines 
with the 
ally. 


Factory 
go out 


company’s salesmen occasion- 


He Radiates Enthusiasm 


the fellow who is so 
sold on his house that it seems almost 
a part of him. His “We” is as affec- 
tionate as Lindy’s when he speaks of 
1imself and the “Spirit of St. Louis.” 
He just radiates his loyalty. Have you 
ever thought of the effect he has on 

Surely it can’t be an adverse 
one. If a salesman for a house is 
thoroughly sold on it, there certainly 
must be something to it. 


You’ve met him 
] 


buyers”? 


Do Your Best, That’s All 


Don’t 


prospect, 


worry about calling on a hard 

It will lessen your efficiency 
in trying to sell him. Just 
that he is in business just the same as 


remember 


you are, that you have a proposition 
for him and that it is up to him to ac- 
cept or reject it. Put your story across 
to him in the very way you can, 
and then if you don’t make the sale, 
forget him for the time being, or it will 


best 


affect your efforts with other custom- 


What 
you up. 


ers. if he is gruff? He can’t eat 
civ- 
Haven't 


you often been tempted to kick your- 


Cannibals don’t exist in 


ilized countries nowadays. 


self around the block, in the past, after 


that turned 


“mountains” 


“mole hills?” 


fretting about 


out te he 








BELTING 


joined with 


CRESCENT 
BELT FASTENERS 


» 


Ly 
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stays joined / 
sce € 


ag 


Y There will be 
no necessity for 
alibis or excuses 
if you make sure 
that every piece 
of belting you 
sell is joined prop- 
erly—joined with 
CRESCENT 
BELT FAST- 
FE NERS. Your 
customers will 
receive your 
belt's best ser 

its long 


co 


A direct road 
to better and 
bigger belting 
business. 


CRESCENT BELT 
FASTENER CO. 


247 PARK AVENUE, NEW YORK,N.Y. 
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We Are 


Flax Packing 


Specialists 


Linear Packing & Rubber Co., Inc. 


1901-5 N. Marshall Street Philadelphia, Pa. 

























To Manufacturers 
Who Purchase Floats 


* you. manufacture Steam Traps, 

Automatic Pumps, Feed Water 
Heaters, Safety Water Columns, Float 
Valves, Steam Generators, or any 
other float) controlled equipment, we 
want to tell vou about our facilities 
for making copper (and other metal 
floats. 


We are making floats in both large 
and small quantities for many manu- 
facturers and their continual re-orders 
testify to the float value we give them. 


Ask jor a quotation on the 
SIZ€ VOlt GV USING. 


ARTHUR HARRIS & CO. 
210-218 N. Curtis Street, 
Chicago, IIl. 


Established 1884 oS 
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Time Is the Supreme Test 
of Quality 


A poorly made product may get by for a 
time, but only superior quality will survive 
the test of passing 
years. 


For three generations 
Clayton & Lambert 
firepots and blow 
torches have been 
used by skilled 
mechanics the world 
over. Today they 
enjoy universal 
recognition as the 
Quality Line. 





Vo. 22 Coil Fire Pot 


There is a special C & L tool that best 
meets your individual requirements no 
matter what they are 
Ask your jobber about it 
or write the factory 


Clayton & Lambert Manufacturing Co. 


6282 Beaubien St. Detroit, Mich. 




















Oil Gauges 
Grease & Oil Cups 
Lubricators 
Air & Drain Cocks 
Brass Pipe Fittings 

Cylinder Cocks 


APT Water Gauges 


GENERAL BRASS COMPANY 


Successor to 





ou 
GUM CHIGAN 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 



































ago. Prior to becoming associate 








f 


—General: 





f 


Vb Wi 7 win an 1 pr 
' Ieee \ 


Ii 
— 





: | 
uy,» ‘ a | ; —~—l 


Yornne.; oat ONO 


ews fomikField — 





ars 


‘< 

















LK 














ee ce ee a ee ee ee we we © wes 


Personais of 


Prk acini eeady 
James D. Tew, vice president of the 

Kk. Goodrich Rubber Company, 
cron, Ohio, has been appointed gen 


ral sal manager to succeed W. O. 


itherford ho recently resigned, Mr. 
n een in. the employ of the 
Goo h compat since 1906, and was 


ted \ e president last October. At 





Cle on hek 1) the company 

VM. Motfett, T. C. Graham and 

Me Jott were named to fill vacancies 
ard. T. G. Graham was also 

ted a ember of he executive com- 
H. PP. Rankin, recently appointed 
rere Ol the eastern division of 


ohns-Manville, Inc., has been associat 
with that company since 1915, and 


been a member of the board of di 


tors since 1920. He entered the 
Johns-Manville, Ine., as pra 
ager of the construction depart- pomnt 
| {IT he was promoted to s 
naver of the Pittsburgh branch, and Li. 
a result of increasing the business when 
several times its previou olume, 
made manager of the central divis 
in 1922, with headquarters at Cleve chanica 
id. The company’s Pittsburgh, Cleve 


d, Detroit and Cincinnati branches 


rmed the central division. Previous 
» his joining the staff of Johns-Man 
Inc., he was connected ith the 
re & Laughlin Steel Com ww and 
x irgh Crucible Stee (‘on 
eorge L. Pollock, vice-president and 


easurer of the Burnside Steel Foun 
Co. since its organization, has re 
igned to become vice-president of the 
ugent Steel Castings Company, Chi- 


1 
i 


h the foundry industry, Mr. Pollock 


heen with the purchasing depart 


nt of the Burlington Railroad, and 
purchasing agent. of 

Wheeling & Lake Erie Railroad, 
id the Chicago & Western Indiana 


tw oS. Wilson, new sales manaeer of 
Goodyear Tire & Rubber Co., who 
ppointed January Ist to succeed 


C. Rockill, resigned, has been with 


rodveal 15 vears, during which time 


has held many responsible positions. 


Vir. Wilson started with the company 


1912 as a clerk in the repair depart ( 


nt at Akron. Later he went to De \\ 


trot as an adjuster, and a short time 


yo owas made assistant manager of 


ervice department, going back to \ 





ap- 


ivi- 


of the western 


osen to succeed 
manager 


King resigned to enter the 


Sanufacturing 








manager practical research in the laboratory and 
1917 in the field has been outlined with the 
the Truck Tire De- view of assisting users of belting in 


their transmission, conveying, or ele- 
vating problems and for the further 
improvement in manufacture and ap- 
plication of the line of Rusco Belting. 
The Russell Manufacturing Company 
is the oldest manufacturer in the coun- 
try of solid woven belting for elevating 
and power transmission. Mr. Jones’ 
connection with Rusco is another and 
hig step forward in their long history 
of service in this field, and is in ac- 
cordance with their policy of constant- 
ly perfecting a product which for many 
years has been successfully used in 
hundreds of industries because of its 
high quality. Mr. Jones is a mechan- 
ical engineer, which degree he received 
fron: Cornell University in 1919. He 
was instructor at Cornell in’ 1919-20 





in experimental engineering, assigned 
to commercial research work where he 
devoted considerable time to belting. 
In 1929 he became research director of 
the Leather Belting Exchange Founda- 
tion at Cornell, which position he held 
until his present connection with The 
Russell Manufacturing Company. As 


research director he made laboratory 


on 
joined The Russell 
Middletown, 


studies of many problems cencerning 
the manufacture and operation of belts. 

James R. White, for the past nine 
years vice-president of Rickard and 
Co., New York, industrial advertising 
agency, has been appointed secretary 
of Jenkins Brothers, 80 White street, 
New York, valve manufacturers, suc- 
ceeding the late William B. Rufe. Dur- 
ing his association with Rickard and 
Co. he was in charge of the direction 
if Jenkins’ advertising Mr. White’s 
associates at the agency tendered him 
au testimonial dinner at the Hotel Van- 
derbiit, New York, on December 30th. 





Elmer C. Wayne resigned as manag- 
er of the Pittsburgh office of Goulds 
Pumps, Inc., Seneca Falls, N. Y., to ac- 
cept a position with the Pittsburgh of- 
fice of the Massachusetts Mutual Life 
Insurance Co. John B. Foley, former- 
ly his assistant, succeeds him. 

Walter D. Guiney, who has been as- 
sociated for several years with the 
mill supply house of W. L. Smith, 
Newburgh, N. Y., as a salesman, has 
joined the sales department of the Vic- 
tor Balata & Textile Belting Co.. New 
York. Mr. Guiney will cover the New 


York state territory, and his) many 


mn years of experience in the conveying 
engineer, and transmission field) especially fits 
and him for rendering service to the trade, 
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To Get the Right Start—Equip with 7MEEDARF- 


We give 
to the Distributor 
100°, cooperation because it is our 
policy to sell thru distributors. 
@ We refer every inquiry back to some 
distributor in the territory. 


€@ We give an unequaled service to both 
the distributors and their customers. 


4,What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 


ome 
“ Wire them—‘phone them—they’ll go off our ware- 


€@ We give every possible aid to the Sales 





house racks and on the cars in a jiffy. Manager and his men. 

“ You can always get them from stock, and for a fair we 

price, at ‘‘Medart’s.”’ [hese are some of the reasons distributors find 
eae ee ee phate si8y satisfaction and profit in handling the ATLAS 

SOUR POLICY tn heildiee Weed Split Pull Cheats CAR MOVER, a car mover that moves any 


car, under any circumstances, and vives the 


? I 1sset Our G tut i] 
ad o vice thi akes » outstandine 
Get the “MEDART” WOOD SPLIT PULLEY from. stock! kind of service that makes it the outstanding 


tool in that field of work. 


- Manufactured only by 
[ ) édart Patent Pulle ? . 
General Offices and Works: St. Lovis, U.S. A. 
Office and W arehouse: CINCINNATI APPLETON CAR MOVER CO. 
CHICAGO, PHILADELPHIA, NEW YORK, SEATTLE, PITTSBURGH P ©. Box 2 

Shaft Cour Co Hangers, Bearings, Bearing Supports, Frictior or Be yer 
P Steel Rim Pull Gearing, Sprockets, ¢ n, Rope \ ciate \lem!'er 
. Rope Drive Belt Tighteners, et Nationa up ¥ Machine istri 1 \ssn 


Appleton, Wis. 
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HIGH SPEED 








Contractors’ Equipment 





Made by an organization that 

has catered for many years to 

the full and individual needs of 
the contractor. 
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HACK SAWS 
“The Toots in the Paid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 
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GENERAL WHEELBARROW COMPANY 
3140 East 65th Street Cleveland, Ohio 
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Friction Clutches 


HE name “Edgemont” on a friction clutch is positive assurance of 

clutch satisfaction. Users everywhere know this and turn to the 
jobber who handles “Edgemont Clutches’’ when in need of such 
equipment. ‘‘Edgemonts’’ do satisfy and the prices are right. Our 
catalog “‘H”’ (especially for jobbers) makes it easy to order the proper 
size. Send for it. 


THE EDGEMONT MACHINE CO. °2x33* 
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Frank B. Mahoney, formerly works 
manager, has been elected vice-presi 
dent in charge of manufacturing of the 
Hiumphryes Mfg. Co., Manstield, Ohio. 

James H. Slawson, president of the 
Chicago Malleable Casting Co., Chicago, 
has been appointed president and gen- 
eral manager of the newly organized 
Western Malleables, Inc., Beaver Dam, 
Wis. He was formerly connected with 
the National Malleable & Casting Co. 
and the Joliet Railway & Supply Co. 

Percy C. Brooks, president of the FE. 
& T. Fairbanks Co., St. Johnsbury, Vt., 
recently was elected a_ vice-president 
of Fairbanks, Morse & Co., Chicago. 

Frank R. Miller, formerly advertis- 
ing manager of the Perkins-Campbell 
Company, Cincinnati, has succeeded 
Wm. N. Mackey as sales promotion and 
advertising manager of The Newman 
Manufacturing Co., Cincinnati, O. Mr. 
Mackey has accepted a position with a 
large direct-by-mail firm in Cincinnati. 

Ss. W. Calhoun has been appointed 
southeastern district representative for 
the Foote Brothers Gear & Machine 
Co., Chicago. He will have charge of 
sales in Tennessee, Kentucky, Virginia, 
North and South Carolina and southern 
West Virginia, with headquarters at 
Asheville, N. C 

William Wolcott French, publicity 
manager for Dodge Manufacturing Cor- 
poration, Mishawaka, Indiana, was mar- 
ried on December 9th in New York to 
Miss Bessie Aida. Mr. and Mrs. 
French are at home at Mar-Mains- 
Arms, South Bend, Indiana. 

C. R. Burt, vice-president and gen- 
eral manager of Pratt & Whitney Co., 
Bradford, Conn., was recently made a 
director of the Hartford Chamber of 
Commerce. 

C. R. Kammerer, who formerly was 
district sales manager at St. Louis of 
the Industrial Brownhoist Corporation, 
Cleveland, has purchased the controll- 
ing interest in the H. C. Atkins Mfg. 
Co., manufacturer of pipe nipples. He 
has been elected president and treas- 
urer of the company. 

Harvey Hubbell, Jr., has been made 
president and treasurer of Harvey 
Hubbell, Inc., Bridgeport, Conn., manu- 
facturer of electrical supplies, succeed- 
ing his father, the late Harvey Hubbell, 
Sr. Mr. Hubbell was associated with 
his father in the management of the 
business for a number of years, so no 
changes in the policies of the company 
are contemplated. 

Frank J. Drago, who for the past two 
years has been associated in various 
capacities with the Jacobs Mfg. Co., 
has been appointed treasurer of the 
company. 

George H. Babcock of the Monarch 
Metal Co., 119 South Lincoln street, 
Chicago, left recently on a six or seven 
weeks’ trip through the Southern 
States during which he will call on dis- 
tributors. 


Arthur C. Pietz was recently made 
sales manager of the Niles Tool Works 
Division of the Niles-Bement Pond Co., 


with headquarters at Hamilton, Ohio. 
For nearly two years Mr. Pietz had 
heen in charge of the miscellaneous 
tool department at Hamilton, and_ hbe- 
fore that was general manager of the 
Morris Machine Tool Co., Cincinnati. 





Factory Additions 





Neligh Electric Light Co., Neligh, 
Neb., plans to build a one-story electric 
light and power house, to cost approxi- 
mately $90,000 with machinery. 

EK. I. du Pont de Nemours & Co., 
Flint, Mich., has awarded contract for 
a two-story addition to be equipped as 
a machine shop and experimental lab- 
oratory, to cost about $45,000. 

J. A. Zurn Mfg. Co., Fourteenth and 
German streets, Erie, Pa., manufactur- 
er of plumbing equipment and supplies, 
is reported to be planning to build an 
addition to cost about $250,009 with 
machinery. 

Heller Brothers Co., Newcomerstown, 
Ohio, manufacturer of files, rasps, etc., 
formerly located at Newark, N. J., is 
planning the erection of a one-story 
addition, to cost about $35,000 with 
equipment. 

Union Cooperage Co., Second and 
Penrose streets, St. Louis, Mo., will 
build a two-story, 80x115 ft. addition at 
an estimated cost of $50,000 with equip- 
ment. 

Ilg Electric Ventilating Co., 2850 
North Crawford avenue, Chicago, 
manufacturer of ventilating and condi- 
tioning equipment, plans to erect a 
two-story addition, 80x81 ft., to cost 
about $50,000 with equipment. 

Warner Gear Corporation, Muncie, 
Ind., will soon begin work on a one- 
story machine shop addition, 140x175 
ft., which will cost approximately 
$50,000. 

Otis Elevator Co., Eleventh avenue 
and Twenty-sixth street, New York, 
has plans for a one-story addition to 
its plant at Harrison, N. J., to cost 
about $25,900. 

Keyes Fiber Co., Waterville, Me., 
manufacturer of paper and fiber prod- 
ucts, will build a one-story addition, 
S8x155 ft., to cost in excess of $42,000 
with equipment. 

Abingdon Sanitary Mfg. Co., Abing- 
don, Ill, manufacturer of sanitary 
ware, is reported will build a two-story 
addition — at an estimated cost of 
$75,090. 

Boston Gear Works, 28 Hayward 
Place, Norfolk Downs, Quincy, Mass., 
is building a three-story, 67x95 feet 
plant addition. 

American Saw & Mfg. Co., 67-71 
Boylston street, Springfield, Mass., is 
planning to erect a one-story, 75x75 
ft., plant addition 

Royal Palm Rubber Co., Kelsey City. 
Pa., will build a one-story addition to 
its mill for manufacture of tires and 
tubes, which will cost about $40,000 
with machinery. 

Yale & Towne Mfg., Stamford, Conn., 
manufacturer of hoists, trolleys and 
builders’ hardware, is having plans 
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drawn for a three-story addition to 
cost about $200,000 with equipment. 

Durabilt Locker Co., Jericho Road, 
Aurora, Ill., manufacturer of metal 
lockers, ete., has awarded contract for 
a one-story addition to cost $75,000 
with equipment. 

Thompson Grinder Co., Main and 
Zischler streets, Springfield, Ohio, 
manufacturer of grinding equipment, 
etc., has awarded contract for a one- 
story addition to cost about $20,000 
with equipment. 

Simplex Mfg. Co., 213 West Austin 
boulevard, Chicago, manufacturer of 
roof flashing, will erect a 50x107 ft. 
addition, to cost $14,090. 

Indiana Rolling Mills, Inc., Newcas- 
tle, Ind., manufacturer of shovels, 
spades, etc., contemplates the erection 
of a one-story addition, at an estimat- 
ed cost of $20,000 with equipment. 

Rhode Island Fittings Co., Georgia 
avenue, Providence, R. I., manufacturer 
of pipe fittings and other iron special- 
ties, will build a one-story addition, 
32x48 ft. 

Rockford Metal Specialty Co., Rock- 
ford, Ill., manufacturer of automobile 
hardware, will build a three-story addi- 
tion at an estimated cost of $75,000. 

Buda Co., Harvey, Ill., manufacturer 
of railroad appliances and equipment 
is planning to build a three and four- 
story addition to cost $100,090. 

Timken Roller Bearing Co., Canton, 
Ohio, has approved plans for the erec- 
tion of a one-story addition which will 
cost approximately $300,000 with ma- 
chinery. 

American Stove Co., St. Louis, has 
awarded contract for a one-story and 
basement addition, 8&8x120 ft., to cost 
about $40,000 with equipment. 

Michigan Carton Co., Battle Creek, 
Mich., manufacturer of cartons and 
other cardboard containers, has work 
under way on a one-story addition, 
15x160 ft., which when completed will 
cost about $60,000 with equipment. 

Kimball Pump Co., 1910 East Sixty- 
second street, Los Angeles, Calif., has 
awarded contract for the construction 
of a one-story addition. 

Woolery Machine Co., Como and 
Twenty-sixth avenue, Minneapolis, 
Minn., manufacturer of railroad hand 
cars. inspection cars and other railroad 
equipment, will build a one-story ad- 
dition, 50x170 ft., to cost about $35,000. 

K. & S. Mfg. Co., 1335 South Cicero 
avenue, Chicago, is having plans drawn 
for a two-story addition, to cost ap- 
proximately $100,000 with machinery. 

Herman Nelson Corporation, Moline, 
Ill., manufacturer of Univent and Unit 
heater products, will build a one-story 
addition, 120x126 ft., with two-story 
section 56x120 ft., to cost about $43,000. 

S. D. Warren & Co., 101 Milk street, 
Boston, manufacturer of paper, is plan- 
ning to build a two-story addition to 
its mill at Westbrook, Me., to cost 
about $75,000 with equipment. 

Hydraulic Tool Shop, Island Road 
and Botanic avenue, Philadelphia, has 
awarded contract for the construction 
of a one-story machine shop addition. 
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LIBBEY 


High Pressure Giauge Glass 
High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Class 
Lubricator Glasses 


Oil Cup Glasses 





AVIERLEAVS STANDARD 
and 
Made in Ll. S. A. 
Wrile for booklet 


The Libbey Glass Mfg. Co. 


Virs. of Railroad and Industrial Glassware 
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Ball Bearing “Best Maide’”’ 


Luther Tool Grinders 


Used by: 


School 
(rarage 
Farmers 
Barbers 
Surgeons 


Factories 





Mechanik = 
Carpenters 7 1 
Pattern Makers : Reliable Swivel 
Forest Service & f Grinder 
Cabinet Maker \ 7 
Granite Worker \ a 
rr 
Y 


equipment. Hand power 


~~ work requires high grade 


sharpening is done perfectly with ease on a Luther Best Maide 
Grinder. None made to equal its lasting qualities or construction 
The finest edge tools are sharpened easily by unsk 1 help 
Ball bearing design; tilting frame; helical cut gear attractiv namel 
finish 


We sell through Jobber 


LUTHER GRINDER MFG. CO. 


283 So. Water St Milwaukee, Wis. 





A high grade lubricant and preserver. 
your belts while on the pulleys. 
better and last longer. 

leather and canvas belts. 





TLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 


Easy to apply. Treat 

They will hold their shape 

Made in three grades, for rubber, 
Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 













ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


Iron Body Gate Valves 


Screwed, Flanged and Hub Ends. 


Sizes 2 in. to 12 in. Inclusive. 
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Lock Joint Pipe Co., 150 Rutledge 
avenue, | 








mast Orange, N. J., manufac 
turer of reinforced concrete sewer pipe, 
etc., is planning to erect a two-story 
addition, 411x300 ft., to cost upwards of 
¥25,000 with equipment. 

Seuthern Ornamental Tron Works, 
Inc., Ariington, Tex., will soon begin 
work on a one and two-story addition, 
vhich will cost approxim- 
ely 850,000 4 ith ‘quipment. 


dard Box Co., 28 Gerrish avenue, 





icturer of paper 
has plans for a 
two-story addition, 100x142 ft., to cost 


boxes and containers, 


it ¥S0,000 with machinery 


Steel Product Engineering  Co., 





Springfield, Ohio, ha plan for a one 


OOO wy ( ulpl 
Fisher Governor C bis South First 
\venue, Marshalltown, Iowa, manufac 
rer oO engine vovernors, will soon be 
in erection of a one-story addition, 
cost about $45,000 with equipment. 
Century Brass Works, Inc., 518 Fifth 
rvenue, South, Minneapolis, Minn., is 


huilding a one oO! addition, to co 


ipproximately $50,000 with equipment. 


J.T. Case Threshing Machine Co., 102 
Kie¢hth street. De Moines, Iowa, will 
ae at tnt = tory addition, Lo cost 


rrr eee ew eee ow owe wo ow wow ewww www oe 


New Factories 
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Nentucks Chemical Co., 110 East 
le Ce CoN eton, Ky 1 said 
( planning a new one ory plant 
it Brighton. r Cincinna oO cost 

SPO OOO Ww } mlm } 

Chocta ( lve} & Machine Co 
Vi i lenn oO} le} no rec oO} 
of new a Pi Blutf, Ark., for 
he anuitat l ot } ‘tal culy and 
affilated products, to cost close to $35 


OOO with equipment. 








Ca ridge Saivage & Supply Co., 9 
Broadway. Cambridge, Mass., plans to 
hy a thus torv and basement man 
1 ) nad ora piar Hox 100 

Standard Br: Mfg. Co., Thirteenth 
and Che reets, Kat City, Mo., 
vill pore ea W h the ererc Ion of a one 


indry and machine shop, 100x 


130 t.. to cost approximate Ivy S$50.000 


R. B. George Machinery Co., Dallas 
Texas, will erect a new one-story plant 
» cost close to $40,000 with equipment. 


General Drop Forge Co., 1738 Elm 





wood avenue, Buifalo, plans to build a 
one-story) achi hop to cost about 
S50,000, with an adjoining department 


for shipping: service. 

\-G Mfg. Co., Los Angeles, manu 
acturer of electrical equipment and 
apphances, has awarded contract for 
the construction of a new one-story 
plant, 90x135 ft.. to cost about $40, 
000 with equipment. 

Carpenter Steel Co., Hartford, Conn., 
has taken out permit for one-story fac- 
tory branch and distributing plant, to 


SHO.000, 


The International Paper Co., 100 
Kast Forty-second street, New York, 
plans to invest more than $1,500,000 in 
a new paper and pulp mill to be erected 
near New Brunswick, N. J. 

rhe Meise! Press Mfg. Co., 944 Dor- 


chester avenue, Boston, printing press 


nanuts ans to erect a one and 
( 1) pliant, 100x225 ft., to cost in 
CXC of $150,000 with machinery. 


Whitmer-Jackson Co., West Sandus- 
kv, Oie, millwork products manufac- 
ites rebuilding the por- 


tion of its plant recently destroyed by 


fire. with loss estimated at $35.000 with 
equipme! 

The Bakelite Corporation, Perth Am- 
hoy, N. J...) producer of rubberized 


goods, will reconstruct the portion of its 
plant recently destroved by fire, with 
loss said to be about $150,000 including 
machinery. Headquarters are at 247 


Park ave , New York. 


Pacific Gear & Tool Works, 1035 Fol- 


om street, San Francisco, is reported 


Lincoln, Neb., is erecting a two-story 


nt, 50856 ft... to cost S20.000 includ 
1} ent 
Weil-McLain Co., Michigan City, 


Ind., boiler and heater manufacturer, 


plans to erect a plant at Erie, Pa., to 

CO : ut $200,000 including machin 
| 1 1 

©) iW I = will 10 bull 


Atlantic Gypsum Products Co., 40 
Boston, manufacturer of 
tructural building materials, ete., will 


uild a new plant at 150th street and 





ver, New York, to cost more 






5,000 with equipn ent. 


Bunting Tron Works, 820 Parke 


avenue, Berkeley, Calif., plans to build 
a ne tory works to cost close to 


¥25,009 with equipment. 


Yale Electric Corporation, 60 Tillary 
ret Brooklyn manufacture of 
electrical equipment, will build a one- 
tory plant at Jersey City. N. J. to 
cost ab $700,000 with equipment. 


Doheny-Stone Drill Corporation, Los 


Angeles, manufacturer of oil drilling 
equipment, tools, ete. has awarded 


contract for the initial unit of a plant 
at Torrance, to be one-story, 180x560 
ft., and to cost about $225,000 with 
equipment. An outdoor crane runway 
will be installed, with adjoining small- 
er unit, 60x50 feet. 

Structural Gypsum Corporation, 53 
Park Place, New York, plans to build 
a new one-story plant at Linden, N. J., 
to cost about $200,009 with equipment. 

Western 
first and Campbell streets, Kansas City. 


WW 


Vo., will erect a one-story ice manufac- 


tefrigeration ( Twenty- 


turing and refrigerating plant, which 
will cost about $50,000 with equipment. 

American Oi] Products Co., 230 Milk 
treet, Boston, will build a one-story 
storage and distributing plant, with 
compounding department, at Somer 
ville, Ma 


SG60,000, 


HTx135 ft.. to cost about 
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Cloves Gear Co., 1614 Collamer 
avenue, Cleveland, has plans for a new 
one-story plant, %9x140 ft., to cost 
about $45,000 with equipment. 

Jones & Laughlin Steel Corporation, 
Pittsburgh, plans to build a new stor- 
age and distributing warehouse at 
North Hamond, Ind., to cost about 
$150,000 with equipment. 

American Briquette Co., 1505 Frank- 
lin Bank Building, Philadelphia, has 
started work on a one and two-story, 
64x300 ft., manufacturing plant on 
Mystic Wharf, Charlestown district, 
Boston. 

Coyle & Roth, Minneapolis, Minn. 
manufacturers of gravel screens, con- 
tractors’ equipment, conveyors, etc., 
will build a new one-story factory to 
cost about $25,000. 

Boston Gear Works, 28 Hayward 
place, Norfolk Downs, Quincy, Mass.., 
has awarded contract for the construc- 
tion of a three-story, 67x95 ft. plant. 

Washburn Wire Co., Phillipsdale, R. 
I., will build a one-story rod mill, 108x 
155 ft., to cost about $100,000 with 
equipment. 





Gulf Refining Co., 21 State street, 
New York, has purchased three acres 
at Ridgefield Park, N. J., fronting on 
QD; 
at 


Hackensack River, and are planning to 


erect a new oil storage and distribut- 
ing plant, with capacity of 1,000,009 
gallons, including 150 ft. wharf, ma- 
chine shop, automobile-service and gar- 
age building, and other structures, to 
cost In excess of $200,000 with equip- 
ment. 


Western Concrete Pipe Co. Los 





s, has approved plans for a new 
plant at Phoenix, Ariz., to cost approx- 
imately $100,000 with machinery. 





ig Shipbuilding Co., Long Beach, 
Calif., is having plans prepared for a 
new foundry, &&x97 ft., to replace a 


building recently destroyed by fire. 





Thomas Gregory Galvanizing Works. 
265 North Henry street, Long Island 
City, New York, has awarded contract 
for the construction of a one-story 
plant, 164x220 ft. to cost about $60,900 
with equipment. 

Western Brass Co., Lloyd Building, 
Seattle. will build a one-story factory, 
to cost about $20,000 with equipment. 

Hanover Brick Co., 22 East Gay 
street, Columbus, Ohio, plans to erect 
a new one-story plant at Hanover, Ohio, 
to replace the works recently destroyed 
by fire, at an estimated cost of $75,000 
with machinery. 

Independent Plumbing & Heating 
Supply Co., 1119 Locust street, St. 
Louis, has asked bids on general con 
tract for a two-story storage and dis- 


tributing plant, with pipe cutting and 





threading shop and other departments, 
to cost $130,000 with equipment. 

Hemp & Co., 1945 South Vandeven- 
r avenue, St. Louis, manufacturer of 
heating equipment, has awarded con- 


tract for a two-story and basement 
plant and alterations and improve- 
ments in existing factory, to cost about 
845.000, 
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The Salt of 
Belting 


Like salt in food, Alli 
gator Steel Belt Lacing 
little but it seasons 

ice. The vise 
» of steel forestall 
the belt ends 





FlexibleSteel LacingCo. 
4633 Lexington St. 
Chicago, U. S. A. 

In England at 185 Finsbury 
Pavement, London, E, C. 2 
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FOR ALL 
PURPOSES 


ALL CAPACITIES 
HAND OR POWER DRIVE 


EFFICIENT — DURABLE — DEPENDABLE 


Low Price and Low Operating Cost 





Send for Catalog 50 
Ro-kford 


Geo. D. Roper Corporation ‘ii32: 


PUMPS FOR PERMANENCE 
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Best Since 1841. 


NASON MANUFACTURING CO. 
Steam Specialty Specialists 


71 Fulton St., New York 


_ CLASS 





Sidelug—40 to 150 Ibs. 


Genuine Nason Steam Trap 


or several of them 


Write Us 


> THs Spmaw 








Place Orders Now 


for 


Bag Holders 
. ey 
| We Make Three Types 
Mosher 
Improved Mosher 
Universal 


Send for Circular 











We Also Make 


ELEVATOR BUCKETS 
CAR MOVERS 

BELT CONVEYORS 
SPIRAL CONVEYORS 
MALLEABLE CHAIN 
STEEL CHAIN ey ee ee 
SPROCKETS rs — 0h 


THE WEBSTER MFG. COMPANY 
1856 North Kostner Avenue 
CHICAGO, ILL. 
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Field Notes 
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The conducted by William 
L. Procunier at 18 South Clinton street, 
Chicago, has been incorporated under 
the name of Procunier Safety Chuck 
Company. This business will be con- 
tinued at the same address and under 
the same management. The ‘“Procun- 
ier Line” of tapping devices, quick 
and stud setting tools 
manufactured. The officers of 
corporation are: H. G. Pro- 
Mark H. Corley, 


business 


change chucks 
will be 
the new 
cunier, president; 
secretary; H. E. Corley, treasurer. 
The Taylor-Parker Company, Nor- 
folk, Va., has just added Ton-Tex belt- 


ing to its line of exclusive agencies. 
This concern will carry a large stock 
of this product, and will have exclu- 
sive sale of it in and around Norfolk 


North Carolina. 

Reduction Co., Ine., 342 
New York, has ac- 
and business of the 
Gas Products Com- 
plant at Char- 
The Air Reduc- 
now has the 
duction and distribution facilities of 36 


an eastern 

The Air 
Madison avenue, 
quired the 
Standard 
pany, with an oxygen 
lotte, North Carolina. 
tion Sales Company 


assets 


Carolina 


pro- 


oxygen plants and 29 acetylene plants. 
These with warehouses give the com- 
pany a total of 110 distributing points 


-acetvlene gases, 


for oxy equipment and 
supplies. 

On January 
vision of 


Ist the Hand Tool Di- 
Greenlee Bros. & Co. was or- 
This 
organization as a subsidiary will han- 


ganized as the Greenlee Tool Co. 


dle the sale of tools to the hardware 
trade. The officers of the company will 
be the same as for Greenlee Bros. & 


Co. There will be 

facture. 
Bridgeport 

Conn., 


no change in manu- 


Brass Co., Bridgeport, 
recently opened a branch at 
L960 Park Square Building, in the Back 
Bay district of Boston. The new branch 
has been placed under the management 
of William J. Hawkins, who has been 
associated with this company for more 
than twenty 

The new name of the 
Pump & Tube Co., 
Noblitt-Sparks Industries, Inc. 

The Shovel Co., 
Massillon, Ohio, has been purchased by 
the Byers Machine Co., Ravenna, Ohio. 
Manufacture of the complete line of 
the former will be continued. 

Pulley Co., Ind., 
has established a sales and engineering 
organization in New 


years. 
Indianapolis 
Indianapolis, is 


Massillon Power 


Reeves Columbus, 
York, in charge of 
Dallas W. Clem, who has been with the 
company for eighteen vears. The sales 
and installations of the company’s var- 
devices in 
England teritory 


iable speed transmission 
New York and New 
will be handled there. 

The N. O. Nelson Mfg. Co.’s new 
warehouse at the Pueblo, Colo., branch, 
is one of the most complete and mod- 
and heating warehouses 
Mountain territory. It is 
construction, Spanish type, 
100x150 ft.. with three tracks 


ern plumbing 
in the Rocky 
of stucco 


sets of 


for car loading and unloading. The 
office and showroom occupy the entire 
front of the building. The Nelson com- 
pany’s Pueblo branch, which also dis- 
tributes mill supplies, covers southern 
and western Colorado, Arizona, New 
Mexico and a_ portion of northern 
Texas. O. F. Fath, manager, was re- 
cently elected head of the Pueblo Man- 
ufacturers’ and Jobbers’ Association. 
Minneapolis-Honeywell Regulator Co. 
is a new organization created by the 
two firms said to be the 
largest of their kind in the country, the 
Honeywell Heating Specialties Co., Wa- 
bash, Ind., and the Minneapolis Heat 
Regulator Co., Minneapolis. The new 
company will be capitalized at between 
£1,0900.069 and $5,000,000, and will em- 


merging of 


joy 


Lakewood 
Road, 


tractors’ 


1000 people. 
Engineering Co., Berea 
Cleveland, manufacturer of con- 
equipment, has 
interest in Duplex 
Foundry Co., Elyria, Ohio, 


secured con- 
Mfg. & 
manufac- 


trolling 


turer of brass and bronze castings, 
ete., and will continue its operations 


There will be no 
present management. 

The Skinner Chuck Company, New 
Britain, Conn., has moved its Chicago 
office into larger quarters at 548 West 
Washington blvd. 

Trane Co., La Crosse, Wi 


branch works. 


as a 


change in 


.. has add- 





ed a new testing laboratory to its 
plant. The new building is a two-story 


brick structure and will be devoted en- 
testing and experimental 
A considerable quantity 
of new equipment is being installed for 
testing’ and the engineering 
department expects with this to carry 
investigation in the 


tirely to 
laboratories. 
purposes, 
on an extensive 
heating field. 
The Marion Tool Works, Marion, 
Ind., has been taken over by the Crafts- 
man Tool Company, formerly at Cham- 
paign, Ill. The new organization will 
be known as the Marion Craftsman 
Tool Co., and will be located at Indiana 
City, Ind. The complete lines of the 
two companies will be continued. 
Botsfield Refractories Co., Philadel- 
phia, Pa.. manufacturer of Adamant 
Fire Brick Cement, anounces the ap- 
pointment of Ives Prosser as South- 
eastern representative. Mr. Prosser’s 
territory will embrace the entire South- 
North Carolina to San An- 
His headquarters will be 


east from 
tonio, Texas. 
Atlanta, Ga. 
Wilson Weider & Metals Co., Hobo- 
ken, N. J., recently appointed the fol- 
lowing representatives for the sale of 
its products: Welding machines 
Joseph T. Ryerson & Inc., with 
offices in Chicago, Jersey City, N. J., 
Buffalo, Pittsburgh, Cleveland, Detroit, 


Son, 


Cincinnati, St. Louis, Houston, Texas, 
and Boston; Oliver H. Van Horn Co., 
Inc., New Orleans, La.; Smith-Booth- 


Usher Co., Los Angeles and San Fran- 


cisco. Welding Wire—Austin-Hasting 
Co., Inc., New Orleans; J. G. Christo- 
pher, Jacksonville, Fla.; Peter A. 
Frasse & Co., Inc., New York, Hart- 


ford, Conn., Buffalo, and Philadelphia; 
General Engineering Co., Casper, Wvo.; 
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North Coast Electric Co., Seattle, Ta- 
coma and Portland, Ore.; Steel Sales 
Corp., Chicago; Sligo Iron Store Co., 
St. Louis; Chas. A. Strelinger Co., De- 


troit; Welding Engineering Co., Bar- 
tlesville, Okla.; Williams & Co., Ine., 
Pittsburgh; Welding Products Co., 


Birmingham, Ala., and Smith-Booth- 
Usher Co., Los Angeles and San Fran- 
cisco, 


The Standard Abrasive Co., Ine., 
Garfield, N. J., manufacturer of sand- 
paper, garnet paper, emery cloth and 
excelite cloth, has moved into its new 


office and factory. 
The Reliable Tool Co., Laredo, Texas, 


is a new house organized and incor- 
porated to distribute machinery and 
machine tools in the Texas and the 


South-western territory. Incorporators 
are John S. Morris, A. C. Savay and 
D. Trevino. 

Chandler & 
Mass., machinists’, mill 
and manufacturers’ supplies and radio, 
kas heen appointed agent in the 
ton territory for the New Britain Ma- 
chine Co., New Britain, Conn. 

The name of Shinn-Holtz-Lyon Com- 
pany. Inc., Los Angeles plumbing, 
steam and mill supply house, has been 
changed to The H. V. Shinn Co. Messrs. 
Holtz and Lyon have not 
nected with the business 


nV. 


Farquhar Co., Boston, 


distributor of 


> 
»0OS5- 


been 
for some time. 
president and general 
inanager of the company; A. M. 
Shinn, vice-president and man- 
ager; F. H. Brummond, treasurer, and 
N. W. Watson is secretary. 

The Beach Supply Co., Inc., plumbing 
and heating wholesale house, was re- 
cently opened for business at Shreve- 
port, La., to cover Louisiana, Texas and 
Arkansas. Officers are V. H. Beach, 
president; Lester Wilson, vice-presi- 
dent and J. V. Perkins, secretary-treas- 
urer. 

Vichek Tool Co., Cleveland, Ohio, an- 
nounces the following appointments to 
the position of zone managers: W. L. 
3aldwin, Zone 1, with headquarters in 
Cleveland; Clyde Newman, Zone 2, with 
headquarters in Akron, Ohio; C. F. 
Turner, Zone 3, with headquarters in 
Philadelphia; Harry Tucker, Zone 4, 
with headquarters in Louisville, Ky.; 
W. H. Radford, Zone 6, with headquar- 
ters in Dallas, Tex.; G. Davis, Zone 
7, with headquarters in Pittsburgh; T. 
S. Walsh, Zone 9, with headquarters in 
Boston; W. H. Cody, Zone 10, with 
headquarters in San Francisco; Paul J. 
Kenny, Zone 11, with headquarters in 
Kansas City, Mo.; J. T. Butler, Zone 
13, with headquarters in Chicago; W. 
G. Tuttle, Zone 14, with headquarters 
in St. Louis; Steyn Pease Co., Zone 15, 
headquarters in New York City; A. L. 
Whitmore & Co., Zone 17, composed of 
Chicago, with headquarters in that city. 

George W. McIntyre is in charge of 
the new office opened by the 
Reed-Prentice Corporation, Worcester, 
at 1508 New York Evening Post 
Building, 75 West Street, New York. 
Mr. McIntyre was formerly associated 
with the Niles-Bement-Pond Co., at 
New York and Chicago. 


con- 
Shinn is 


new 


sales 


sales 


Mass., 




















‘“‘Moore & White”’ 
FRICTION 
CLUTCHES 


Most in demand 
250,000 in use 





Equally efhcient for 


easy or hard work; un 









der clean or dirty con 


ditions. Stand gruel- 





MADE IN 
FOUR STYLES 
1. Standard 

2. High speed 
Your customer de 3. Double disc 
serves the best Jee \4. Sleeve type 


ling punishment. Give 


for dollar than any 


other clutch made. 


; f 

longer service, dollar | 
t 

% 

+ 


a 


that he gets an X Catalogs on 
“M&W” the next time ae need 


you sell him a clutch 


THE MOORE & WHITE CO. 


2711 North 15th Street 
Philadelphia, Pa. 






































FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver -an 


absolute guarantee 








TRADE MARK 








“It Has Stood the Test for Over Thirty Years’’ 


We also make 


NICKEL GENUINE 
GENUINE BABBITT 
COPPER HARDENED 


\ll of these Babbitt Metals are made from highly 
refined raw materials, perfectly amalgamated 


thus insuring satisfied customers and repeat orders. 


FRICTIONLESS METAL CO. 


1458-609 Collins Street 
SAINT LOUIS, MO. 
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GARCO ASBESTOS 
PACKINGS. TENTI 
BRAKE ! 





GENERAL ASBESTOS & R 
North Charleston, S.C, 
Quality Packings for 32 years 















VALBESTINE 


No. §50 
Braided or Twisted 
ing brought to the attention of 
15.000 ENGINEER 


Wl GARCO pack 


ou 


SER COMPANY 





Profits — as clearly shown as 


the water level 


Profits are as clearly shown in a con 
sideration of a Moncrieff Gauge 
Glass as the water level is shown in 
the gla itself. For in selling a 
Moncrieff you are selling a quality 
first article that will keep the 
quality-first buyer among your reg 
ular customers. 

Only a Moncrieff assures your trade 
of a gauge glass made in Scotland. 
Only a Moncrieff assures your trade 
of such a combination of tough 


ness and clearness. 


There’s a wide range of Moncrieffs, 
too, and the panel at the right will 
help you to aid your customers in 


the choice of the right type. 


JENKINS BRGS. 


Sole U. S. Agents for MONCRIEFF 
Genuine Scotch GAUGE GLASSES 
80 White Street New York, N. Y 
924 Atlantic Ave Boston, Mass. 

133 No. Seventh St Philadelphia, Pa. 

646 Washington Blvd Chicago, II. 
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CLASSIFIED 
ADVERTISEMENTS 


(‘le ified Live bilvertise ane nee 
eads of Wanted, Fo Nale, ete., will De 
wiblishes i t} Doe pe mieat ate o 
O cents ¢ j eacl tie ( it 


SITUATIONS WANTED 


Salesman, 35, eleven years experience 
selling abrasive products to industrial 
field, open for position selling this or 
other products to industrial plants, or 
as manager of abrasive department in 
mill supply house. Address No. 909, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Mill Supply Man, thoroughly experi- 
enced in buying, selling and details of 
the supply business, would be glad to 
hear from a well established distribu 
tor. Address No. 910, care MILL Sup 
PLIES, 557 South Dearborn street, Chi- 


An experienced man with many years 
of service in the mill supply and whole 
sale hardware fields is available for the 
right opportunity. Has traveled on 
business in practically every state in 
the Union, and is well known to mill 
supply and wholesale hardware houses. 
Capable and a hard worker. Address 
No. 900, care MILL SUPPLIES, 537 South 
Dearborn 


street, Chicago. 


Machinery, mill, 


ings supply 
) 


heating and plumb 
salesman, with 20th year’s 
eX wishes to 
covering North 


manufacturer or 


erience, secure position 
territory for 
jobber. refe) 

No. 915, MILL Sup 


PLIFS, 537 South Dearborn street, Chi- 


. 15 
{ aVvo.ina 
Good 
Address 


ence. care 


cago. 


Wanted 
in manufacturing concern doing a na 
tional business through dealers. Have 
had seventeen vears’ experience and 
have been over twelve years in present 
Have an 
tending all over 


Position as sales executive 


position, acquaintance ex- 
United States. Have 
fair and technical ability. 
Can best of reference. Address 
No. 916, care MILL SUPPLIES, 537 South 
Dearborn 








t 
education 
rive 


street, Chicago. 


AGENCIES WANTED 

Manufacturer’s agent solicits corre- 
spondence with view of establishing ad 
vantageous representation for small 
mill supply specialties in Day- 
ton, Ohio, and vicinity. Straight com 
mission ba Address P. O. Box 8&2, 
Dayton, Ohio. 


tools o1 





A manufacturer’s 


Youngstown is 


located in 
securing 


agent 
desirous of 


several good agencies for material or 
equipment used by the iron and _ steel 


trade. Address No. 
SUPPLIES, 537 South 
Chicago. 


MILL 
street, 


919, care 
Dearborn 
AGENTS WANTED 


Manufacturers’ 
represent 


wanted to 
us who already have two or 
more lines of pipe fittings or valves or 
kindred lines. We manufacture a non 
competitive line which would fit in well 
with the lines mentioned and on which 
substantial commissions can be made. 


agents 


Our proposition is not a new one; it has 
been thoroughly 
agents 


several 
making 


tried out and 


over the country are 
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considerable money through it. Ad- 
dress No. 908, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 


SALESMEN WANTED 


We have a profitable line of special- 
ties for salesmen and manufacturers’ 
representatives calling on mill supply 
and wholesale hardware houses. On 
the market 25 years. Many houses sell 
our specialties under their own labels. 
Tell us what 


territory you cover. 

Eclipse Specialty Mfg. Co., 4531 Rav- 
enswood avenue, Chicago. 

Experienced salesmen covering mill 


supply houses and jobbing trade to sell 


well known brand of wiping cloths. 
State age, experience, past earnings, 
territory covered, references. Address 


No. 911, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Wanted, salesmen to carry a side line 


to the mill. Address P. O. Box 122, 
Providence, R. 
By a manufacturer of leather belt- 


ing, salesman to cover local territory in 


New York State. Also to sell Power 
Transmission. Some previous experi- 
ence along this or similar lines re- 


quired. Write fully stating age, refer- 
ences, experience and salary expected. 
Address No. 906, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 
Wanted, Salesmen calling on the 
automotive and mill supply jobbers in 
Pennsylvania, Ohio, Michigan, Indiana, 
Iowa, Wisconsin, Illinois, Missouri and 
Kentucky, to represent a high grade 
line of Machinists Vises. We want only 





representatives who are well estab- 
lished with their trade. Write giving 
full particulars to No. 907, care MILL 
SUPPLIES, 537 South Dearborn. street, 
Chicago. 

Wanted Salesmen. Straight salary 
basis Experienced in selling type 
metal, babbit metal, solder, caulking 
lead. Give full details. Replies held 
confidential. Address No. 912, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 

Salesman——With following in manu- 
facturing and automobile houses to 
handle an old established line of sani- 
tary wiping cloths and cheese cloth. 
Liberal commission. Address No. 917, 
care MILL SUPPLIES, 537 South Dear- 


born stree 


Chicago. 

Salesian to carry as a side line de- 
pendable wiping cloths for factories, 
machine printers, industrial 
plants and garages. Address No. 18, 
MILL SUPPLIES, 557 Dear- 
treet, 


Chicago. 


shops, 
eare South 
horn 

Salesman or 
handle 


ucts mM 


manufacturer’s agent to 
several reliable chemical prod- 
addition to present connection. 
Industrial and jobbing trade, soldering 
salts, flux, case-hardening, etc. Liberal 
exclusive terms. State what territory 
Rotax Manufacturing Com- 
39 Cortlandt street, New York. 


covered 


pany, 


MILL SUPPLY MAN WANTED 


Experienced mill supply man wanted 
to handle telephone orders, stock, de- 
tails. Good opportunity for right man. 
State age, salary, experience, etc. Ad- 
dress No. 914, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 
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“Perfection” 
well made. 





‘“‘Fortify For Fire Fighting”’ 


DIENER aarErt FIRE APPLIANCES 


Approved and labelled by 
Underwriters Laboratories, 


“PERFECTION”’ 
OILY WASTE CANS 


. There is not only 

by all industrial 1 
waste cans but garages, ae public 
and private, are live 
Cans are wonderfully 


Diener Products are sold 
through jobbers 


If you do not now carry the Diener line of Safety Fire Appli- 
ances write for catalog and particulars of their profit making 


Manufactured by 


DIENER MFG. CO. 


400 N. Monticello Ave., CHICAGO, 


The Valve with the Reversible Disc & Seat 


a definite setae and 
plants 


ILL... U.S. A. 





of 





Blow 
Diener 


They 
ular 
mand and expec 


The 





mechanics 


price 


rofit for the 


torches made by 
established a 
standard by which quality 
torches 
are made f 





THE D. T. WILLIAMS VALVE CO. 
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Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense 


But this is not all of Reverso's 
vitality as disc and seat are easily 
regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other teatures, types, sizes 
and prices, ask for new bulletin 
No. 17. 
ratiti 
iNT REVERSO Bronze body for 
200 Ibs. pressure. Total tempera 
ture 550 deg. 


IROVERSO Iron body for 


150 lbs. pressure. Total tempera- 
ture 450 deg. F. 


CINCINNATI, OHIO 
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Mechanical Leathers 


Lacing 


ANITE KROME Leather 





Lace Leather Sides and Cut Lacing 
in 
Mechanical Rawhide, 


and Krome (Chrome 


Indian Tan 
tanned 


Krome Belt Leather 


in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 


in Butts and Sides 


a ee 


209 Bre 
930 W. Congress St 


Krome-Retan Hydraulic Butts 


THE CHICAGO RAWHIDE MFG. 
1285 Elston Avenue, CHICAGO 


, New Yo 


, Phil sdelphi a 


vad St., B 








KIELEY 





The Kieley Special 98” Reducing 
Valve is a strong Favorite with 
Jobbers because its simplicity makes 
it adaptable for all Conditions and 
assures a profit on Resale. The 
Kieley Catalog contains a com- 
plete Line of Steam, Water and Air 
Specialties of Special Interest to 


Jobbers. 


Kieley & Mueller, Inc. 


34 West 13th St. New York City 
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CLEANERS, FLUE 


IST PROOT 


CLUTCHES, FRICTION 


ND DRAIN 


BALI 


"ORATION 


LINDER 


GAGI 


AND SERVIC! 
SHAR I 
WATER 

"IP JOINT 
ILE PRESS! 


BUCKET, SPERAI 


SYsTI 


COPPERS 


COPPERS ~( 


UNTI! 


NTER 


PLINGS 


S. SHEA 


Ms, OVERIEE 


MITES 


IEDERING 


P-BRORES 


SEEAETS 


MTs, SMALI 


SHAT 


PT, FLEXIBLI 


COUPLINGS 
\I 


COUPLINGS, SHART, MARINE 


PCESSERS, GRINDING WILEEI 


DRILLS, BREAST AND HAND 


February, 1928 


SUART, ERICTION CUT-OFT ENGINE AND BOILER FIPTINGS 
} ! In ’ Co 


M ’ ‘ ral B 


( \I ! ( \\ Powell ¢ 


‘ ID. 'T. Williams \V e Ce 
EXPELLERS, OIL AND MOISTURE 
Vv. D. Ander : 


‘ EXTINGUISHERS, FIRE 
. Vv. Diet Mi ¢ 

a iad ee minainls 
COVERING, PULLEY | \Ns. VENTE VPING, ELECTRIE 


CRANES, HAND POWER 


Mie. 
FASTENERS, BELT 


! Laine ( 


RANES, OVERHEAD, TRAVELING , eit I ner ¢ 


AND JIB , : ; ‘ 
; FEED WATER SOFTENER AND PURIFIER 


- IER VE TEAN OAT ‘ 
CRANES. PORTABLI FEEDER VAI — AM HEATING 


CRAYONS, LUMBER PILES 
CUPS, LEATHER 


CUPS, O1LL AND GREASI FIRE DOORS AND TEESRDWARE 


\ ( 


PERE ENTINGUISIERS 
M rar 


PinE PREVENTING EQUIPMENT 
) M ‘ 


PUPTINGS, CHEAIN 
‘ ‘ 
PITTINGS, HIGH PRESSURE 


‘ 
cS. EMERY WHEEL DRESSER 


PPINGs, HOSE, BRASS 
I & R 


‘ FIVTINGs, HYDRAULIC 


FITTINGS, PIPE BRASS 


PItTINGs, PIPE, MALLEABLE 
M t ( 
CUTTERS, PIP! FITTINGS, PIPE, STEEI 
\ Ma ‘ 
PLENIBLE SHAFT EQUIPMENT 
M w 4 It 


FLOATS, ALUMINUW, LEAD COATED 


Diks., THREADING AND STEEI 
( 


FLOATS, COPPER 


FELOOK STANDS 


DIPPERS, COPPER 


Discs, VALVE | ! g \l ‘ 


DOGS, LATHE , ' , 


PLUN, SOLDERING 


PLY WHEELS 
DRILLING POSTS 
; ‘ 


PORGES, BLACKSMITH 


Ko 
DRILLS, ELECTRIC FORGES, RIVET 


PRAMES, HACK SAM 
1 AMES. WALI 
& M ne 
DRILLS, POST . 
; " ; 
PURNAM ES, SOLDERING 


DRILLS, RATCHET 


DRILLS, TWIS1 M ( 
’ ‘ GAGES, TRON, AMMONIA AND CHEMICAL 
. ‘ GAGES, O11 

DRIVES, POWER othe 


GAGES, WATER 


DRUMS, CAST TRON I) ( 





‘ M , ‘ 
‘ t t« ( 
EIECTORS I) Valve Co 
‘ GASKETS 
‘ Rubber Wor 
«re ‘ nnati Rubber M ‘ 
ELECTRIC LAMPS, ADJUSTABLE ! Y 
( ! i ' GEARS 
ELEVATING MACHINERY four Machine ¢ 
\ ‘ h Mf ( 
Mat ! Cory 1 


ELIMINATORS, OFF 
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MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are 
our large 


made from 
stock of Paper and Iron 


Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails Let us fill your motor 


requirements 


BinxiePacsine Works 


2 NOT INC & 





456 N. Union Ave., Chicago 


Cushman 


wmmey LSSCMAL * 
CHUCKS «! 


uS Fee. | i our 


HARTFORD, CONN. Pen 
















5 apres 























. 9 
“VB 


Victor Balata 


| Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
WillSupply Houses 





isk for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 
Chicago Warehouse: 


345 W. Austin Ave. Factories: Easton, Pa. 








JOHNSON 


QUALITY BRONZE ||| 






I! 


Solid and Cored 

Bronze Bars 

OHNSON BRONZE COMPANY 
Ne w Casile, Pa 


Branches: Chicago 


¥ 
5 
v 


Kansas City San Fran:zis:o 











Sold on 10 Days’ Trial 


No Stock to Carry Liberal Dealers’ Discount 


Every In 
dustrial 
Plant isa 
Good Pros- 
pect for 
This Port- 


able Blower 





OVER 4000 IN USE 





Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery om 
ting machines, and other equipment where dirt, dust and lint « 





injure the delicate working parts. You can’t remove thi 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner 
Dust and dirt cannot accumulate if you 
use ‘‘The Marvel."’ It will keep your cus 
tomers’ machinery free from dust Manu 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘“‘Marvel’’ Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock t« 


t ethic 


1 


Carry 


Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. YOU won't get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 


plant superintendent. 


ELECTRIC BLOWER CO. bites siting pos , 
oe 








352 Atlantic Avenue riciesl a ere 
Boston 9, Mass, U.S.A nd the Fire Hazard. 





Let eetor Cat Your-xpenses 


NO S55 INSES 


Wi 





—and solve Your Cutting Problems! 


There are no obstacles in metal cutting with 
Victor Blades. In shops that require hack- 
saw cutting on all kinds of metals, 
blades have proven an economical and es- 
sential factor. 


these 


The Victor 
cutting efhiciency combined with the perfected flexible 


qualities and is recommended for general use on all 


Special Flexible Blade has the same 


soft and tough cutting metals that produce breakage 


Let us send you free samples of this 
Wonder Blade ; 


VICTOR SAW WORKS, 
MIDDLETOWN, N. Y. 


Inc. 








































GENERATORS, ACETYLENE 
perial B M Co 


GL ASSE Ss, & AGI 





Libbey Glass Mfg Co 


=< E ROOM EQUIPMENT 
. ge 


‘ 1D) ran 

Gove agg ae PUMP SPEED 
Kiel & I 
Mason Regulator ¢ 


G RAP eg FOR ALL PURPOSES 


Ss rixor cil 
GREASE, LUBRICATING 
ymund? & Mac 1 Co Lior 
wh Dixon Cr ble Co 
Royersford Foundry & Ma e Co 
GRINDERS, BELT, 
DRIVE 
Stow Manufacturing Co., Ih 
GRINDERS, 











bone indry & Mac r ‘ 
( go Pulley & §S 2 | 
( 1-Pr Co 
His Wol M I ‘ 
Lu Grir Mfe. ¢ 
n El ric Mf ( 
£ « M ‘ 
r Ele Tool ¢ 
| I da St ‘ 
CRINDERS, DIS¢ 
‘ scent Mac ne Co 
GRINDE RS Rg ay Ri¢ 
Bla & Dd Ce 
H olf ( 
I Mf ( 
M Mfg. ¢ 
St 1 ‘ 
N \. St we ¢ 
rhe United State 1 t ( 
GRINDERS, RAILROAD 
Tut r Grir r Mt C 
GRINDERS, TOOL, HAND 
Grit r Mfg. Co 
GRINDERS, VALVE 
R & TD rc 
cC 
Stat Electric | ‘ 
GRINDSTONES 
Wileox Mfg. Co 
GUARDS, ELECTRIC LAMP 
Flexivle Steel T a or 
GUARDS, CABLE, HIGHWAY 
port Wire Roy ‘ 
GUNs, OIL AND GREASE 
re r & M r ( 
I nly & M i ‘ 
HAMMERS 
HANGERS, BALL BEARING 
( go Pullev & S ge CC 
S K F Indust Ir 
Woo Sons Co 
HANGERS, DOOR 
I M & Bro. ¢ 
y 3-\V\ ‘ x Mfz ‘ 
HANGERS, PIPE 
\I rah | ‘ ’ 
HANGERS, SHAFT 
Pull ‘ 1 
Four & M Y ( 
» P & S ( 
I g Manuf 1 . 
H ( M 
VI ‘ 
I I 1 ‘ 
Sor ( 
HEADS, EXHAUST 
t ¢ , 
HEATERS, FEED WATER 
H I ce ¢ 
HEATERS, GLUE, STEAM AND 
( | io s ("¢ 
\ T ( 
HOISTS, CHAIN 
I ( M Mr¢ Co 
D | M ‘ 
I ( | ( 
} r Mfe. ¢ 
2 Mfg. ¢ 
\ | 1 ( 
HOISTS, ELECTRIC 
( , Moore Mfg. Co 
Yale & ‘4 ne Mfg. ¢ 
HOISTS, HAND 
I ( Moo \ Cc 
I D n H Mfg. ¢ 
\ g t M Y ‘ } 
Y M ( 
HOLDERS, BAG 
HOLDERS, TOOT 
\ I g B I 1 ¢ 
J H W « ‘ 
HOOKS, BELT 
I ble Stee “Ps ne ¢ 


ROPE AND MOTOR 
EN 


BENCH AND FLOOR 


GAS 











HOSE, COTTON 
Boston Woven Hose & Rubber 
The Dia Rubber Co., Inc 
rl 3. F vodrich Rubber «+ 
I Mechanical Rubber Co 
HOSE, hg BBER 
Boston Woven Hoss Rubber Co 
The Cincinnati Rubbe r Mfg. Co 
rh inmond Rubber Co Tre 
rl K uirich Rubber 4 
l cl al Rubber Co 
yn City Rubber Co. 
sublic Rubber Co 
HYDRAULIC LEATHER 
eago Rawhide Mfg. Co 
i A. = eren Co 
INJECTORS 
\ in Injector Co 
I b thy Injec r 4« 
\\ Po Il ¢ 
JOINTERS, WOODWORKING 
r Crescent M ne Co 


lr. D. Wallace & Ce. 
JOINTS, EXPANSION, COPPER 
ur Harris & Co 

K ea ae STEAM JACKET 
Arthur Harris Co 
KNIY ws Ss. pp ‘on HINE 





ep 











Be RES 
American Sw & Tool Co 
“on ERS, 1 
Clipper Belt Lacer Co 
LADDERS, SAFETY- 
PD ~ tv Ladds Co 
’ Scatfo I ) 
LADLES, MELTING 
H nds Mfg. Co 
Re ll Mfg 


LAMP GUARDS 
Flexible Stee Lacing Co. 
LAMPS, ELECTRIC, 
\ppleton Electric Compar 
pen adeiei carted pach ATORY, 
ctrie Mf Co 


mile 


ADJUSTABLE 
‘Reelit 
ELECTRIC 


I ~ shou S, CCR WOR KING 
ri 
LE Vie 3 SPEC IALTIES 
Chieago Raw r Co 
Geo. Rahmann & eo 
LE akg 


— Ks. INDU <TRI AL 





- AND 


rhe Yak 


If 
I¢ ANTS, BALL & ROLLER BEARING 















w cl ne ‘ ’ 
Foundry & M ‘ 
LUBRIC ATORS 
| ! itor (« 
( 1 m Cx 
MeCu Mfg. Co Minneay s, Mint 
I W Il Co 
D Valve Co 
MACHINE TOOLS 
c cent Machine Co. 
Royersford Foundry & Machine ( 
MACHINERY CLUTCHES 
( zg ull & 3S fting Co 
ay nz ¢ 
I Co 
I Mae & ( 
r pany 
| ‘ 
\ Sor 
1 Co 
MACHINERY, COAL HANDLING 
douls Manuf turing Corpor tion 
Webster Mfg. Co 
MAC een” RY ——— AND 
LEV \TI 
Dodge M ne ( , 
The Hill Clute M ne & Found: an 
| \ b Mi ‘ 
GRINDING AND POLISHING 
& Machine Co 
M 
‘ It", + 1 + Ps leet ( lo ‘ 
MACHINES, HACK SAW 
ne-Blu Cr 


MAC HINE RY. ICE AND REFRIGERATION 
Hent Ve Machine Co 
MACHINES. PIPE C° TTING AND 
THREADING 





Oster Mfs Co 
Foledo Pipe ‘1 eading Ma ! or 
MACHINES, ttle aye AND SHEARING 
Royersford F ( ne Co 






MACHINES 
The United State 


MAC vi og wh ald 
rescent Macl 


Kno EK Boge G oy Sag 


“WOODWORKING 





AND HAMMERS, RAWHIDE 
de Mfg. Co 


ME ge LS 


ichine Co 


RUBBER 
r Co 


Morse Twist Dr 
MATS AND MATTING, 


joston Woven He & Rubbe 
The Diamond Rubber Co Inc 
The B. F. Goo Rubber Co 
The Mechar i) Rubber Co 


riting t \dvertiser lease mention Miir Sup 


MERCHANDISE 

I 2 Myers & Bro. Co, 
MET AL, 

Argus Smelting 
Bunting Brass & Brena Co 
Refining 


CONV 








Company 





Johnson Bronze Co. 


rhe Medart Company 
Monarch Metal Co 


Reeves Pulley Co, . 

Rowell Mfg. Co. 
MILL 

( is Bond ¢ 

The Chicago 

«'} N. Se ‘ 

3 Will & Sor 
MONORATL SWITCHE 

TURNTABLE 








tichards-Wileox Mfg. Co 
rhe Yale & Towne Mfg. Co. 


atin salar 
r Creseent Musc ne 4 
i. TL. Rogers & Campany 



































Ke 
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bruary, 


EYORS 


BEARING 


Co 
Corporation 


KINDS 


S AND 





MOTORS, ELECTRIC 4 
Marathon Eleetrie Mfg. Co 
MOVERS, CAR 
Advan ( Mover Co 
Appleton Car Mover Co 
Rowell Manufacturing Co 
MULE STANDS 
Four v & Machine Co. 
Manufaecturia Corporat 
I Hill Clute Macl e & Fo . 
I Medat cor 
Cr. B. Wor Sor ( 
pg ge cre RS 
"I United St ol Co 
NUTS, MACHINE SCREW 
| ( el Cay : vy « 
Cl land W Pre t Co 
Keonomy Serew Corporat n 
OIL WELL ACCESSORIES 
Powell Co 
OL sige DEVICES 
American Iniecto 
Detroit TLubrieator Cr 
rhe W Powell (o 
The DPD. 1 W 1! 1? Valve ¢ 
PACKING, AMMONIA 
I n W n Hk & Rubber Co 
I> 1 Roubt ‘ It 
Gen 1 Ashe & Rub a 
Lin r I 1 Mt ( It 
M: 7 Rubb ‘ 
”) r ( Co 
i Reput Co. 
PACKING, HYDRAULIC 
Chicago Rawhid Mi Co 
The Diamond Rubber ¢ Ine 
Gener Asb & Rub ‘ 
Lin r Pacl & Mf ‘ 
I Me Y 1 Rubb 4 
qu er ¢ Rubt ( 
( 4. S en ¢ 
I 3 Wil ns & Sor 
PACKING, PISTON i 
‘ , on Rubber (eo Tine 
Ceneral Rubt ‘ 
i} Si. 4 Rubt (eo 
I.ir r 1 kine A ave ‘ 1) 
| Meechar Publ ( 
a er Cit Rubt ( 
I Republ Rubt ( 
PACKI SHEET 
Roston Woven H & Rubber ¢ 
, Cine nati Rubber M ‘ 
( eral 0 Past ‘ 
1 I) ‘ Rubt ‘ I 
Jer ’ ‘ I t 1 
I 3 | ( ' Rubt Co 
I ir | Mig. « I) 
! M: mnie Rubb ‘ 
‘) ker Cit Rubt ( 
} I I | I ibl 
PAC KING, VALVE STEM 
The Cincinnati Rubber Mf; ” 
I I> 1 K It 
( ral Ash « 
rl I 6 b (wo 
Lit r Pac 1 Co It 
| Mechanic 
Ouaker Cit 1 er Co 
| Republ bber 
PADLOCKS 
Yale & Towne Mfg. Co 
PAINTS, INDUSTRIAL 
Dixon Crucible Co 
The Reardon Company 
PANS, STEEL 
Pollard Tro Mr. Co Inc 
PANS, VACUUM 
\rthur Harris & Co 
PASTE, SOLDERING 
‘ cago Solder Co 
PEGS OR PINS, BELT LACING 
zo Rawhide Mfg. Co 
er Co. 
acing Co. 
THREADING TOOLS 
\rmstrong tros. Tool Co 
rhe Oster Mfg. Co. 
loledo Pipe Threading Machine Co 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 





Mine and Mill Supply Houses— 


Increase Your Sales Through F oster 


“Special Resale Prices’’ 


New Rails .*. Relaying Rails 
New Track Accessories 





Immediate Shipment—Quality G saranteed 
Send us your inquiry for quotations 


Main Offices: 







Pittsburgh, Pa. - — ; 
154 Nassau St. EOS: rchan 
{ New York City LBE = _ ek 


Has Been 
————— 





THE LAWSON MFG. CO., STA. C, CLEVELAND, OHIO 


Laie HOLLANDS Line 


will increase your 


a vise sales 


y : ; 
id Send for 


“Vd 3163 
SONY TIOH | 


Catalog and 
Terms 


HOLLANDS MFG. CO. 


ESTABLISHED 1887 


ERIE, PA. 


“DIVCO” Brands 
Babbitts and Solders 





pIVee NovNICKEL, | D NERAL SERVICE AND 
‘ ry high sy pee ANTIFRICHION BABBIE! 

j “DIV nt =< EI REE TO Es AON IVOO" MILL BEARID BAR 

| BIT 

j DIVCO” COPPER HARDENED, f 

; machinery, « I up to Al 1 No 1 

| heb M. 

i 

q 


Also Manuf of Solde rdinme to your pecificatior i B 


{ trial order will convir 


of “DIVCO” Prot 


ace you as lo the high quality 
iucts. Let us hear from you. 


Division Smelting & Refining Co. 
836 W. Kinzie St. Chicago, I11. 





| 1675 Elston Avenue 


When writit t \dvertiser 





NEWARK 


Brushes and Scrapers 


Slandard for 52 Years 
OUR LINE INCLUDES 
38 different types of wire brushes and flue 
scrapers, all shown in our handy 20-page 
catalog. Ask for a copy. 
Newark Brush & Scraper Co. 
264 and 266 Fabyan Pl., Newark, N. J. 





THE ROYERSFORD Fpy. & MACH. Co. 
ROYERSFORD, PENNSYLVANIA 


The Royersford - Excelsior 
20° Upright Power Drill 


No frills, but of proven value. 

Belt or Motor Driven. 

Back Geared, Power Feed, or as you 
want it. 

A rugged, honestly built tool. 


Write us for prices and literature 


[DEAL 


HOISTS - TROLLEYS 
CRANES 


Sold Through Jobbers Only 


THE DICKERMAN Hoist Mre.(o. 
CLEVELAND, OHIO 





Schultz Friction Clutches 


31 Years of Clutch Specialization 









, | Send for Catalog Vv. 
A. L. SCHULTZ & SON 


Chicago, Illinois 


ntion Miro. Supris 
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PIPE, STEEI SAWS, BAND 
y tronge-Dslu Miz. Co. (Metal) 
PULLEYS. WOOD SPLIT PICRE: SAW, Se RR. CO 


PLANERS, WOODWORKING 


\I i 


PLIERS Mie ‘ 5 onds S$ » 


PLUGS, BRASS AND FUSIBLI ‘ Fh hh a 
PUMP JACKS lace & Co 
SAWS, COPING 
; ! ar ln 
POWER TRANSMISSION APPLIANCES SAWS, HACK (Bhides) 
PUMPS, AIR ‘ z ape bhatt 
PUMPS, CENTRIFUGAL 


PUMPS, DIAPHRAGM 


Wor ! 


SAWS, TPAND, ELECTRIC 


PUMPS, ELECTRIC DW © 
SAWS. SWING, CUT-OFI 


i ‘ l ‘ 





PIMPS, GAS AND VACUUM sea oe 
aleinces cave ; . R = 
sing Re SEEN PIMPS, HAND AND POWER ie he ee ee 
PRESSES, DRILE AND FOO) ( SCRAPERS 
PRIMING CUPS PUVIPS, JET SCRAPERS, FLUE 
SCREWDRIVERS, ELECTRIC 
PROTECTORS, ELECTRIC LAMP PtUvePsS, MINE & Der Mt ‘ 
PULLEYS, BALE BEARING Ree ot Asai 


I ‘ 


PUMPS. On SCREWDRIVERS, HAND 


PULLEYS, CAST TRON ; y 
SCREW PLATES 


PUMPS, ROTARY ie M ‘ 
SCREWS, CAP AND SET 


PivMPs, SUMP AL TOMATIC 


PULLEYS CONVEYOR 


PEMPS. TANK ; 
SCREWS, MACHINE BASS AND TRON 


SCREW: SAFETY SET 


PULLEYS, FLANGE PENCHES ‘ND Dths 
PENCHES. METATI LEVER SCREWS, THUMB 
RAILS, STEN! SEPARATORS, Ol AND STEAM 
LASPS \ ‘ 


SHAPTING, FLENIBLE 
PULLEYS, FRICTION CLUTCH RATCHETS ay nk 
SHAPTING, STEEI 

& oM ‘ 


REAMERS 


REAMERS, ELECT 24 _ 


REDI CEES. SPEED SHAPERS, WOODWORKING 


REELS. ELECPRIC ELAYVP ee oe — \ AND a ang side 
REGULATORS, ENGINE BLOWING 7 “ ‘ 

REGULATORS. BOILER FEED LENE a gs 
PULLEYS, LOOSE ' SLERVES AND SOCKETS DRIELI 
PEGS LATORS, DAMPER HYD AE EE I» « M ‘ 
REGULATORS, PUMP PRESSU EE SOLDER, BAR AND WIRE 


REGULATORS, STEAM FAN ‘ ae 
\l apy 

SOLDERING COPPERS, FLUNA, PASTE 

TON RESEATING TOOLS. VALVE AND SALTS 


RESEATERS, BIBB 





PULLEYS, 


SPEED TRANSFORMERS 
RIVETS Hhill ¢ M & Four 


ROPE DRIVES SPROCKETS 


‘ 


STAMPS AND DIES, STEEL 

PULLEYS, PAPER > are ' ; 

ROPE, WIKI STANDS, DRILL 
| ’ 


‘ ‘ 
} 


PULLEYS, ROLLER BEARING ROUTERS, PORTABLE ELECTRIC STANDS, VISE, PORTABLE 


REBBER GOODS, MECIIANEONT STEAM SPECIALTIES 


PULLEYS, STEEL nis 
PULLEYS. STEP AND TAPER CON! ‘ \ rowe}ll Ce 
SALAMANDERS ! Com) 


SAND BLAST OUTEITS 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











NEW! 
. 
The Wallace Electric Hand 
Saw made by J. D. Wallace 


& Co., specialists in porta 
ne ain engi — va a, 4 
It’ ‘Ss SAFE ves 







U ID) I R 

W [TERS 

LABORA 

PORES 
& ' ’ — 
Gece bo 

J.D. Wallace ie 2891 WiLCOX ST. 
& Co Py, oo CHICAGO, ILL 


(Strand TS 


Ly 
XIBLE SHAFTS-=# 





ad 





PORTABLE FLEXIBLE 


ts Rc 
ae STITT TTT ae 


SHAFT MACHINES > 
for Grinding — Polishing Zz 
Drilling -Buffing -Rotary 3 
Filing--Screw Driving 3 , ae 
Nut Setting 3 nu 


/ 
and hundreds of other useful ‘ 
operations. Several Sizes. , 


Manufactured by 


N. A. STRAND & CO. 


Chicago M6 





We Want Jobbers 


a WIZARE “a ig 
“GolE NS, Slich, | 
Guaran'‘eed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 


Our system of advertising for our jobbers gets the orders 


Sales guaranteed Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 


Richmond, Va. 


SKINNER Clamps 
Stop Leaks 











SWAC 0. GC ————— 


SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities and a 


Real Profit — 
33 1 3°, on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 
SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 


Grinder and Butter 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 





“The Lindy” «a, | 


Three Speeds 


; Hp. motoz, 110 volts, 60 
cycles, single phase to oper 
ate from lighting line, com 
plete $60.00. 

Write for bulletin 400. All 

types of attachments. For 

Polishing, Sanding, Filing, 

Scratch Brush, Grinding, Fin 

ishing, Vulcanizing Plants, 

Garages, Paint Shops, Ma 

chine Shops. 


Invented and Built Exclusively by en 





Stow Manufacturing Co., Inc. — 
Binzghamton, N. Y. my ] 


‘Durable and Efficient 


ANIEL’'S P: P. P. Rod 

Packing is self-adjusting 
and will not bind the rod. Its 
easy bearing insures long ser- 
vice and reduces packing re- 
placements. 


on EI. 





Made in ring and spiral form 
for all pump and engine needs. 


QUAKER CITY RUBBER CO. 


Main office and factories Wissinoming, Philadelphia 
Branches: New York, Chicago, Pittsburgh, San Francisco 


n Mit. Supp 


THE CORRECT 
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BARNES 


HIGH SPEED STEEL HACK SAW BLADES 


MANUFACTURED BY 


W. 0. BARNES CO., INC. 
1297 Terminal Ave., DETROIT, MICH. 





Maintenance 








Steel-Welded—No Rivets to Loosen 


Cuts costs in Building and 


ot 
A Good Proposition for the Dealer 


Pollard Bros. Mfg. Co. 


4037 N. Tripp Avenue 
CHICAGO, ILL. 


Bar Stock Racks 


Steel column. 


Arms: adjustable, set at slight angle and turned up at 
end so that round stock can not roll off. Straight 
arms can be furnished, so that planks can be fastened 
to same, for storing flat strip steel. 


Bench Legs sssumm : 


TS Te srs 


Benches 








































DIES 


STOCKS & TRUCKS, HAND 
~ B o ( n Pulley Company 
Oster Mfg. ¢ rbanks Company 
eg | r M ‘ \\ barrow Comput 
STUDS, MILLED Mts. Co., In 
\ . Produ ‘ TRUCKS, LIFT 
STRAINERS owne Mfg. Co 
+ ( TUBES, BOILER 
ley & be Company 
< , ; ee TURNBUCKLES 
‘ : \l Co 
es ee eee UNIONS, BRASS AND TRON 
I WV s & Sor M bl Iron Co 
‘ ’ } I 
SWAGES, UPSET 
& S ; VALVE LEATHERS 
, 2 I Mrz 0 
TABLES, STEAM : 
M turing ¢ VALVE-UNIONS 
TAPE, FRICTION peace led 
ce as Hi & Rubl ‘ VALVES, BALANCED, FLOAT 
. ¢ Rut ‘ M n Regulator Co 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








COCHECO 
LEATHER BELTING 


Always the first choice of en- 
gineers who know that it pays 
to buy the best in belting— 
and that is Cocheco. 


L. B. Williams & Sons 
Dover, N. H. 


111 Summer St. 
Boston, Mass. 


14-16 N. Franklin St. 71-73 Murray St. 
Chicago New York 











oye RIGHT 
‘LAM PS—Unbre 
Mad 


Cad, Udvlited, Plain 
TURN ile of tough mall 1, Pl 





Fort Wayne, Ind. 


MORGAN VISES 


are strong and rigid 


BROWNIE MFG. CO.. Inc 





' This Stationary Base Vise 

2 | is typical of the line of 

i 3 Morgan Machinists’ Vises, 

. ee ~h eae noted for their dependable 

i : +o strength and extreme 

* , = rigidity. All have renew 

2 ES > able jaw faces and all parts 

oye are interchangeable. We 

: tae is also make woodworking 

vises. Send for folder and 
distributors’ prices. 


MORGAN VISE COMPANY 


© 108 North Jefferson St. CHICAGO, ILL. 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 





When writing to Advert 











Keyless 


Ball Bearing 
Drill Chucks 





Vanufacturers o 

( , f FS ee ETTCO Chuck 
ETTCO High Speed Sei with Holding 
Tapping Attachment Collar for Elec- 


tric Drills. 


EASTERN TUBE & TOOL CO. 
Brooklyn, N. Y. 





594 Johnson Ave. 


AVIS Valve Specialties have been 

performing satisfactorily for over 
fifty years. Thousands of experienced 
engineers know the value of Davis 
design and insist upon Davis for repeat 
orders and plant extensions. 


You can take full advantage of this 
established position by handling the 
entire Davis line. Write for the details. 


The G. M. Davis Regulator Co. 
108 Milwaukee Ave. Chicago, Hl, 


DAVIS VALYE 


TEAM SAUERS SINCE (t875 


SpeCKALTLES 


MS9-Gray 


ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head 
The steel key is forced into the slot of the screw under 
pressure and can't loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 





No delay in shipment. Complete stocks of all sizes. 
Also made in brass and bronze. A good seller. Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, IIl. 











Vincent Huntington Emery Wheel Dressers 


and Cutters (milled only) have been the standard of com- 
parison for many years. Every Size and Type. 
Vincent ‘‘AA’’ Hardened High 
Speed Tool Bits 
are made to handle the tough jobs—cost will 
surprise you. 
If you do not have our 
catalog—-write us 


THE VINCENT STEEL PROCESS CO. 


Heat Treaters and Tool Manufacturers 
2519 Bellevue Avenue New York Office 


DETROIT, MICH. 41 Murray St. 





Chicago Office 
25 S. Jefferson St, 


isers please mention Mitt Surriirs 
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You Pay Double 
for Non-Productive Labor 


An oil-soaked belt givesaway, a bearing 
burns out, or when friction has worn 
bearing and shaft beyond use,—then 
repairs must be made and men must 
stand idly by. And the pay-roll re- 
mains the same. 





There is a way to stop these losses. Do away 
with bearings that require constant care and oil. 
Install in their place Arguto Oilless Bearings. 
Arguto gives you permanent lubrication, 300 per- 
cent greater belt life, and freedom from friction 
and repairs. There is no throwing of oil to 
damage the product. They operate efficiently 
without attention for many years. 


ARGUTO OILLESS BEARING COMPANY 
Wayne Junction, Philadelphia, Pa. 





Let us send you further information and users’ 
experiences with this remarkable bearing 


When writing to Advertisers please mention Mitt SupPLies 








Process Patent, Aug. 5, 1913 


Ferry Process Screws 


Furnished in 


Low Carbon— High Carbon 
Nickel Steels 


With complete Metallurgical 
Laboratory and Heat Treating 
Department at Your Service. 


A Recognized 
Standard 


of high quality and workmanship 
with 


National Reputation 


Cap Screws 


A complete line 


Set Screws 


A complete line 


The only line of Screws and Bolts 
Stamped with Emblem of Quality below 


By Invitation Member 


ay 4 BUSINESS CHARACTER Connecting 

ie Ro olts R 

Special hardened **If it’s upset—it must be heat-treated’’ resets 

and ground parts = - THE FERRY CAP AND SET SCREW Co. eo 
Cleveland, Ohio 


PROCESS SCREWS 








